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Think of all that this Columbia “Hot Shot” Steel 
Case means to the users of ignition batteries! 


Super-Durab/e—constructed to withstand the roughest service conditions 
Waterproof—unaffected by exposure to the elements 


Unbreakable—full service and life assured through protection of the bat- 
tery by the steel case 


=> Costs No More Than Fiber Case Batteries to trade and consumer 


Note: This No. 1461 is the most popular for ignition, and is 
therefore the first we are making in steel. Other standard 
“Hot Shot” sizes will be made in steel as fast as practicable 


Tell your dealers what all that means to them in sales and profits! 


And don’t forget what it means to you in earnings—no 
other battery like it—the best ignition battery on earth 


Think Steel Case—Talk Steel Case—Sell Steel Case 


NATIONAL CA,.RBON COMPANY, INC. 
Long Island City, N. Y. 


Atlanta Chicago Cleveland Kansas City San Francisco 


Columbia 
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— they last longer 
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With the Editor 


HIS month brings the semi-an- 

nual meeting of the Electrical Sup- 

ply Jobbers’ Association, which will 
be held in Cleveland November 22-24, 
with headquarters at the Hotel Cleve- 
land. It is believed that this meeting 
will be the most important ever held by 
the association, due largely to a greater 
recognition of the strategic position of 
the jobber in the merchandising of elec- 
trical goods, particularly at this time, 
when business is increasing and sales 
promotion work is at its height. Out 
of the meeting will. probably come much 
of a constructive nature within the job- 
bing field itself and also the electrical 
industry as a whole. A large attend- 
ance seems certain. 


* * * 


Our next issue will be published prior 
to the Cleveland meeting and will con- 
tain a number of articles of a pre-con- 
vention character, in addition to giving 
advance details in regard to it. 


+ * * 


We have succeeded in getting a real, 
he-man jobber’s salesman with an expe- 
rience extending over a number of 
years, to give an outline of the methods 
he uses in getting business. He oper- 
ates what might be called a branch 
office, and he tells his story in straight- 
away fashion, with no bunk. It will be 
one of the features of the December 
issue, one you'll like to read and one 
that contains some real meat. 

Osgar Pliers will be back again, and 
he will discuss that ticklish subject of 
longer discounts on electrical appli- 


ances. 
* * # 


There will be other leading articles, 
including one on Christmas merchan- 
dising, together with the regular de- 
partments and contributions by Tue 
Jopper’s SALESMAN Staff and salesmen 
in the field. 
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Unit blade Construction 
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” “We’ve never had an 
accidentwith the ‘Bulldog’”’ 
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When you sell a man a “Bull Dog” Safety Type Switch 
you sell him a switch with actual safety features and 
working parts that cannot fail to operate. 


All “Bull Dog” blades must come out. The danger of 
one staying in is impossible. The “Bull Dog” parts are 
type ‘“‘A”’ the best construction. 


These features, combined with positive Quick Make and 
Quick Break gave the “Bull Dog” Underwriters’ 
Classification “A”. And these features give your 
customer complete switch satisfaction. 


“Bull Dog” jobbers are having great success with’the 
line--in industrial plants where “Bull Dogs” are in use 
--electricians are enthusiastic over them--our factory 
sales are growing every day--all because the “Bull 
Dog” meets every switch requirement. 


Line up with the switch that sells and satisfies. Your 
profits will be liberal. 
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A Message to Jobbers’ Salesmen 








Advertising and Selling Efficiency 


all quarters of the globe; that is, 

where the English language is 
spoken. Its equivalent is used in other 
countries, but its ap- 
plication differs with 
the geographical lo- 
cation. 


E FFICIENCY is a word used in 


the most value for the money received. 

One form of efficiency is to sell adver- 
tised products, for the very fact that 
the manufacturer advertises is evidence 
of his belief in his 
products and his will- 
ingness to give full 
value. 





As an illustration, 
we are told that in 
China few seats are 
found in the movie 
theaters. The man- 








_In this issue of 
THE JoBBER’s SALES- 
MAN there are adver- 
tisements of manu- 
facturers who are 











agers want all the Pa 
patrons to remain =e 
standing, so their 

houses will have a 

larger capacity. If 

seats were provided 

many of the patrons 

would make a practice of remaining all 
day, but by standing they eventually 
become tired and leave, making room 
for other admissions. 

Can you imagine the brevity of life 
of .a movie house in New York, Chicago, 
New Orleans or San Francisco if oper- 
ated by Chinese efficiency methods? 


+ es 
But with selling it is far different. 


Selling efficiency has but one applica- 
tion the world over. It is in giving 








endeavoring to sell 

<= products far above 

a the ordinary; they 

are so well made that 

the manufacturers 

dare risk on them the 

honor oftheir names. 

These manufacturers go on record by 

printed word that the products will be 

found to be of uniformly good quality 

and will give service, performance and 
satisfaction to the consumer. 


ee ee 


If there were no other reason to fol- 
low the advertisements in this maga- 
zine, there would be the sufficient one 
that the knowledge thus obtained aids 
in making every buying dollar do a 
more intelligent work. 
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Surprising success greeted the $2.00 Liberty 
More than 175,000 have been sold 
during the 9 months it has been on the mar- 
In acquainting people with the conven- 
ience of electrical cooking, it developed a market for hot plates of 
greater capacity which could still be sold at popular prices. 


four numbers here shown represent remarkable values in their charming 






designs, high efficiency and durability assured by definite guaranty. 


Dealers carrying the complete Liberty line can supply every need for con- 
venient electrical cooking appliances at prices convenient for every pocket- 


book. 


Liberty circulars, envelope stuffers, window displays, newspaper cuts and 


movie slides free. 


Write for complete descriptions of new Liberty Hot Plates. 


THE LIBERTY GAUGE 


& INSTRUMENT COMPANY 


(Electrical Division) 


6545 Carnegie Ave. 
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No. 1-H High Heat 


5 in. high; frame 8 in. diameter; leg 
base, 10 in. diameter; 660 watts. Ex- 
ceptional value for the money. Good 
looking and substantial. Packed with 
legs detached in individual cartons. 


$5.95 Retail, $6.25 West of the Rockies 











Cleveland, Ohio 


Pacific Coast Representatives: 


The United States Electric Company, 710 Polk 
Street, San Francisco, Calif. 


General Specifications 


For 110-120 volt A. C. or D. C. (Made for 220 
volts at same price.) 


Frame and legs cast aluminum-copper alloy, 
highly polished. Element of_highest efficiency, 
specially developed by us. Element base 6” in 
diameter, special composition,—deep groove, rein- 
forced heat and current insulator. _ Six feet 
heavy heater cord with standard two-piece plug, 
attached to lava composition terminal bushing. 
The end of the heater cord connecting with ter- 
minal bushing, also the wire from terminal 
bushing to element, are covered with pure spun 
asbestos fibre. These four new items are covered 
by definite one year guaranty to be free from 
defects of material and workmanship. 








No. 3-H Liberty Twin 


5 in. high; length over handles, 21 in. 








Four station switch, 1 
turns 660 watts through both series of element in left hand plate; 
1-2 330 watts through inner coils of each of both plates; 3 660 
watts through both series of element in right hand plate. 


$13.85 Retail, $14.75 West of the Rockies ‘ 


tion, 1320 watts. 
over handles, 21 in. 
remarkably low price. 








The 















No. 2-H Super-3-Heat 
5 in. high; frame across handles, 12% 
in. Four station switch governs three 
heats, low, 150 watts; medium, 330 
watts; high, 660 watts. Black enamel 
finished handles attached with nickel 
screws. 


$9.85 Retail, $10.35 West of the Rockies 





venience and economy. 
$16.65 Retail, $17.75 West of the Rockies 





No. 5-H Liberty Super Twin 


The “Decuble” of the Liberty Super-3-Heat, maximum consump- 


5 in. high; width to end of switch, 11 in.; length 
This is an unusually efficient range at a 
It affords the greatest combination of con- 
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The Cost of Distribution 


Determining and Applying Standard Rates to Cover Sales, Warehousing, 
Financial and Accounting, and Administrative Expense 


HE general problem 

of the distribution of 

commodities is one that 
may very well engage the 
attention of all those who are 
responsible for the organiza- 
tion and operation of indus- 
try. It is clear that one of 
the largest problems that in- 
dustry must attempt to solve 
within the next decade is the 
problem of simplifying and 
perfecting an economical sys- 
tem of distribution that will 
meet our particular economic 
situation. 

We have been more inter- 
ested in the primary prob- 
lem of production than in the 
secondary function of dis- 
tribution. Hence, while the 
past half century has wit- 
nessed a remarkable increase 
of efficiency in production, re- 
sulting in large part from the 
careful study of production 


costs, with a natural tendency to a continuous decline in 
these costs, marketing costs have received little study. 
The equally natural result has been that the cost of dis- 
tribution has increased both positively and in proportion 


to the cost of production. 


Intent upon the project of developing and perfecting 
large scale production methods, business executives have 
not fully realized that, as the size of the manufacturing 


By R. H. GREGORY 


Comptroller of the Western Electric Co. 





unit has grown, the problem 
of distributing the product 
has changed. With the in- 
crease in the amount of a com- 
modity manufactured in a par- 
ticular district has come the 
necessity for the distribution 
of the comodity over larger 
areas. Naturally, in order to 
cover the additional expense, 
prices have increased until the 
margin between the ultimate 
selling price to the consumer 
and the manufacturing cost is 
so great as to cause comment. 

During the past few years 
the retailer and the wholesaler 
have begun to see the neces- 
sity of studying that phase 
of distribution for which they 
are responsible. Several trade 
associations have co-operated 
with economists in the effort 
to compile accurate statistics 
and to deduce from them cer- 
tain working principles. 


The National Wholesale Grocers’ Association, in co- 
operation with the Harvard Graduate School of Business 
Administration, has made a careful analysis of the cost 
of doing business in the wholesale grocery trade. Other 


merchandising studies have been made by Harvard and 


other institutions; for example, the Bureau of Business 
Research of Northwestern University has published a 
study of the retail distribution of clothing which consists 
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of date on costs, merchandising practices, advertising 
and sales. 

In fact; there is no need of amassing evidence to sub- 
stantiate the statement that merchandising, both retail 
and wholesale, costs too much; whatever the cause or ex- 
planation, whether it be wasteful competition or ineffi- 
ciency, we must know the facts before we can attempt the 
solution of the problem. For the retailer or wholesaler 
the first steps have been 


cannot, of course, secure this data unless he has a well- 
planned method for allocating all those expenses “that 
accumulate beyond the point of manufacture.” 
Therefore, since the general problem of the distribu- 
tion of commodities is so pressing and since distribution 
commences with that phase of the function which is under 
the control of the manufacturer, a study of the manufac- 
turer’s distribution costs challenges the serious attention 
of the cost accountant. 





taken; it is now a ques- 
tion of extending the 
practice of analyzing and 
standardizing merchan- 
dising costs. 

But the earlier stage in 
the process of distribu- 
ting merchandise — that (b) 
stage for which the man- 
ufacturer is responsible— 
has received little atten- 
tion. There has_ been 
consideration of the pre- 
liminary problem of dis- 
tinguishing manufactur- 3. 
ing costs from the costs 


2. Home office. 


ciation. 


of distribution. But thé 1. Storage. 

more difficult task of ana- (a) Labor—salaries and wages. 
si : (b) 

lyzing and allocating to pairing merchandise. 
particular products or (c) 


classes of products the 
manufacturer’s total cost 
of distribution, because of 2. 
the innumerable inherent 
difficulties, has not been 
given consideration. 
The  wmanufacturer’s 
function is not complete 
until his product has been 


(d) 
Packing. 


(b) Materials. 


8. Delivery. 


STATEMENT A 


Distribution Costs 


A. SALEs 


1. Sales force (city, out of town, office). 
(a) Salaries, commissions. 

Traveling expenses. 

(c) Miscellaneous expenses. 


(a) Salaries of officials in charge of sales depart- 
ment, supervision of salesmen, department 
employes not salesmen. 

(b) Order entering department. 

(c) Other office expense of sales department—rent, 
heat, light, furniture and fixtures. depre- 


Advertising, excluding “institutional.” 
B. WarEHOUSING 


Repairs—loss incurred in converting and re- 


Depreciation—loss due to merchandise depre- 
ciation on merchandise in warehouse. 

Rent, heat, light, furniture and fixtures and 
other indirect expenses. 


(a) Labor-—salaries and wages. 


(c) Rent, heat, light, furniture and fixtures and 
other indirect expenses. 


(a) Labor—salaries and wages. 
(b) ‘Transportation not absorbed in costs. 
(c) Rent, heat, light, furniture and fixtures and 


It is necessary that we 
be in substantial agree- 
ment upon the class of 
expense which properly 
may be termed distribu- 
tion as contrasted with 
manufacturing. What is 
the line of demarcation 
between manufacturing 
costs and the costs of dis- 
tribution? On the one 
hand, we have the clas- 
sification “manufacturing 
costs,” which includes the 
initial research and plan- 
ning, commonly called en- 
gineering, as well as all 
the expenses incurred in 
the actual production, 
with the addition of a pro 
rata share of administra- 
tive expense. All expenses 
or costs beyond this 
point, I consider, should 
be classified under the 
term “distribution costs.” 

In order that we may 
the more clearly grasp 
this problem, I have at- 


ws . other indirect expenses. : 
placed in the hands of his 4. Stock maintenance department. tempted, as shown in 
customer. To market his 5. Service department for customers. Statement A, a _ rough 
product, the manufacturer C, Frvanciat ann Accountine classification under the 
finds it necessary to main- 1. Billing. Se general heading “distri- 
tain administrative and -§ ae oar pg ammmam bution costs.” It is far 
selling organizations. It 4. Accounting pertaining to distribution as contrasted from my purpose, how- 


is daily becoming more with production. 
important that the man- 
ufacturer be provided 
with an analysis of the 


expense of maintaining 





D. ADMINISTRATIVE 
All salaries and other expense of the executives who 
have general supervision of company matters which 
are not charged to the manufacturing division. 


ever, to suggest under 
this general heading fixed 
lines of demarcation. 
The main purpose is to 
draw accurately the line 








these organizations and 
method of distributing 
this expense which will compare in theory and in prac- 
tice with the cost systems which have been devised for 
manufacturing operations. 

The manufacturer needs this information for legal as 
well as for economic reasons. The Clayton Act, in its 
provisions against price discrimination, provides that dif- 
ferences in the selling prices of similar articles to different 
customers can be justified only by either competitive con- 
ditions or differences in the cost of selling to different 
classes of customers or to different individual customers ; 
this, therefore, makes it imperative that the manufacturer 
know the relative cost of selling in various quantities to 
jobbers, retail dealers and to ultimate consumers. He 





between the two main 
classifications: manufac- 
turing costs and distribution costs. But, for the sake of 
clarity, I have grouped under four functional divisions 
enough of the detailed items of expense to indicate the 
meaning of the headings. 

A difference of opinion as to under which heading any 
particular item of expense should be placed, or a differ- 
ence of opinion as to the functions to be included by any 
one of the headings, does not materially affect the main 
problem. There is, of course, ample room for differences 
of opinion; but the differences, it seems to me, arise 
largely from differences in organization. In general, it 
may be said that organization lines within any particular 
company should determine the par- (Turn to page 76) 
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Successful Sales Letters 


A Plan for Developing Model Letters That Will Result in Effectively Getting 
Your Sales Message to Your Customers 


By THOMAS F. CHANTLER 


Of the Staff of the Society for Electrical Development 





letter writing. 





it is to be able to write a letter that will actually sell goods. 
Many of them, as a matter of fact, can and do write good 
letters themselves. But they, as well as others not so proficient, will be 
helped by the plan outlined in this article. 
This plan will establish a general method of putting words together 
so they will carry the selling punch as applied to electrical supplies. 
It is designed to give a solution for nearly every emergency in sales 


P RACTICALLY every jobber’s salesman realizes how important 


However, there is a “kick back” in this article, but don’t let the 
recoil bother you. Ten minutes of your time are asked as an invest- 
ment, the proceeds of which may save you that many hours and more, 
while increasing the volume and number of your sales. So don’t side- 
step. Read the article and then do your ten minutes. 








IRST, a word or two about words! They’re just 

little characters of the alphabet arranged in a row. 

Sentences! Just a few words followed by a period. 
But the power of the ideas they carry is tremendous. It 
dwarfs that of Niagara. 

Words have inspired men to march singing up to can- 
nons that belched destruction and death, and to laugh into 
their sulphurous mouths. They will do it again, never 
fear, should the occasion require. For there will always 
be those who understand the chemistry of words and 
how to unleash their tremendous power. 

Think now of how words cunningly combined have 
inspired men to accomplishment in the fields of commerce. 
Consider the action-inspiring magic of such expressions 
as, “The early bird catches the worm,” “There’s always 
room at the top,” “He can who thinks he can,” “Every 
day a little gets the biggest job done,” and “Nothing ven- 
tured nothing won,” and figure where the world of busi- 
ness would be without the effect of their encouraging 
influence. 

Steam exhausts its power, the tornado blows itself out, 
dynamite expends its energy in one burst, but the terrific 
potency of words effectively linked is as enduring as time 
itself, Wise, indeed, was the man who exclaimed, “Let 
me make a nation’s axioms and I care not who makes its 
laws.” 

The jobber’s salesman, on the other hand, might more 
fittingly state, “Give me the secret of writing an effective 
sales letter and I’ll buy all else that I want.” For with 
‘hat opener at his command the business world becomes 
his oyster indeed. 

Now the jobber’s salesman—you, to make it personal 
can contribute to this highly practical effort to discover 


that secret. Merely ten minutes’ work on your part is 
all that is necessary. But first sell yourself on the sound- 
ness of this plan and then let us all get busy. 


The Plan in Brief 

Electrical jobbers’ salesmen, taken collectively, are in 
touch, either directly or through their customers, with 
every form of sales promotion occurring in electical job- 
bing and retail fields in this ountry. Many of these sales 
problems are being handled satisfactorily by letter. And 
it is safe to say that each individual jobber’s salesman 
knows of at least one sales letter that has proved sucess- 
ful in bringing in business. 

Studying one such letter would reveal little about the 
secret of its effectiveness. But look over 50 such letters 
and certain significant points of similiarity are bound to 
show themselves—the length of the letter, the manner 
of opening and closing, the number of subjects or points 
taken up, the style in which they are written, and so on. 

But 50 such letters, or 200, or even 500 would not con- 
stitute a really reliable basis upon which to base conclu- 
sions; there is need for several thousand exhibits, at 
least. Imagine 5,000 such letters, classified under various 
headings. Then it would be possible to get at the real 
“how to” of writing sales letters that are successful in 
promoting and getting business. 


Classes of Letters Desired 
(1) Successful sales letters from jobbing houses to 
companies operating central stations, isolated plants and 
different kinds of factories. 
(2) Successful sales letters from jobbing houses to 
contractors and dealers, 
(3) Successful letters from contractors and dealers 
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to retail customers and prospects, referring to appliances, 
wiring, lighting, repairs, etc. 

(4) Successful sales letters from contractors to store 
owners, factory superintendents and other commercial 
institutions, referring to power and lighting installations. 

(5) Successful sales letters from contractors to archi- 
tects and builders. 

Each of these letters must be one of recognized merit 
that has been tested in practice and found good. Other- 
wise it would be misleading to have it included with the 
letters that are to be studied. 

Please read again the five classifications just mentioned 
and fix them in mind. Then constitute yourself a commit- 
tee of one to secure the best examples possible of letters 
under each heading. 


Secure Samples of Letterheads If Possible 
Undoubtedly the quality of paper and style of letter- 
head exerts an influence upon the selling power of the 
letter, and that is one point that will be considered. Try, 
therefore, to secure samples that show the letter jus as it 
appeared in use. 


Have the Letters Signed 


The signature that appears at the bottom of a letter 
supplies a very definite clue to the writer’s personality 
and should therefore be included as part of the exhibit. 
Something of very great interest is due to be unearthed 
by studying those signatures. So have the letters signed 
by all means. 


What to Do When Someone Else Beats You to It 


Perhaps this or that man to whom you apply for a 
letter will tell you when you call that he has given such 
a letter to some other jobber’s salesman. In that case 
try elsewhere—your job is to secure and send in a num- 
ber of letters. 


Get a Letter From Your Own Company 


Every jobbing house has more than one good sales let- 
ter; many will have dozens. Get yours. Get one that 
does not duplicate those sent in by your fellow salesmen. 


Where to Send the Letters You Collect 


Send your letters to this address: 
Letter Editor, ‘Ture Jopper’s Satesman, 53 West Jack- 
son boulevard, Chicago, II. 


How the Letters You Send in Will Be Used 


When the letters have all been received they will be 
classifield under the five headings mentioned earlier in 
this article. A committee then will be appointed to analyze 
these letters and discover the secret of their selling power. 

When that has been done steps will then be taken to 
lay down rules whereby any jobber’s salesman, by observ- 
ing the rules, can turn out a letter as good as the best. 
These rules, together with examples and other “how-to” 
suggestions will be presented to you in an early issue of 
Tue JopBer’s SALESMAN. 

We expect that this article will be among the most im- 
portant, if not the most important that has ever appeared 
in these columns. It will supply you with the way to 
write sales letters that really do sell. Your value to your- 
self and to your organization will be increased acord- 
ingly. 

No big thing was ever done save through the co-opera- 
tion of many men, 

This is a big thing that we are attempting but it can 
be, and will be done successfully if each reader does what 
is expected of him. We want all the examples of good 
sales letters we can get, and your contribution will mean 
much to the general success of the plan. 

Help this good work along by sending in your quota 
of letters promptly. 














Here are the original “Ginger Ginks,” the sobriquet applied 
to those attending the annual sales conference of the Bryan- 
Marsh Division, National Lamp Works of General Electric Co., 
held at Camp Nela, Cleveland, during the middle of August. 
Sid Corby says he never saw so much pep and enthusiasm, and 


he modestly states it 
Bryan-Marsh lamps. 
Carl P. Damm, J. 


indicates a very successful year for 
Top row, left to right: H. L. Stearns, 
S. Corby, Sam Furst, J. F. Chamberlain, 





L. P. Sawyer, J. C. Schmidtbauer, Louis Schwab, J. L. Barnard, 
Jesse Caldwell, J. A. Munroe and B. A. Tuttle. Middle row: 
K. M. Cortelyou, H. A. Dowe, H. H. Fredericks, F. W. Hock- 
stetter, W. A. Treadway, Joseph W. Stearns, A. H. Meyer, 
T. K. Quinn, J. J. Hannemann, R. H. Bandelow, and 
J. R. Hughes. Bottom row: Ernie A. Lindquist, J. P. Hagerty, 
L. V. James, W. A. Ward, Phil. Magin, George T. Barker, 
Al. Knierim, Abe Schwab, P. T. Bowler and M. T. Mulroy. 
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The Way to Better Light 


Scenario of a Three-Act Playlet Which Deals with Lamp Sales and Other 


Merchandising Problems of the Electrical Retailer 
By E. A. BUEL and F. W. WILLIAMSON 





URING the summer quite a number of the divisions of the 
National Lamp Works held sales conferences at Nela Park 
which were attended by jobbers’ as well as manufacturers’ rep- 

resentatives, the: purpose being to discuss plans for more intensive 
merchandising of lamps. While many excellent talks were made, it 
remained for the Peerless-Brilliant Division to present a regular 
sales play. Following is the outline, which was written by E. A. Buel 
and F. W. Williamson of that division, who also acted the parts of 
the B agent lamp department manager and division representative, 
respectively. W.H. Webster, of the Kennedy-Webster Electric Co., 
Chicago, took the part of the B agent executive; Tom Brooke, of 
the Illinois Electric Co., Chicago, took that of the A agent; O. J. 
Brown, of the Milnor Electric Co., Cincinnati, played the customer; 
Homer Fox, Southwestern Electric Co., Wichita, Kan., the mailman, 
and R. D. Payne, Peerless-Brilliant Division, the expressman. 

The play emphasizes the importance of jobbers’ salesmen working 
with dealers to increase stock turnover, eliminate breakage, keep count 
of sales, and take advantage of dealer helps and national advertising 
—in fact, do a better job of merchandising all around. It brings out 





these points in a straightforward, clean-cut fashion. 








CAST OF CHARACTERS 

BAE, a B agent executive. 

MLD, manager of the lamp department of the B agent. 

DR, division representative of the lamp manufacturer. 

AG, an A agent. 

A mailman. 

An expressman. 

Two customers. 

SCENE I—A typical jobber’s office, showing BAE at 
his desk reading mail. 

BAE (pounding desk with fist): ‘By gosh, something’s 
got to be done about this.” He reaches for the telephone 
and puts the receiver to his ear. 

BAE (into ’phone): “Give me the lamp department. 
Hello, is that you, MLD? When do you ex- 

pect DR in town next? . . . Today? Well, say, 
when he gets in will you both come up here and see me? 
Yes—and bring along with you a statement of 

our A agents that are overstocked, showing their stock 
balances and sales for the last two months. Alright, ete.” 

BAE (reaching for dictaphone, picking up letter from 
desk and dictating): ‘Make a copy of the following 
letter for Mr. MLD. The letter is to the Peerless-Bril- 
liant Lamp Division, Warren, Ohio, attention of Mr. C. 
O. Brandel, general manager. This will acknowledge 
your letter of August 7th, enclosing your check for ad- 
ditional compensation on the list sales made by our agents 





under our contract that expired June 30th, for which 
please accept our thanks. Paragraph. We note that we 
have received only 4 per cent compensation on such sales 
for 1922, due to the fact that we turned the stocks of 
our A and probationary agents only three times since 
the first of the year. After a hurried analysis of this 
situation, I must admit that there seems to be no good 
reason why we should not have earned our full 5 per 
cent, except that proper attention has not been given to 
the matter of turnover. Paragraph. I do not wish our 
salesmen to become accountants and clerks, but as I re- 
view the situation, I am convinced that if we give our 
agents intelligent supervision we can not only keep their 
stocks turning over properly but at the same time assist 
them with merchandising ideas so that their sales will 
increase as well. With this idea in mind, I am going to 
have a conference with MLD and DR later on today. 
Paragraph. I believe I can issue a warning to you now 
to save your pennies this coming year, for unless I’m 
greatly mistaken you will pay us the full 5 per cent ad- 
ditional compensation a year from now, notwithstanding 
the fact that a turnover rate of five times instead of four 
times is required. Yours very truly.” 

BAE looks over a few letters which he initials and 
puts in file basket. While so engaged, MLD and DR 
enter. DR and BAE greet each other and shake hands. 
All three sit down. 

BAE to DR: “Well, I suppose you know that we only 
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received 4 per cent additional compensation for our agents’ 
sales during the last six months of our old contract.” 
DR: “Yes, it’s a darn shame.” 
BAE: “It sure is, but there’s no use sobbing about 





They Gather Around the Jobber Executive and Look Over 
the List of Agents. 
that now. The point is that our failure to turn over 
agents’ stocks properly has cost us some money. What 
we want to plan now is to prevent this thing a year from 
now. We want our agents’ stocks to turn five times this 
year so I thought I’d get you men up here and start now 
to clean house. What’s to be done?” 

DR: “Well, your agents get overstocked in two ways. 
One is you ship lamps to them in too large quantities. 
The second is they have a bunch of slow-movers or certain 
types that never do sell. I’d say the first thing to do 
is to recall from every overstocked agent all types that 
are dead or very slow. Then the next step is to have 
some one person in your order department carefully an- 
alyze every order that comes in and be careful not to 
overstock the agents in the future.” 

MLD: “We've done that, or tried to, but some of our 
agents get sore when we try to reduce their stocks and 
their orders, and we don’t want to lose their business.” 

BAE: “Why should they get sore? It’s only a matter 
of business, and they surely must realize that we can’t 
ship them the lamp factory just because they ask for it.” 

DR: “That’s right. I don’t think there are very many 
agents who will leave us if they understand just what 
the situation is.” 

BAE (emphatically): ‘“That’s the point. (To MLD) 
Do we go at it the right way? Are we putting it up to 
our agents in the right manner? Maybe that’s our weak- 
ness. 





























MLD (taking from his pocket the list of agents that 
are overstocked, etc., and tossing it to BAE): “There’s 
the list you asked for. It shows our worst agents as far 
as overstock is concerned. All of them have been ap- 
proached, but we haven’t got anywhere with them. They 
get sore if we want to reduce their stocks, and they get 
sore if we don’t ship every order just as they send them 
in. And these agents represent a pretty good volume 
for us.” 

BAE (glancing at list): “How are these agents on 
sales? Are they growing any?” 

MLD: “Not that I recall. Most of them seem to just 
run the same every year, and some of them have dropped 
below last year.” 

DR: “Isn’t there something significant about that? 
Doesn't it seem that the agents that are unreasonable on 
the question of stock are the poorest merchants? Don’t 
you think that if they were taught to be better merchants 
they’d not only increase their sales but would turn into 
regular fellows, and you'd have an easy time regulating 
their stocks?” 

BAE: “Maybe that’s right. At any rate, we don’t seem 
to be able to get anywhere with them on the subject of 
stock alone, so let’s adopt this suggestion on trying to 
interest them in increasing their sales. It won’t hurt to 
try anyway. (Picks up list again and looks at it.) 
What’s the matter with picking out the worst example of 
what an agent should not be and then you fellows go and 
call on him and see what you can do?” 

MLD and DR: “Fine business.” (They gather around 
BAE and look at list.) 

MLD (pointing at name on list): ‘Here’s the bird. 
He’s a $1,200 agent, too. His sales for the last two 
months have been $400 list and his stock balance is $1,800. 
Why, that’s # nine months’ stock! But he’s a hard egg: 
our salesman hasn’t been able to do a thing with him 
You ought to hear what he says when we question his 





“I Hope He’s Got Those Folders and Blotters I Ordered with 
Him,” Says the Dealer. 
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orders. I'll get a letter I got from him the other day.” 
(MLD leaves room and goes after letter.) 

DR (starts leafing through service record) : “Let’s take 
a look at his service record. Here he is. (BAE and DR 
look at page.) Well, here’s his 1,000 watts. Has seven 
in stock and one sold in—let’s see—ten months. Good 
Lord!” 

BAE: “I suppose he got an order for one and ordered 
a case and we shipped him eight lamps. He’s got some 
750’s and 500’s, too, that look about just as bad. And 
for the love of Mike, look at this. He’s got forty-two 
25-watt, 115-volt, T-10, bull’s eye frosted tipless. How 
in the hell did we ever happen to ship a bunch of special 
lamps like that? Why (looking back over the page of 
service record), we shipped those to him a year ago last 
March and he’s never sold a one. This bird must be 
crazy.” 

MLD returns with letter which he reads. “ ‘Gentle- 
men: You cut my last order about in half and I want to 
know why you can’t fill my orders for lamps. When your 
salesman got my contract he made me believe I'd get some 
service and advertising material, but I can’t even get 
lamps for my trade, let alone folders and blotters which 
he promised. There’s plenty of others who want my lamp 
contract and will ship me lamps, so get busy,and fill my 
orders or I’m going to sign up with somebody else. Yours 
truly, Acme Electric Co.’ ”’ 

DR makes appropriate remark such as, “He’s a nice 
son of a sea cook,” or words to that effect. 

BAE: “He’ll make a good one for you to start to work 
on. I’d suggest you fellows go and see him; take along 
your service record and see if something can’t be done.” 

All rise. 

MLD and DR: “We'll do that today.” 

(BAE hands service record to MLD): “Let me know 
what you accomplish. I’ll keep this list here, because 
we've simply got to get all these agents in line.” 

Curtain falls as MLD and DR go out. 


SCENE II—Interior of A agent’s store showing 
counter, desk, floor and shelves in disorder, and the 
agent, dirty and in overalls, repairing a fan or some- 
thing. MLD and DR enter, MLD greeting agent and 


**You Know You Birds Didn’t Do Such a Bad Job with Me the Last Time You Were Down Here.” 


introducing DR. DR is carrying a voltmeter, foot-candle 
meter, portfolio, cortescope and typewriter. 

AG to MLD, pointing to DR: “Well, I see he’s carry- 
ing a lot of baggage. I hope he’s got those blotters and 
folders I ordered with him.” 

MLD: “That’s one of the things we came down to see 
you about, Tom. The lamp manufacturers spend a lot 
of money every year advertising their product, and this 
advertising is largely for your benefit. We didn’t think 
you were cashing in on it as you should, so I brought DR 
along with me so he could explain just what the lamp 
works is trying to do for you. Maybe he can explain a 
little better if you'll tell him your ideas on lamp adver- 
tising first.” 

AG: “Well, I want some folders to put in every bill 
I send out, and then I take blotters and pass them out 
to customers and send some of them out, too, with bills 
and letters. A little literature that way to everybody, 
with my name printed on it, ought to bring in some busi- 
ness for your lamps.” 

DR: “Don’t you think that most of the literature sent 
out in letters, ete., gets thrown in the waste basket?” 

AG: “Maybe some of it does, but everybody uses blot- 
ters and they keep them. You can look on my desk there 
and you'll find all kinds of different blotters. I keep 
everyone that comes in and use them, too. That’s good 
advertising.” 

DR: “Yes, you keep them, but have you ever placed 
an order with any concern just through that blotter they 
sent you? You keep the blotter allright because it’s use- 
ful, but I don’t think the people that sent those blotters 
ever got a cent’s worth of business from you on account 
of that kind of advertising. Now you'd be surprised at 
the amount of folders and blotters that we get in our 
mail every day that we originally furnished to our agents. 
Last year, folders and blotters and imprinting cost our 
division more than $10,000, and I don’t think we or our 
agents to whom we supplied this material got 10 cents’ 
worth of business out of it.” 

AG: “Well, what am I going to do? I want to build 
up my lamp business and I want advertising matter. I 
don’t want all the dealers in town to get my business. 
Besides, every lamp man that comes in here- after my 
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contract offers advertising matter, and look at that pile of 
stuff there. Every manufacturer I deal with sends me all 
the folders and blotters I ask him for.” 

DR: “Yes, and that’s all those other manufacturers 
do by way of advertising. They supply you with some 
of that material and you're satisfied. Now the lamp manu- 
facturers have investigated this matter very thoroughly 
and the best advertising men in the country have agreed 
that money spent for folders and blotters to be scattered 
around without any regular plan for distribution and 
proper follow-up is thrown away. Now then, just let 
me explain our advertising set-up. We advertise the 
blue convenience carton and the word ‘Mazda’ in the 
Saturday Evening Post and other magazines. That ad- 
vertising creates a demand for lamps. I dare say 90 
per cent of the people that come in here for a lamp ask 
for a ‘Mazda.’ Now then, your problem is to let the 
public know that you carry a stock of these ‘Mazda’ 
lamps that are so well advertised that everybody asks 
for them, and the best way to do that is to display the 
blue cartons and the word ‘Mazda’ prominently in your 
store and in your windows at all times. If you send a 
folder or a blotter with your name on it, the person that 
gets it isn’t going to come down here to your store and 
buy some lamps. The chances are he doesn’t need any 
lamps right then. But if you display the carton and the 
word ‘Mazda’ at all times, when that person does need 
lamps he’ll notice your display and be prompted to come 
in here and buy. That’s tying up with our Saturday 
Evening Post and other magazine advertising, and that’s 
effective advertising.” 

AG: 


while. 


“Well, I use my windows for lamps once in a 

You can’t expect me to use them for nothing but 
lamps; I’ve got other things to sell, too. Besides you 
make me pay for window trims, and other manufacturers 
furnish all that for nothing.” 

DR: ‘We don’t ask you to pay but a fractional part 
of the cost of our trims. It costs us $50 a year for those 
colored lithographed posters, the postage, etc., and we 
throw in a frame to put the posters in. When we first 
started this service we sent the posters out to every 
agent free. You can see what a big expense that was, and 
we got practically no results for our agents or ourselves. 
The cost was prohibitive and it was a question of discon- 


tinuing the posters altogether. Then our advertising men 





decided that if we made a small charge and threw in a 
frame for the posters every agent would use the window 
trims, and that proved to be the case. Everyone of our 
agents that has subscribed for this service has more than 
made up the $5 in additional sales that are bound to 
come when windows are attractively trimmed.” 


AG: “Yes, but I can’t use my window all the time for 
lamps.” 
DR: “No, but you can once a month when the post- 


ers come, and then you can use the frame inside your 
store some place—any place just so everybody coming in 
here will see the blue cartons and the word ‘Mazda.’ 
Some agents use part of their window space all the time 
for lamp display. The public is getting educated and 
knows when they see a lamp display that other electrical 
merchandise can be purchased there, so when you display 
lamps in your window you are at the same time advertis- 
ing your store as an electrical store. Now you've got 
some good windows here, and $5 invested will surely 
bring results. Another thing, this $5 does something 
more. You'll not be so careless with your windows be- 
cause it’s costing you a little something and you're going to 
make sure that it does some good, so you'll get in the 
habit of carefully trimming your windows at all times, 
and your business can’t help but improve.” 

MLD: “That’s right, Tom, and another thing—vyou 
order this poster service, and when the first trim gets 
here I’ll come down and help you put in your window. 
Also, the manufacturer still supplies certain pieces of 
effective advertising free of charge. We can supply you 
with an outdoor tin sign showing the blue carton and 
the words ‘National Mazda,’ and we'll also supply you 
with a door transparency. Both of these permanent ad- 
vertising features will serve to attract the public and keep 
them reminded as they pass that yours is a ‘Mazda’ lamp 
store.” 

DR: ‘And while we’re on the subject of lamp dis- 
play, don’t overlook the fact that your lamps are one of 
the most profitable items you sell, so that’s another rea- 
son why you should give their display prominence. You 
know, you and I advertising separately could spend a 
little money and it would all be wasted. But if we 
chip in and spend together on something that’s good 
and effective, we both profit. That’s the idea of this 
poster service. It costs too much for (Turn to page 94) 





HE president of an electrical supply 
jobbing concern of recognized 
standing has written in to inquire if 

there is a place in business for the medium- 
sized electrical jobber. In other words, 
is there any jobber having an annual 
turnover of $300,000 to $400,000 who is 
making a profit? 

This jobber states that he has tried to 
get reliable answers to this question, but 
has not been able to find a single jobber in 





What Are the Answers to These Questions? 


~ 


a small territory who claims to be making 
money. Another question that this jobber 
brings up is whether or not manufacturers 
are working only with distributors in large 
centers. 

These questions, it will be admitted, are 
rather pertinent, but THE JOBBER’s SALES- 
MAN would like to entertain a free discus- 
sion of them in an endeavor to solve some 
of the problems in connection with the dis- 
tribution of electrical products. 
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Thou ght Stimulators ¢ « By DAVID GIBSON 


T IS easier to get business than it is to keep it. Maybe 
that statement isn’t entirely true, but there is so much 
truth in it that we are going to let it stand. 

If the truth were really known, if all the figures were 
put on the table, we would be willing to venture a small 
bet that 50 per cent of the concerns of this country are 
just about breaking even in the matter of incoming and 
cutgoing trade. 

In other words, just about as much business is walking 
out the back door, never to return, as is coming in the 
front door for the first purchase. 

The reason is that a large percentage of first-order 
business is obtained on false representation. The sales- 
man makes promises and offers service that does not 
materialize. The customer is disappointed. He shops 
around a few more times, finally making connections with 
a plant that gives him what he wants in price, service 
and quality. 

All this means wasted energy, higher overhead, less 
profit. 

The writer knows of a manufacturing plant, in a high- 
ly competitive line of business, that employs no salesmen. 
A moderate sum is used for advertising, and the two men 
who own the business spend probably one-fourth of their 
time outside the office, making friends and calling on 
customers. 

Three-fourths of their time is spent inside. They are 
on the job every minute of the day. When a customer 
comes in or calls up on the telephone he can reach the 
top man instantly, if that is necessary. 

Every order is carefully handled. Nothing is misrep- 
resented. No rash promises are made. 

In our opinion this is salesmanship of the first order. 
It is the best kind of advertising. 


* * * * 


It is common sense. 


OO many of us quit before we have played our last 
card. We might win if we played out the ninth 
inning. 

For instance— 

A couple of young business men, who owned a printing 
plant, needed some new capital for expansion. They 
made up a list of twelve men whom they knew to have 
funds for investment. 

They started in to hold an interview with each. 

At the end of a week they had succeeded in reaching 
ten, and had been turned down in every case. 

Discouraged, they held a conference and practically 
decided to abandon their plan for extending the business. 

Before giving up entirely, however, they decided to see 
the two men still on their list. The eleventh man could 
not be interested. The visit to the twelfth was delayed 
a week. 

When the proposition was finally laid befor the last 
man, he not only offered to invest the sum suggested but 
went further and proposed a greater outlay. 

It is told that the promoters of the Britannica, in 
England, worked out a scheme to market the encyclopedia 
through a group of newspapers. 

One publisher after another turned down their propo- 
sition until the promoters, with their capital nearly 


exhausted, went to the London Times, then the most con- 
servative paper in the country, and apparently the last 
that would take take up a bookselling proposition. 

But the Times was sold. 

Field and Thompson three times spent more than 
$500,000 trying to lay the Atlantic cable, and three 
times they failed. 

The fourth time they were successful. The cable was 
operated for a month, when, as great honors were being 
showered on the pioneers, the cable failed—this time be- 
cause improper sending instruments had been used. 

Undaunted, Field laid another cable, finally establish- 
ing permanent communication between Europe and Amer- 
ica, July 28, 1866. 

The success of most great enterprises are due to 
perseverance. 

Too many of us let go just as the top mast of our 
ship is appearing on the horizon. 


* * cg * 


WENT out to buy a desk the other day. At one place 

where I made price inquiry, the proprietor or some 
person of authority said that all the prices were one, that 
I would get the same figure from any salesman on the 
floor. 

This man went on to say: “We add our cost of doing 
business on to the manufacturer’s price and 10 per cent 
for profit, but we sell our stock four times a year—in 
other words we make 40 per cent a year on our invest- 
ment.” 

This statement was the best of confidence-inspiring 
salesmanship. 

And the confidence is the basis of every sale—sooner 
or later. 

Every intelligent buyer understands, or is beginning 
to understand, that profit is not made on the size of the 
profit on one sale, but rather on the number of profits 
on many sales. 

When more merchants and more customers understand 
that there is, for instance, more money in selling 10 
desks at 10 per cent than two desks at 25 per cent profit, 
why, business will become more open-faced. 


* * * * 


D. HOWE, the Kansas philosopher, says it has taken 
500,000 years to teach man that honesty is the best 
policy—and a lot of people still refuse to believe it. 

Everybody knows the first principles of gardening— 
weeding, pruning, thinning, watering, cultivating, killing 
off the enemies, encouraging the natural advantages. 

Life is just as simple; the rules are known to every- 
body. 

Industry, fairness and economy bring inevitable results. 

Idleness, carelessness and impoliteness bring the oppo- 
site results, no less inevitable. 

Why, then, do people persist in trying to patch up a 
decent existence out of honesty, idleness, and unfair- 
ness? 

Action does not necessarily follow knowledge. 

For instance, I know that the stomach is the most 
abused organ in the human body. I know I abuse my 
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own stomach and reduce my own efficiency by eating too 
much. Yet, I am a comparatively light eater. 

All that I know about the ill-effects of over-eating 
was known and preached by Louis Cornaro, an Italian 
nobleman, 400 years ago. Benjamin Franklin preached 
the same doctrine over 100 years ago. 

And yet America is still notorious as a nation of 
over-eaters. 

Progress is slow, but to deny that there is progress 
is absolute rot. 

The world has been preaching that honesty is the best 
policy for 500,000 years, and still 10 per cent of the 
people refuse to practice honesty. 

But the other 90 per cent believe it and practice it. 

The idea that we should eat to live and not live to 
eat has been current for only 400 years, and 10 per cent 
of the people have already adopted this view. 

That leaves only 90 per cent to be converted. 

If you will get this perspective on the human race, 
you will be encouraged by the progress that is being 
made in your own time. 


* * * * 


SSFOHE best advertising is what the people say about 
you, not what you say about yourself,” says Mr. 
H. L. Baker, of the Baker Sales Co., New York. 

In developing this thought, Mr. Baker goes on to ex- 
plain that what people say depends upon the sort of 
service your goods have been giving them, and that the 
strength of a long established business lies in this accum- 
ulated balance of good-will. 

A large good-will balance is built up by a series of 
regular deposits in the Bank of Reputation. 

You can’t go to this bank and deposit, say, a million 
dollars, and acquire over night a million-dollar balance. 

A high-grade manufacuring institution that has been in 
business for 10 years, or maybe 20 years, and during 
that time has turned out a product which has fulfilled 
all claims made for it—such an institution is accumu- 
lating good-will. 

Further, if it has treated its customers fairly during 





all these years, promply handling all complaints, meeting 
unreason with reason and discourtesy with courtesy, then 
you might burn the factory building to the ground and 
destroy every tangible asset, and yet you would not 
have harmed that which is most valuable—the good-will. 

Out of the ashes would quickly rise more buildings and 
new machinery, the products would again go on the 
market and orders would be forthcoming. 

Good-will is the reward which comes to a business 
house for right-doing. 

As individuals, most of us are pretty well convinced 
that honesty, industry, temperance and courtesy are prof- 
itable assets to our reputation. 

We are now learning that they are just as profitable to 
the reputation of a business house. 

There was a time when a business man wanted his 
lawyer to look over a contract before he signed it. 

Today a man will sign a contract with a reputable 
business house without fear or thought of any advantage 
will be taken. 

It is being recognized that the only binding contract is 
the mutually profitable one. 

We see this idea in advertisements reading, “You can’t 
buy our product unless you need it. 

The time is not far distant when this attitude toward 
business will be universal, or nearly so. 

The leading firms in every field—merchandising, manu- 
facturing, banking and publishing—have found that 
square dealing pays in good-will and in profits. Compe- 
tition will force all others to this view or nature will 
exterminate them as she does all of the unfit. 


* % * * 


Distributing our wheat crop is a greater feat than grow- 
ing it. 

It gives some men a great deal of pleasure to look 
squarely at a “Positively No Checks Cashed” sign, and ask 
the hotel clerk to cash a check for them. 

Every man believes he drives the best automobile for 
the money in the world, which would indicate that all 
automobiles have some good points. 








You'll probably find some of your friends in this group, 
taken at Nela Park during the sales conference of the Buckeye 


Electric Division in August. From the time “Nap” Boynton 
extended a formal welcome to the Buckeye distributors there 
until he told them of the “Glad Rags Race,” the sales campaign 
now in progress, there was something doing every minute. 
Top row, left to right: Bear, Smith, Lessig, Wyre, Carey, 





Francis, Hoerlein, Boynton, Stryker, Bliss, Bolton, Kirschberg, 
Zimmerman, Breidenbach, Marker, Lykins, Bechtel, Esler, 
Gottschall. Middle row: Brown, Lennox, McKirahan, Gerard, 
Cline, Gray, Horton, Day, Hain, Stephens, Campbell, Graham, 
Kline. Bottom row: Brockman, Prescott, Auckland, Ecktine, 
Baesel, Willoughby, Green, Ines, Dopke, Burgess, Gorke, Huff, 
Front, Scarff. 
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Market for Electrical Supplies 


Jobbers in Different Sections of the Country Report on Demand and Price 
Tendencies in Their Respective Territories 


improvement of business in the jobbing field than a 

comparison of the following figures with those of 
last month. The greatest activity is noted in the demand 
for lamps and lighting equipment, which is undoubtedly 
due to increased building operations, sales work and price 
Other electrical construction material is mov- 
ing exceptionally well, including wire and wiring devices, 


"Tsao could hardly be better proof of the general 


reductions. 


tion facilities. 


with an acute shortage of conduit in many distribution 
centers as a result of the difficulty in securing transporta- 
Appliances are coming into their own on 
account of fall trade and stocking for the holiday demand, 
the outlook for which is even better than usual at this time 
of year. 


The sale of radio equipment is picking up, and 


it will undoubtedly fulfill the predictions made for it 
during the summer. 


















































































































































E MARKET PRICES 
& ‘3 | Sept. 15 to Oct. 15 General Trend 
COMMODITY 2 S - . COMMENTS 
: n- De- 
Se Good | Fair | Poor ||creas- |Steady| creas- 
ing ing 
Transformers, insulators, and other Good general demand, with some activity in 
C.S. distribution equipment....... 62 16 34 12 7 52 3 farm-line construction. 
Market fair; no particular change recorded since 
Poles and pole-line hardware........ 63 18 37 8 32 28 3 last month. 
Considerable improvement noted; keen competi- 
Switchboards and accessories....... . 65 13 35 17 R 54 3 tion in central states. 
There is more activity, indicating revival of busi- 
Motors and control apparatus....... 67 11 44 12 9 57 1 ness in the industrial field. 
Meter standardization requirements have stimu- 
Sale SR hoo alo ots ok <4 50 64 23 32 9 7 52 5 lated this line to a great extent. 
Demand holding up well in all sections; prices 
WONG eeica cess sega seo’ s.s 85 60 25 0 63 19 8 increasing on brass goods. 
Great shortage exists, with market active and 
Conduit and fittings............... 81 64 17 0 62 18 1 prices on the increase. 
Demand continues strong; prices firm, with ten- 
R. © i OIG GRONGe is 5c occ we ce oe 82 49 27 6 27 54 1 dency to be higher. 
Good business reported from every section, with 
Ws Be ari ah a fas ke a Sees Pigtas 81 29 46 6 33 46 2 prices strengthening. 
Seasonal demand and recent drop in prices have 
LAGER ck ns eel es eee oe x be 82 64 18 0 9 19 54 resulted in large turnover. 
Improvement in manufacturing field is reflected 
Industrial reflectors................ 80 25 89 16 20 55 5 in demand for equipment. 
Only fair, but lighting campaigns by central sta- 
Commercial lighting units.......... 72 13 47 12 4 63 5 tions and dealers will increase sales. 
Noteworthy increase in business, due to building 
Residential lighting units.......... 60 24 31 5 7 47 6 and sales promotion work. 
. No particular change in this field; business fair, 
Street lighting equipment........... 53 8 19 26 1 47 5 with prices steady. 
Exceptionally good demand, especially for heaters 
Heating appliances................ 83 48 31 4 9 58 16 and for Christmas trade. 
Some little improvement noted in the market for 
Motor-driven appliances............ 64 9 32 23 1 56 7 washing machines and cleaners. 
Very little demand, except for fans of the venti- 
POG otk oa tetas t.cviscswaes nad 58 3 2 53 1 40 17 lating type. 
Beginning to pick up as expected; indications are 
RA i gchctavtbie vdanescaekent 65 14 31 20 3 22 40 for brisk demand. 
Market is firmer as a result of fall trade; even 
Flashlights and batteries........... 77 33 41 3 5 71 1 better business looked for. 
Not much activity, although some demand for 
Telephone equipment.............. 49 5 17 27 3 44 2 intercommunicating systems. 
Reports indicate normal business in all sections, 
GNG sa wie wos 9: wees 0 42 6 with but little exception. 
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Ideas Are What Count 
in This World of Ours 






Do Capital and Labor 
Create Wealth? 


By DR. FRANK CRANE 


ABOR likes to say that all Wealth is 
created by it. Capital replies that Labor 
never creates a dollar’s worth of Wealth 

except when financed by Capital. Capital is the 
true begetter of Wealth, 
it claims. 

They 
taken. 

It is Brains that create 
Wealth. Some fellow 
with Brains reaches out 
into empty space and 
fetches an Idea back ‘‘out 
of the Everywhere into 
the Here.” 

And then it isn’t any 
time before the Idea en- 
lists the services of Cap- 
ital and Labor, and pro- 
duces Wealth. 

The true and only Cre- 
ator of that Wealth is the 
Man behind the Brains. 

The other night they 
gave a dinner to Thomas 
Alva Edison to celebrate 
the fortieth anniversary 
of the first installation of 
multiple distribution of 
electrical energy, now in use by all light and 
power companies. 

Edison created Electric Light. It was a 
product of his Brains. It was an Idea, a mighty 
good Idea. Forty years ago that Idea put 
Capital and Labor to work. 

And now, where there was nothing, there is 
Wealth, in the form of lighting business 
throughout the country, Wealth amounting to 
four and a quarter billion dollars. 

Labor and Capital don’t create Wealth. 
They only think so. Their job is to take orders 
from the Man with Ideas! 


are both mis- 





(Copyright, 1922, by Dr. Frank Crane) 


Here is a list of people who actually created 
wealth, and they were neither laborers nor cap- 
italists : 

The man who invented blotting paper by ac- 
cidentally finding out 
that unsized paper was 
better than sand for dry- 
ing ink. 

The man who discov- 
ered that moving a wire 
across a magnetic field 
will cause a current to be 
induced in the wire, a fact 
which forms the basis of 
operation of all electric 
motors. 

The man who invented 
waterproof cloth by try- 
ing to wash out the wrong 
dye with alum, and then 
several days afterwards 
trying to wash the cloth 
again and finding out he 
could not even wet it. 

The man who discov- 
ered the use of soft glue 
for inking printers’ roll- 
ers. 

The man who discov- 
ered lithography. 

The printer’s wife that found that oily ink 
would float on water and so discovered mar- 
bling by dipping the paper in it. 

The man who discovered that electromag- 
netic waves traverse the ether, and propounded 
the fundamental laws of radio communication, 
one of the most useful developments in the field 
of electricity. 

And the man who thought of pointing the 
ordinary wood screw. 

Thought is the only creator of anything. Both 
capita] and labor are hired servants. 
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Pictorial Review of Electrical Developments 


Mr. and Mrs. Thomas Alva Edison were present at 
the unveiling of a model of the first Edison factory 
which was exhibited at the recent New York Electri- 
cal Show. Above the case hung the first electrolier, 
made 40 years ago by Mr. Edison, who fitted up a gas 
fixture with wooden sockets and carbon lamps and as- 
tonished the multitude——U. &. U. Photo. 


These could be dubbed the Jumbo and Tom Thumb of 
modern electric lamps. Jumbo is the largest ever 
made, being a special 30,000-watt lamp designed for 
motion picture work. Tom Thumb is the common or 
garden variety of 25-watt tungsten lamp dwarfed in 
comparison to Old Sol’s rival—Fotograms. 


Talk about lamp life! The young lady holds in her 
right hand a ruby lamp installed on a switchboard at 
253 Broadway, New York, in May, 1893, and burned 
night and day until September, 1921. The other is one 
of the original incandescent lamps, made in 1880. At 
the left is a photo showing night lighting at the noon 
hour on Chicago’s rialto. It wasn’t a black cloud of 
scandal or smoke, either.—Photos by U. & U. and 


Fotograms. 





THE JOBBER’S SALESMAN 


There’s nothing so re- 
markable about this pho- 
tograph except that the 
Electric League of Co- 
lumbus made all the nec- 
essary preparations to 
have an exhibit at the 
Ohio State Fair, and just 


| ELECTRICAL SHOW. ~eidi: before the opening most 
lack hes ee of the buildings burned 
- i : down. The League met 
the emergency by erect- 
ing this building in a hu: - 
ry and put on a very suc- 


cessful show in spite of 
the handicap. 














re, 


‘wo guesses and then 
you're informed Nina 
Payne (at the left) is re- 
hearsing a dance with the 
aid of radio, the music be- 
ing broadcasted from the 
Folies Bergere, Paris, 
where she is appearing. 


Also coming from Paris 
is the latest in voting 
machines, electrically op- 
erated. Absolute secrecy, 
no stuffing and speed are 
its features—K. & H. 
Photos. 


The amplifier for public 
speaking is becoming so 
useful and so _ popular 
that it is now being 
used at practically all 
large gatherings. The 
photo at the right was 
taken at the New York 
State Fair at Syracuse, 
where Governor Miller 
addressed 35,000 listen- 
ers by the aid of the loud 
speaker. It was mounted 
on a truck, together with 
a small power plant 
which furnished the en- 
ergy for its operation. 





November, 1922 ; THE JOBBER’S SALESMAN 


Home of the Carter Electric Co., Atlanta 
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EN. Averill 


President, Fobes Supply Co., Portland, Ore. 
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MEN YOU SHOULD KNOW 


F. N., Averill 4 Fobes Supply Co. 


OMETIMES it is rather astonishing to hear business 
Soren foreign to the electrical industry, express them- 

selves as not being impressed with the involved prob- 
lems attendant upon the generation and supply of elec- 
trical energy and the manufacture and distribution of 
equipment. They ride rough-shod over the technical fea- 
tures and regard the business from an “accounts receiv- 
able” and “bills payable” standpoint, attaching no impor- 
tance whatever to the innumerable fundamentals and 
details that go to make up the industry. 

It reminds one of the story going the rounds which 
deals with a banker who approached a certain manufac- 
turer, who, let us say, was in the farm implement line, 
and who had let a note become overdue. It seems that 
this banker was particularly short on time and likewise 
long on advice. After listening to him tell at some length 
how his factory should be run, the manufacturer came to 
the conclusion that there was nothing but foreclosure in 
sight. So he asked: 

“Were you ever in the implement business?” 

“No, I can’t say I ever was,” answered the moneyed 
one. 

“Well, you are now,” exclaimed the manufacturer. 

Needless to say, the story goes no farther, and does 
not tell how the banker put his ideas about the farm 
implement business into effect. 

Looking at it from the right angle, however, it is a 
compliment to the electrical industry that outsiders are 
prone to consider it comparatively simple, for it only 
goes to prove that most of the kinks have been taken out 
of a line of endeavor that has for its basis that most 
mysterious of powers—electricity. 

There is a reason for it, though. Look back over the 
careers of the big men in the electrical supply business, 
as well as in the manufacturing and central-station 
branches, and you will discover that nearly every one was 
a pioneer in the development of the industry. These are 
the men, who, 30 or 40 years ago, took the basic laws and 
facts, found their commercial applications, and then laid 
the firm foundation on which the industry rests. Not only 
that, they went along and built the structure itself, demon- 
strating the benefits of electric service, and creating the 
machinery to take care of it commercially. 

* * * 

One of these pioneers who has come up from the ranks 
to oceupy a prominent and responsible position in tne 
electrical industry, particularly in the jobbing branch, is 
F. N. Averill, president of the Fobes Supply Co., Port- 
land, Ore., with branches at Seattle, Wash., and San 
Francisco and Oakland, Calif. Born a “Sucker” at 
Lincoln, Ill., in the late 70’s, he moved with his parents to 
Angola, Ind., where he attended school. Upon graduating 
from high school in the spring of 1893, he took a job— 
and “job” it was—wheeling coal, cleaning flues, rubbing 
up machinery, switchboard instruments, brass rails and 
other equipment in the power plant of the Angola-Schuyler 


President of the 


Electric Light Co. His pay was $25 a month, out of 
which he paid $1.50 a week fur board and room; still he 
saved enough that summer to have a little spending money 
and to buy a bicycle to take him to the World’s Fair in 
Chicago. 

After two years he was given a “raise” to $35 and 
placed in charge of the plant, which ran until midnight 
on a moonlight schedule. He trimmed the street lamps, 
did the wiring, kept the books; in fact, was a “working” 
as well as a general manager. This experience gave him 
an understanding of the fundamentals of electrical engi- 
neering and an insight into central-station practice as it 
had been developed at that time. In 1896 he branched 
out into the electrical construction field, his first contract 
being a 30-kw. plant, which he built and installed com- 
plete in a neighboring town. That same year he built a 
small plant at Fremont, Ind. 

In those days there was a great deal of activity in the 
telephone field, particularly in the rural districts, and it 
was only natural that Averill’s knowledge of electricity 
took him into this work. During the winter of 1896-7 he 
built the first telephone toll line and exchange in Steuben 
County in northeastern Indiana, and after completing this 
contract he worked for a short time for the Indiana Bell 
Telephone Co. at Richmond, Ind., under Noah Hutton. 
From there he went to Traverse City, Mich., and helped 
install the second central-energy telephone system in 
Michigan. This system proved a failure, and he after- 
wards changed it back to a magneto system. 

In 1900 he made two important moves, one of which 
was to enter the ranks of the benedicts, and the other 
to go to the Pacific Coast, where he took a job with his 
brother selling threshing machines at $75 a month. This 
was only temporary, however, for the next year found 
him back in the electrical business, engaged in tho con- 
tracting business with two partners. This venture did 
not prove successful, and the firm was dissolved in about 
a year. During the next four years Mr. Averill was en- 
gaged in building power plants, including the municipal 
plant at Weiser, Idaho; several small plants in north- 
eastern Oregon; the Olympia Light & Power Co.’s water- 
power development at Olympia, Wash., and the Rock 
Creek Power & Transmission Co.’s installation on Rock 
Creek in eastern Oregon. The latter plant, which, by 
the way, was the first high-head waterpower development 
in Oregon, was constructed in 1904-5, and was consol- 
idated with the Baker Gas & Electric Co. After its com- 
pletion Mr. Averill was made manager of the property. 

* * * 

It was in 1906 that E. N. Fobes, who was one of the 
very first men to start in the electrical jobbing business 
on the Coast, approached Mr. Averill with the idea of 
going into that field. And from a builder of central sta- 
tions he was turned into a builder of business. With his 
savings and the backing of Mr. Fobes, he purchased the 

business of the Northwestern Elec- (Turn to page 73) 
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Office Lighting 








Essential Facts for Jobbers’ Salesmen to Assist Dealers in Effecting the 
Sale of Lamps and Lighting Equipment 


By W. E. UNDERWOOD 


\ ) yE OFTEN think of good artificial illumina- 

tion as a prime necessity in the factory and 

shop because we know by actual test that it 

has such a big and direct effect on quantity and quality 

of production of manufactured products. Even the 

most penurious factory superintendent is learning to 

recognize the fact that it is false economy to skimp 
on artificial as well as natural light. 

It would seem this same logic can be applied with 
equal force to the illumination of offices. Here are 
people at work all day over desks. Their work is im- 
portant and much of it requires close application and 
good vision. 

Many, many offices are lighted to an intensity of 
only 1 or 2 foot-candles when they should have 10 or 
12 foot-candles for comfortable vision. Drop cords 
and make-shift shades are also quite common. Oc- 
casionally you still see a green-visored clerk humped 
over his books in a dark corner with a bare lamp 
hanging over his head, struggling with figures and 
eye-straining shadows. 


Correct Illumination for Offices 


An intensity of 10 to 15 foot-candles is advisable 
for nearly all offices. Drafting rooms and similar 
places where very close vision is required should be 
even more brightly lighted, perhaps in some cases to 
an intensity as high as 50 foot-candles. 

The standard office lighting practice calls for a 
system of overhead lighting which will produce fairly 
uniform illumination over the whole room. Dense 
white glass units of the semi-enclosing type give ad- 
mirable results. 

In many cases daylight lamps are to be preferred, 
as it is often necessary to use artificial illumination 
even when considerable daylight is admitted to the 
room through the windows. The mixture of artificial 
daylight and actual daylight is much more pleasant 
than the mixture of daylight and ordinary artificial 
light. The use of daylight lamps is, however, mainly 
a matter of personal preference. Frequently office 
people will dislike an installation of artificial daylight 
for the first few days or until they become accustomed 


to it. After that they are seldom willing to part with 
the daylight lamps. P. 

A regular cleaning schedule is extremely important 
in the office. An accumulation of dust on the glass- 
ware cuts down the illumination to a considerable de- 
gree and to avoid this the lamps and glassware should 
be cleaned at least once a month. 

In most cases, 200-watt units mounted as high as 
possible and placed on 10-ft. centers should produce 
in the neighborhood of 10 foot-candles. 

Corridors and elevators should be well lighted so 
that there will be no decided drop in illumination 
when one steps from the brightly lighted office into the 
corridor or elevator. It is important, too, that office 
walls and ceilings should be light in color so that there 
will not be an undue absorption of light. 


Sales Hints on Office Lighting 

There are two avenues of approach in selling better 
office lighting. One is aimed at the building manager 
or owner. The other is aimed at the tenant. The 
building manager or owner may be influenced to install 
better lighting as a relatively inexpensive means of 
holding and attracting tenants. The tenant himself 
may be interested in better illumination for the sake 
of bettered efficiency and comfort among his employes. 
Often he can be so thoroughly sold that he will compel 
his landlord to put in better lighting. Or, in many 
cases, he will go ahead and better the lighting, paying 
the expense out of his own pocket. 

In talking and selling improved office lighting the 
foot-candle meter is the strongest sort of a selling aid 
as a demonstration unit. 

The jobber’s salesman not only can stimulate his 
city dealers to go after this business, but he has ample 
opportunity to make sales on his own account among 
the big buyers whom he sells direct and upon whom 
he calls frequently. 

In urging the dealer to go after this sort of business 
it is best to lay before him a complete plan showing 
how to select prospects, how to pave the way by mail, 
and finally how to sell successfully when making 
follow-up calls. 





This is the tenth of a series of articles giving condensed sales data on different phases of 
electric lighting. ‘They are written expressly for jobbers’ salesmen, so they can furnish 
facts, figures and other definite information to their customers and thereby assist in the 
merchandising of lamps and lighting equipment. Save these pages from month to month 


for your lighting sales portfolio. 
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Now the Table Stove 


Instead of the Toaster Stove 














The name only has been changed. The stove still maintains the same characteristics 
» which have made it so popular in the home. The name “Table Stove” will add to the 
s popular understanding of this appliance, because the old name conveyed but a single-use ce vi 


idea. 


The “Table Stove’ will make a pleasing and attractive, as well as a worth-while gift ee 
for Christmas. A two-color advertisement in the November I|1 issue of ‘““The Saturday 
es Evening Post” will be read by more than two and a half million persons—each one is a 
prospect. Tie-in with this attractive and forceful advertisement. %e 





The selling points of the Table Stove are many. 





. The many applications of the table stove make 5. The cost of operation is low. 
it a very desirable appliance in the home. 






: : A 6. Does t thro ff f i . 
2. Clean and convenient in operation. ation. “sf w off any fumes when in oper 






3. Rugged construction assures long life. 






: . 7. Highly nickeled finish makes it easy to keep 
4. In design it is pleasing and attractive. clean. | 








Westinghouse Electric & Manufacturing Company 
Mansfield Works 
Mansfield, O. 
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Inditions are Nor 
ner Your Indus 


There are many contractor-dealers who have never 
given much thought to their industrial lighting market; 
many dealers, too, have not gone after this business in 
the way they should. 


Industrial lighting today, to the live dealer with the right 
kind of equipment to sell, offers a field for profit that 
is second to none. 


This business can be easily cultivated, especially when 
you are selling Westinghouse-Cutter Pulley-Socket Re- 
flectors (at the left) and Holder-Socket Reflectors (at 
the right), because they fill exactly today’s requirements 
in industrial lighting. Their special features are listed on 
the opposite page. A glance through them will con- 
vince you that the selling points are all here. 


The plants, shops and factories in your town are now put- 
ting their lighting equipment in shape for the dark win- 
ter days when artificial light is needed to do the best 
work. Naturally, this is the ideal time to approach these 
prospects and sell them modern and economical lighting 
equipment—Westinghouse-Cutter, of course. 
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Here are the features of Westinghouse-Cutter Pulley- 
Socket Reflectors to stress in your selling— 


Lighting intensity and distribution of light may be altered 
quickly to meet shifting manufacturing conditions by (| ) 
using different sized reflectors and lamps and (2) by 
using different types of reflectors. Cutter interchange- 
able features make these adaptations easy. 


Lowering fixtures makes possible—dquick and thorough 
cleaning—avoids the danger attending the use of lad- 
ders, cranes, or other means of reaching stationary fix- 
tures—complete protection for the lamp cleaner from 
electrical contact—less obstruction of aisles and passage 
ways. 


It may seem to you that industrial lighting is a compli- 
cated affair and something that only an expert can per- 
form effectively, but such is not the case. With a copy 
of Westinghouse-Cutter “Handy Wiring Tables and Il- 
lumination Data,’’ you can quickly and accurately specify 
the kind and amount of equipment each prospect will 
need. Get a copy today. 


We'd like to show you the possibilities in the industrial 
lighting field, and how to develop them. Write our 
nearest district office or direct. 


Westinghouse Electric & Manufacturing 
Company 


George Cutter Works, South Bend, Ind. 
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OW I LANDED 









told by 


Won Him Over 


OT long ago my territory was 

changed and I called on a central- 
station company in a town in eastern 
Colorado. I was told that the several 
salesmen, who had made it before me, 
had had no success. 

On my first call the manager told 
me he sold “Blank” cleaners and was 
very well satisfied; in fact, did not 
advertise and he did not care to put 
forth any sales effort. He was se.ling 
the “Blank” washer and thought it 
was great. He said the washer I was 
handling was not in the same class. 
On asking him about the lamp con- 
tract, he said he was not handling 
lamps, that they caused him too mucli 
grief. The fans I was pushing were 
out of line in price. He could buy 
cheaper ones and “get by.” 

I had called on him ten or twelve 
times with no success. Finally I 
talked him into contracting for some 
electrical work, and he gave me a nice 
order for some wiring supplies, wire, 
knobs, tubes, cabinets, sockets, etc. 





Some two months later he took sick 
with pneumonia, and as 
handling a good line of heating pads, 
I took several out and left them there. 
He used then during his illness, and 
when he recovered, he and his wife 
both told me the pads had saved his 
life. And by the way, mine also, as 
after that he told me he was going to 
move into his new location. He want- 
ed to investigate my cleaners and 
washers. In short, when he finally 
moved, he called me on the telephone 
and surprised me by giving me a large 
order for supplies and told me to 
include a washer, vacuum cleaner, 
electric irons, and come out with a 


we were 





Little stories of 
unustal sales ~as 


salesmen. 


lamp contract, which he signed, as 
well as a fan contract. 

Just the other day he called me on 
the telephone and placed an order for 
more vacuum cleaners, electric irons, 
etc., and the lamp contract has now 
jumped to the next higher basis. 
Also, our fans are no longer too high 
in price, but are the best on the mar- 


ket. F. E. S. 


* * * 
Believing in Signs 

F SOME interest to “Landing 

The Order’ readers may be 
the following recital, not so much be- 
cause it resulted in a tremendous or- 
der, but because I have always 
looked back upon it as an incident 
fraught with considerable humor. 

It happened in the Tenth avenue, 
or lower west side section of New 
York City, a locality that has not 
changed much in the last decade. An 
old-timer had a double-windowed 
hardware store on a corner there for 
over 24 years, but when electricity 
began to become common in house- 
hold utensils his trade dropped off 
because he was just too old-fashioned 
to stock up with the electric goods ; 
in fact, the only thing electric in 
his store was the electric lights put 
in by the landlord. 

This lack of business ability 
eventually forced the old-timer to re- 
trench until he had just one-third of 
his original space. The other two- 
thirds was made into an L-shaped 
store’ that completely surrounded, 
one might say, the hardware store. 
That is, it had a window on the av- 
enue and also one on the side street 
in back of the old-timer’s. 

A succession of storekeepers han- 
dling various lines came and went 
with little or no success in his dis- 
carded store, until a young foreigner 
came along and opened up an elec- 
tric appliance depot handling every- 
thing in electric merchandise. He 
promised the old-timer that he would 
not stock up with hardware, but, 
after about six months, he forgot his 
promise, and the first thing the old- 











timer knew a series of sales of hard- 

ware and electric articles was on. 
At the start of one of these sales 

I came along, and found the old-tim- 


er down in the dumps. He was los- 
ing what little trade he had all be- 
cause the young foreigner was adver- 
tising on a large scale. Signs were 
painted on the wall and all around 
announcing the sale. 

I went away dejected and sympa- 
thetic, but I came back early the 
next morning with a plan to try out 
a stunt that had been put over many 
times before., The neighborhood 
was the working man’s Mecca, and 
most of the shopping was done after 
sundown. That gave me the idea. 
I told him what it was. I wanted 
him to invest in an electric sign. It 
took considerable drilling to get him 
to do it, but he succumbed, and I 
hurriedly got a friend, an electri- 
cian, to wire the store front and put 
up a sign that I got cheap. 

The sign simply stated: “Main 
The young fel- 


Entrance Here.” 





low’s sale had been extensively ad- 
vertised on handbills, ete.; conse- 
quently a good crowd gathered. The 
big illuminating “Main Entrance” 
sign sent many and many a one into 
the old-timer’s store. He sold quite 
a bit of merchandise, but was final- 
ly hailed to court by the young for- 
eigner. However, the court ruled 
that the old-timer was well within 
his rights in putting up his sign, and 
he never took it down. On the con- 
trary, he took to advertising himself 
and won his old trade back. Then 
he put in a large stock of electric goods 
and it was a toss-up as to who was 
doing the most business—he or the 
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evERY FUSE TEstes 


So well known are NOARK Fuses in every branch of the electrical 

industry that we need here only express our appreciation of the general 

A recognition of leadership accorded them. throughout the electrical field. 
In return for that recognition it is our constant effort to maintain a service 
closely responsive to new and well-founded fuse requirements. 

NOARK In accord with this policy, we have developed and now offer to the ¥ 

trade, and to electrical service at large, the latest addition to the NOARK 
line—the new NOARK NON-INDICATING FUSES. 


N ON: as Every Fuse Approved 


In every detail of quality, construction and dependable performance 


INDICATING these new fuses fully justify users in expecting from them the same 


consistently reliable service they have learned to expect from all NOARK 

. products. Look for the NOARK label on every fuse you buy. See illus- 

FUSES tration at bottom of this page, showing the exterior appearance and label 
of NOARK NON-INDICATING Fuses—with data on sizes. 





















The Johns-Pratt Company, Hartford, Conn. 


NEW YORK BOSTON 9 CHICAGO SAN FRANCISCO 
41 East 42nd Street 161 Summer Street 35 South Desplaines St. Call Building 
ST. LOUIS PHILADELPHIA PITTSBURGH 
Boatmen’s Bank Bidg. Franklin Trust Bldg. Bessemer Bldg. 


















Supplied in 5, 10, 15, 20. 
25, 30, 35, 40, 50, 60, 70, 80, 
90, 100, 110, 125, 150, 175. 
and 200 ampere capacities 
for either 250 or 600 volts as 
desired. All fuses rated at 
60 amperes or less are fur- 
nished with ferrule end con- 
struction. All above 60 
amperes are of knife-blade 


type. 
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young fellow. You can bet he be- 
lieved in signs after that experience. 
A. T. Noren. 


* * * 


Never Give Up 


The following is from a_ letter 
written by Charles O. Nyquist, sales- 
man for the Duplex Lighting Works, 
to his sales manager. It is so good 
an illustration of a cardinal principle 














C. O. Nyquist. 


in selling that we are publishing it as 
an inspiration to other salesmen to 
“never give up.” 

August 81, 1922. 

. Last week I had succeeded in having 49 
“Duplexalites” specified for the Brier Hill 
building which is being erected in Youngs- 
town, Ohio. These were to be for the bet- 
ter rooms in the building—the living rooms, 
dining rooms, etc. I was, of course, grati- 


fied to have “Duplexalites” selected for the. 


important rooms, but to have the other 
190 rooms furnished with a cheaper, glass 
fixture which I knew could not compare. 
for quality of illumination—that “galled” 
me. Nevertheless, I had had quite a fight 
to get the 49, and received some satisfac- 
tion at having accomplished this against 
the odds I found. The owners were ap- 
parently adamant in their determination to 
use the fixturés they had decided on for 
the balance of the building. 

This morning I was waiting in the Pitts- 


burgh station for the train to Steubenville, . 


Ohio. A minute before train time I sud- 
denly got a hunch that I ought to go to 
Youngstown and make another try for that 
order. I knew I hadn’t properly completed 
my selling job there or I'd have sold them 
on “Duplexalites” for the entire building, 
and this had been rankling in my mind all 
week. I felt it was up to me to make an- 
other attempt. 

[I took the hunch and went, Tackling 
the owners again where I had left off last 
week, I finally was able to convince them 
of the advantages of “Duplexalities” for 
the entire building. It was a fight for 
quality, versus price—and quality won. 

I wanted to get the order and carry it 








away with me. I had been told before it 
would be impossible to place it at that 
time because the building was not nearly 
ready. But I needed that order today 
(the 3lst of the month) to make sure of 
my standing high man in the “Dog Fight.” 
So I also convinced them that it would be 
a good thing to once and for all close the 
matter by placing the order, thereby hav- 
ing this detail settled, out of the way and 
off their minds. 

Well, here’s the order. I am relating 
this because I am elated over the accom- 
plishment in the face of supposedly insur- 
mountable obstacles. Ill never give up 
again on a job however hopeless it may 
seem, = C. O. Nyauist. 
P. S.—Do I win the gold watch? 

Mr. Nyquist won the “Dog Fight,” 
a June, July’and August sales con- 
test conducted by the Duplex Light- 
ing Works to stimulate sales during 
the dog days, and made an enviable 
record for summer selling. He won 


the gold watch put up for first prize. 
* * 


Ten Navy Beans 


Two salesmen met on the street. 
One of them drew from his pocket ten 
ordinary navy beans and holding them 
out said to his companion: 

“Ed, these beans have been worth 
hundreds of dollars to me in the past 
year, would you believe it?” 

“Well, I can’t say that I get the 
idea, but something has certainly hap- 
pened to your sales record that I can’t 
understand and if beans have done it, 
I’m for beans. What’s the story, 
Jim?” 

“You may laugh,” said Jim, “but 
it’s a true story. I had been in the 
selling game for some time, fairly 
successful as you know, but around 


_me I saw fellows who, with no more 


ability than myself, were getting twice 
the business. I got to spending my 
spare time thinking about it and trying 
to find out. what the trouble was. I 
simply decided-that I was not making 
enough calls. I-kept careful account 
of every call foro weeks. I found 
I was averaging five calls a day. On 
five calls a day I also found that I was 
averaging about a sale a day. 
“Thinking this over carefully, I 
came to the conclusion that if five calls 
a day brought me one sale, ten calls 
would make me just two, according to 
the well-known law of averages. I 
knew I could make ten calls a day, if 
I could drive myself to it and so this 
is the method I have used. When I 
start out in the’ morning I put ten 
beans in one coat pocket. Each bean 
represents a call I must make that 
day. Each time I make a call I trans- 
fer a bean from that pocket to another 





and so long as a single bean remains 
I know that I have to stay on the job 


until it’s in the other pocket. That, 
Ed, is how I’ve just doubled my sales 
in the past year; it sounds foolish, but 
it’s worth thinking about.”—J. E. 


Chrisman in A pea-o-meter. 
ee): = 


An Elec-Trick Window 


J KIECHLIN, electrical appliance 
* retailer, 1333 North Olden avenue, 
Trenton, N. J., put over an attractive 
window display which set the town 
talking; in fact, some nights there was 
a line-up waiting to get a look at it. I 
asked him where he got the idea and he 
said that a jobber’s salesman suggested 
it, so I pass it on for the benefit of any 
other sales-getter on the look out for 
new ideas for his trade. Here’s how 
it was done. 

An aperture, big enough and high 
enough for the average person to look 
through, was cut in the front curtain 
of the display window. At nights this 
curtain was drawn, leaving the interior 
in darkness. A conspicuous sign, how- 
ever, drew attention to an electric 
push button placed just out of reach 
of mischievious children. Anyone 
wishing to satisfy his curiosity would 
push the button and the interior was 
illuminated, showing an attractive ar- 


- rangement of electrical appliances and 


Upon releasing the button, 
the window went dark 


fixtures. 
of course, 
again. 
This “stunt” can be put over with- 
out much expense by any electrical 
retailer, and the salesman suggesting 
it will build up good-will because this 
display will get the business and much 
favorable publicity. Mr. Kiechlin tells 














* « LINE-UP WAITING TO GET A LOOK AT 1T—”"” 


me that he can trace over $1000 worth 
of business through this advertising 
medium and when you take into con- 
sideration the expense involved, you 
must admit that his noctural display 
was a profitable one. 

All of us are a little “nosey ;” con- 
sequently, few can resist the invita- 
tion to “press the button,” so it’s just 
a case of cashing in on people’s curi- 
osity. Frep Merisu. 
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Presenting a Money Making Proposition | 
FRANKELITE LIGHTING FIXTURES fit right into your business. 


They are the logical development of our 15 years’ experience in the 
lighting fixture business; — built on honor, — designed to meet the 
growing demand for artistic patterns at popular prices. 


You can make money selling Frankelites. Our special plan permits you to make 
big sales with small stocks,—rapid turnovers at good margins of profit. 


We back you with a service that enables you to present an unusually attractive 
proposition to your dealers. 


The complete Frankelite Line is shown in this new attractive 72-page book, just off 
the press. Be sure to get your copy. 


The Frankelite Company 


5016-Woodland Ave., Cleveland, Ohio 
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own store. The prompt service made him more 


NEW YORK CHICAGO 
31 W. 46th Street 231 W. Jackson Blvd. 


Engineers 





THIS PACKAGE GOT THE 
BIGGEST ORDER OF 





X-RAY SCOOPETTES 


HERE’S WHY! 


1—While the prospect was ‘‘hot’’ the Jobber deliv- 3—He got the big order for lighting 256 cases and 
ered a standard package Scoopette outfit from started installing the standard package Scoopette 
his stock. It was installed in one case to demon- outfits his jobber had in stock. A telegram said 
strate Show Case Lighting in the Merchant’s the big package shipment was on the way. 


interested. 
4—-Do you wonder he is sold on Scoopettes in 
Standard Package Outfits? No delay when the 
2—-Scoopettes lighted this case better than any the prospect is interested. No delay in installing 
merchant had ever used or seen and the cost of ’em—and best of all—Scoopettes light any show 
lighting a regular 8-ft. case was less—only 5c per case better and cheaper because each scoopette is a 
8-hour day. powerful X-Ray Reflector. 


Sell yourself on Scoopettes so you can sell others. 
Write for Bulletin “‘How to Sell Showcase Lighting.” 
It will help you get the big order. 


NATIONAL X-RAY REFLECTOR COMPANY 


in all principal cities 


For 15-25 wat! 
Round Bulb G-184% Lamp 


LOS ANGELES 
Pacific Finance Bldg. 
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This label on 







Jove No. 600 X-Ray Reflectors 
is one of EOE 
the Popular 
types of 
X-Ray Reflectors 1s your guarantee 
of quality 





CY Reflectors 


| — a e — — Tt Sy = en ee = 2 oe oa oe 


THE STANDARD FOR SHOW WINDOW LIGHTING 


Xx 


For twenty-five years X-Ray Reflectors have been 
superior for Show Window Lighting. There is now 
an X-Ray Reflector for every type of show window, 
and for any lighting, effect. For Holiday display use— 





COLOR LIGHTING SPOTLIGHTING FOOTLIGHTING 


To emphasize the spirit of | An intense spot of white or Wax Forms, especially, look 
the display and strengthen its colored light is sure to focus more natural when shadows 
sellin}, appeal use color hght- _— special attention tothe leading}, _are eliminated by using, X-Ray 
ing, with the X-Ray Color Ray. article of your Holiday display. Show Window Footlights. 


NOW'S THE TIME FOR HOLIDAY WINDOW LIGHTING. 
LET US HELP YOU PLAN IT. 


NATIONAL X-RAY REFLFCTOR COMPANY 


NEW YORK CHICAGO LOS ANGELES 
31 W. Forty-Sixth Street 231 West Jackson Boulevard Pacific Finance Building 


ENGINEERS IN ALL PRINCIPAL CITIES 





An Ray Reflector for Every Ligh tin 1S Need! 
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Motors in 
Printing Plants 


Only three lines of industry in the 


Use of Electric 


United States exceeded printing 
offices in the use of electric motors for 
power, according to census figures. 
The number of offices reporting the 
use of electric power were 12,735. 
There were more planing mill cus- 
tomers, a few more bakers and a few 
more automobile repair shops, but 
none of these had as many motors in- 
stalled. Printers’ motors numbered 
53,614, and were exceeded only by 
iron and steel mills and foundries, by 
cotton mills and electric shops. All 
told 1,483,039 electric motors were 
working in 237,855 industrial plants 
in the country, or an average of about 
six per plant. 
* * * 


Building and Business 

Construction reports by the F. W. 
Dodge Co. show that the first eight 
months of 1922 with total contracts 
of $2,362,872,000 have exceeded the 
whole year of 1921, and setting, of 
course, a new high record. 

Against this astonishing total for 
27 states is the more astounding rec- 
ord of contemplated projects reported 
this year, amounting to $3,880,562,- 
200, of which just about 40 per cent 
is accounted for by a new residence 
amounting to 
well over a billion and a half dollars. 
Thus there remains for accomplish- 
ment something more than half what 
already has been let, and amounting 
in itself to about twice pre-war build- 
ing. 

This goes far to explain why Au- 
gust contracts exceeded by nearly 7 
per cent the contracts reported for 
July, although some had 
been expected, and supports the indi- 
cations for still greater building ac- 
tivity. 


construction planned, 


recession 


The year will see a total of nearly - 


a billion dollars for the construction 
of new residence buildings. It is little 
wonder then that the furniture trade 
reports a big and growing volume of 


ent sai 












business. Many other markets, too, 
will long feel the stimulus of this 
great year of home building. The sea- 
son is yet hardly under way for the 
completion of all these new residence 
buildings, and the market demand for 
electrical and other home furnishings 
will for several months longer reflect 
the great demand created. 
* * * 


Increased Use of Electric 
Service for Power 


One of the most striking evidences 
of the advance of the electrical indus- 
try is furnished in the constantly 
incrasing use of electricity for indus- 
trial power. In the early days light- 
ing constituted practically the entire 
load and the equipment remained idle 
during the day. In 1887 there was 
generated 175,000,000 kilowatt-hours, 
of which less than 9 per cent was ap- 
plied to power, whereas in 1921 the 
total output exceeded 40,000,000,000 
kilowatt-hours, of which industrial 
power accounted for over 60 per cent. 
Three-fourths of this growth has oc- 
curred during the last ten years. That 
the curve is still pointing upward is 
believed to portend an ever-increasing 
influence of electricity on the indus- 


‘trial growth of the country. 


In the lighting field the improve- 
ment has been no less marked. The 
results of numerous investigations 
conducted during the past few years 
have definitely shown that better light- 
ing has advantages all out of propor- 
tion to its cost, and that these ad- 


Facts and 





Figures 


ry i 


vantages apply not only in industry 
but in the illumination of commercia! 
establishments, homes and streets. 

* * * 


Inadequate Store Lighting 


A recent survey by engineers of the 
Commonwealth Edison Co., Chicago, 
shows that less than 10 per cent of a 
thousand retail stores included in the 
survey were adequately lighted. In 
other words, over 90 per cent of the 
small stores in Chicago do not have 
good lighting, in spite of the fact that 
a great deal of publicity has been 
given to the advantages of adequate 
store lighting. 





> =8¢ 


Do You Know 


That almost as much was spent on 
sodas and soft drinks last year as for 
the light, heat and power furnished 
by all the light and power companies 
in the United States? 

That more was spent by women on 
jewelry, perfumery, silk stockings and 
luxuries than for light, heat and power 
during the same period? 

That the theater, concert and base- 
ball ticket bill of the nation almost 
equaled the total revenue of our cen- 
tral stations? 

That these figures are startling and 
show that there is a lot of money spent 
on luxury and enjoyment which can 
be used to buy convenience and com- 
fort if you sell it properly? 

That a glance at the other side of 
the picture will help you do that sell- 
ing? 
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Charts Giving Data on the Use of Electricity for Different Kinds of Signs. 
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Supply Jobbers. 


Alaska 
Pacific States Elec. Co. 


Albany, N. Y. 
Elec. Supply & Equip. Co. 
Western Elec. Co. 


Baltimore, Md. 
Southern Electric Co. 


Boston, Mass. 
Pettingell-Andrews Co. 


Brooklyn, N. Y. 
Western Elec. Co. 


Buffalo, N. Y. 
Elec. Supply & Equip. Co. 
Western Elec. Co. 











list of reputable 


CONSTRUCTIVE CO-OPERATION 


BY A 


WAHLE DISTRIBUTOR 

















The Wahle Line of 

Lighting Fixtures 

meets every re- 

quirement — of 

humble cottage 

or pretentious 
home. 
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cS ay Ad . ‘ 
Standing and \ ou - “> M & we a on™ 
Reputation.— ee ae ee Oo. 
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There is an op- —— oo ao 
. ne Pr al 
portunity for you \ ae -_ 
‘ \ 2% Soh “ail 
to be added to this \ OO EE 0 


Write For 


«2 Full Details 


DISTRIBUTORS 


Chicago, Til. 


Electric Appliance Co. 


Detroit, Mich. 


Commercial Elec. Sup. Co. 


Elmira, N. Y. 
Elec. Supply & Equ 


Hartford, Conn. 


ip. Co. 


New Orleans, La. 


Electric Appliance Co. 


New York City 
Sibley-Pitman Elec. 
Western Elec. Co. 


Norfolk, Va. 


Southern Electric Co. 


Elec. Supply & Equip. Co. ; 

Hawaii Oakland, Calif. 

Pacific States Elec. Co. Pacific on Elec. 
Peoria, Il 

Los Angeles, Calif, roceem, Te : 

Pacific States Elec. Co. U. S. Elec. Supply 


Newark, N. J. 

Western Elec. Co. 
New Haven, Conn, 
Western Elec. Co. 


Philadelphia, Pa. 


Schimmel Elec. Supply Co. 


Pittsburgh, Pa. 


Union Electric Supply Co. 


ALBERT WAHLE COMPANY 


Incorporated 
224 Fifth Avenue, New York City 


Portland, Ore. 


Providence, R. I 


Corp. Union Elec. Supply Co. 


Richmond, Va. 
Southern Electric Co. 


San Francisco, Calif. 


Pacific States Elec. Co. 


Co. Seattle, Wash. 


Pacific States Elec. Co. 


Co Spokane, Wash. 
Pacific States Elec. Co. 
Springfield, Ill. 

U. S. Elec. Supply Co. 
Syracuse, N. Y. 
Western Elec. Co. 


Pacific States Elec. Co. 













































































































































































THE JOBBER’S JSALESMAN 














PERTINENT SALES FACTS AND FIGURES 








The information given on this 
page relates to no single manu- 
turer’s products, and no pref- 
erence is intended, the purpose 
being to furnish general sales 
data of use to jobbers’ salesmen. 





What are commutator brushes? 

They are short conducting bars or 
rods that bear against the operaung 
surface of a commutator and serve as 
an electrical connection between the 
stationary circuits and the revolving 
part or armature of any electrical 
machine. They are used mostly on 
direct-current motors and generators, 
and to a much less extent on some 
classes of alternating-current ma- 
chines provided with commutators, 
such as synchronous or rotary con- 
verters and certain types of motors, 
principally single-phase. 





What requirements should they 
possess ? 

There are four principal require- 
ments for commutator brushes: 

(1) High conductivity; this is 
especially important on machines of 
low voltage and relatively high cur- 
rent, such as electroplating generators 
and automobile starting motors, for 
which special brushes are used. 

(2) Low friction, since this is a 
dead loss without redeeming feature. 

(3) Moderate contact resistance 
between brush surface and commuta- 
tor surface. If this is too high, the 
contact voltage or “drop” is excessive 
and commutation is incomplete; if it 
is too low, the drop is insufficient and 
commutation is overdone with result- 
ing heavy short-circuit currents that 
overheat the armature, commutator 
and brush contact face. 

(4). Moderate abrasive action 
This is desirable to make the com- 
mutator wear evenly; that is, so that 
the hard mica insulation between -the 
commutator bars will wear as rapidly 
as the bars themselves. If there is 
not enough abrasive action, the bars 
will wear more quickly than the mica 
and the latter will protrude, causing 
vicious sparking and other troubles. 
In the case of machines that reverse 
direction of rotation the brushes must 
be made of such material as to per- 
mit radial setting. 





Of what materials are commu- 
tator brushes made? 

Originally commutator brushes 
were made of copper strips or lamina- 


Data Sheet on 


Commutator Brushes 


tions. These caused uneven wear and 
violent sparking and flashing. They 
are now used only on electroplating 
generators and on similar low-voltage 
machines where very high conductiv- 
ity is required to carry very heavy 
currents with a brush of moderate 
size. Even for such service it is now 
more customary to use a composite 
leaf and gauze brush, or one of 
graphite and copper gauze, or of 
graphite containing powdered metal. 
Where considerable conductivity com- 
bined with good lubrication is desired 
graphite brushes are used. 


Most brushes are now made of car- 
bon because of the wide adaptability 
of this material to many kinds of ser- 
vice. By mixing carbon and graphite, 
brushes of numerous grades are ob- 
tained. Pure graphite is too soft. for 
some services. If pure graphite or 
carbon brushes do not have sufficient 
abrasive action, pulverized mineral 
impurities are embodied in the mix- 
ture before it is molded and baked. 





What are brush shunts or pig- 
tails? 

The brushes are held in devices 
called the “brush holders,” which are 
connected to the stationary electrical 
parts of the machine. The contact 
between a carbon or graphite brush 
and its brush holder may not be per- 
fect from the electrical standpoint, 
thus resulting in heating and loss of 
energy. To improve the electrical 
connection between the two and also 
to relieve the brush-holder spring 
(which presses the brush against the 
commutator) from carrying much cur- 
rent that might spoil its temper, a 
very flexible copper connection is pro- 
vided direct from the brush itself to 
a rigid part of the brush holder. This 
is called a shunt, because it shunts the 
main brush current around the spring, 
or it is called a pigtail in case the 
flexible connection is actually im- 
bedded in the material of the brush. 
Sometimes the shunt connection is 
made by means of a bolt or stud 
secured to or imbedded in the brush. 
The shunt or pigtail is made of many 
fine copper strands braided into a 
flat cable. 


In this department an effort 
is made to give to jobbers’ sales- 
men a summary of general in- 
formation about different staple 
lines of electrical material. Tear 
out this sheet and save it. 





Why are several grades of 
brushes needed ? 

The kinds of service required of 
commutator brushes are very numer- 
ous. Not only must the conductivity 
of the brush be different for certain 
types of machines, as already de- 
scribed, but the operating conditions 
are highly varied. Some machines 
operate at moderate or low speeds, 
others at high speeds; for the latter 
a special brush (often graphite) is 
needed. Some commutators are ex- 
posed to considerable dust and dirt, 
in which case the brush must cut this 
away to keep the commutator reason- 
ably clean. There are also many bad 
operating conditions due to careless- 
ness on the part of the machine at- 
tendant, such as improper brush set- 
ting or spacing, unequal brush pres- 
sure, failure to keep the commutator 
ground even, and general negligence. 
Many of these can be compensated 
for by selecting a brush grade 
adapted to servere service. 


Are brush 
standardized ? 

Brushes are round, square or rec- 
tangular in shape, that is, in cross 
section. The dimensions vary a great 
deal on account of the wide range in 
sizes of motors and similar machines, 
which run all the way from a smal! 
fraction of 1 horsepower up to 15,000 
momentary horsepower, the latter in 
case of rolling-mill motors. The 
Electric Power Club standards have 
attempted to keep down the number 
of sizes. They recommend round 
brushes (for fractional horsepower 
motors) to increase in diameter by 
steps of ;\; inch; rectangular brushes 
to increase in width by steps of % 
inch wherever possible, and in thick- 
ness by steps of 7g inch up to % 
inch and by 1% inch above this. In 
length the increase should be by steps 
of 4 inch below 1 inch length. where- 
ever possible and by steps of ¥% inch 
above this. Bevels of carbon or 
graphite brushes should vary by 
steps of 5 degrees. Other recom- 
mendations have been adopted to 
minimize the sizes of brushes, which 
otherwise would be countless. 


shapes and sizes 
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Another Arrow Convenience 


The Arrow Electric Company announce that the chain balls on all 
Arrow Pull Sockets, cord balls on all Arrow Pull Switches, and handles 
on all Arrow Toggle Switches, both surface and flush, are now threaded 
to take a radium luminous tip. We feel confident that this improve- 
ment will prove to be as great a convenience in sockets and switches 
as the Uno bead was in shadeholders. 


The luminous tips contain ‘““Undark” Radium Luminous material 
enclosed for protection and mounted on a threaded brass ferrule to be 
screwed directly to these different Arrow products. 





Hereafter it will be unneccessary to order special mate- 
rial or replace an old installation in order to obtain the 
luminous feature. You can simply screw a new Arrow 
luminous tip to standard articles. It automatically locks 


into place. 


This is another step in standardization for the Arrow 


line and another point of progress in Arrow service. 


THE ARROW ELECTRIC COMPANY 
HARTFORD, CONN. 















The complete line of Wiring Devices 
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URAFLE 


RMORED CONDUCTOR 





OR generations New England has been 
synonymous with the word “craftsman,” 
that careful type of workman who has 
taken great pride in the building of an 
instrument, a machine, a piece of cloth, or 
what-not, to which he could point with pride. 


In Rhode Island: alone, such workmen as 
this have made “Brown & Sharpe’”’ represent 
“accuracy” in the field of precision instru- 
ments, “Fruit of the Loom” typify “dependa- 
bility” in the cotton industry, and “Gorham” 
stand for “quality” in the silversmith world— 
and so it goes in numberless cases. 


With a heritage of this kind, it is only nat- 
ural that we in our field should endeavor to 
manufacture materials to which we can point 
with a just pride—materials that are stand- 
ards by which others are judged in the Elec- 
: trical Industry. 


_ “DURADUCT and DURACORD are just such 

materials, and now we are offering to the trade 
a new product—a product that can and will 
take its place along with our other DURA- 
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TUBULAR WOVEN FABRIC Co. 
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PAWTUCKET, RHODE ISLAND 


PRODUCT 








BILT products—in this case, DURAFLEX, an 
. armored conductor. 

When planning to make DURAFLEX, we 
started with the assumption that while good 
appearance and “workability” were desirable, 
Safety was absolutely essential. We figured 
that ordinary armored conductors could easily 
hide a poor interior with a good-looking exte- 
rior—and that a poor interior is a real danger. 


This meant that we must use 100% highest quality 
conductors in DURAFLEX and this, in turn, meant that 
we must make these conductors ourselves, so that the 
completed article, from the inside out, would be made 
under our own careful supervision. 


Only in this way could we assure ourselves of the 
best of wire, for by getting it from outside sources 
responsibility would be constantly shifted and liability 
of error increased. 


We are therefore making the wire ourselves, and thus 


we are able to subject it to the most rigid of tests, and 
because of this we can stand back of every foot of it. 

Therefore, the fact that DURAFLEX is made in its 
entirety in our own plant, enables us to truthfully say 
that it is not only easy to work, but it is Safe. This 
not only assures your customers of quality material, 
but insures you against any ‘“‘come-back.”’ 


URAFLE 


DURAFLE CONDUCTOR 


X 





























¥ 

















THE JOBBER'S(IJSALESMAN 

















More Warehouse Space for 


Alpha Company 

The Alpha Electric Co., 151 West 
Thirtieth Street, New York City, has 
leased the building in the northeast 
corner of Thirty-fourth Street and 
Eleventh Avenue, New York City, 
providing 50,000 square feet of floor 
space with trackage on the New York 
Central lines, according to a recent 
statement by Walter Williamson, gen- 
eral manager of the company. ‘The 
additional warehouse space has been 
made necessary because of the com- 
pany’s affiliation with the Westing- 
house Electric & Manufacturing Co., 
necessitating larger stocks of power 
apparatus, transformers and pole-line 


material. 
Through an error it was incor- 
rectly stated in our October issu 


that the Alpha company had estab- 
lished a warehouse in Newark, N. J. 
* * * 


Pacific Coast Jobbers on 
Hunting Trip 

A party consisting of F. N. Averill, 
president of the Fobes Supply Co., 
Portland, Ore.; O. B. Stubbs, presi- 
dent of the Stubbs Electric Co., Port- 
land; Guy Littler, West Coast Engi- 
neering Co., Portland; C. M. Will, 
Portland manager of the Fobes Sup- 
ply Co.; S. S. Peterson, sales man- 
ager of the Stubbs Electric Co.; H. E. 
Sanderson, Pacific Coast manager of 
the Bryant Electric Co., San Fran- 
cico, and C. R. Bach, San Francisco 
manager of the Manhattan Electrical 
Supply Co., left Portland, Sept. 23 
for a hunting trip down the Salmon 
River in Idaho. 

They went to the town of Salmon, 
Idaho, and built a large raft on which 
to float down the river, which goes 
through one of the wildest sections of 
the United States. The only com- 
munication they have with the outside 
world is by means of a radio receiving 
set, and arrangements have been made 
to communicate with the party should 
it be necessary for any one of them 
to return before Nov. 5, at which time 




















they are expected back in Portland 
loaded with big game. As many as 
1,500 deer have been seen in one herd 
in that section of Idaho. 

* * 


Stewart Company Expands 

In order to take care of its increas- 
ing business and in anticipation of a 
much larger demand for electrical 
supplies of all kinds, the F. H. Stew- 
art Electric Co., now located at 37-39 
North Seventh street, Philadelphia, 
has purchased the adjacent buildings 
at 35 North Seventh street and at 
629 Filbert street, and is remodeling 
them to suit its needs. 

















Jopper’s SALESMAN circulated 


If THe 
only in the Cincinnati territory it would 
only be necessary to say that we suc- 


ceeded in getting a photo of “Uncle 
George.” For the others, we'll say it is 
George N. Devou, vice-president of the 
Post-Glover Electric Co., whose broad 
smile and cheerful disposition are known 
in the Cincinnati district and beyond. 
“Uncle George” has been in the electrical 
business since 1892, first going with Post 
& Co. predecessors of the Post-Glover 
company, and still makes regular trips 
through the southern states. He has 
promised to write a story for Tue J. S., 
telling how the salesmen sold goods way 
back when—. 


E] 





Additions to Avery & Loeb 
Sales Organization 

G. D. Dennis has accepted a posi- 
tion in the sales department of the 
Avery & Loeb Electric Co., Columbus, 
Ohio, and will handle telephone equip- 
ment. <A. E. Hull, formerly in the 
contracting business at Newark, Ohio, 
also has become associated with the 
same company and is calling on the 
mining trade. 

* * * 


Perkins-Carpenter Company 
Formed in Boston 


The Perkins-Carpenter Electric 
Supply Co. has been organized, with 
offices and ware rooms at 88 High 
street, Boston, to distribute electrical 
and radio supplies. ‘The members of 
the new company are Oscar H. Per- 
kins and Ernest H. Carpenter, both 
of whom were connected with the 
Stuart-Howland Co. for over 16 years, 
the former as sales manager and the 
latter as salesman in the western 
Massachusetts territory. The concern 
commenced operations Sept. 1, and its 
sales force includes a number of sales- 
men well known to the New England 


trade. 
* * & 


Encourage Lamp Sales at 
Meeting of Agents 

A sales promotion meeting, said to 
be the first of its kind, was held Oct. 
18 by the Kennedy-Webster Electric 
Co., Chicago. The company, which 
specializes in the distribution of 
lamps, invited all of its agents to at- 
tend the meeting, and a full attend- 
ancé was secured, one agent making 
the trip from Enid, Okla., to be pres- 
ent. 

The general purpose of the meet- 
ing, as stated in talks by H. M. Ken- 
nedy and W. H. Webster, was to 
stimulate co-operation between manu- 
facturer, jobber and dealer agents 
with the idea of increasing sales. 
Ralph Nash and E. A. Buel, Peer- 
less-Brilliant Division, National Lamp 
Works of General Electric Co., spoke 


























































November, 1922 THE JOBBER'S(JJSALESMAN 





P & S 4230 


. 


. 
~~) 
yi 


Z 
é 


\ 


| 








Candelabra 


se 


PxS >< i = | 
= 
P & ; S 4004 


P & S 4005 





PASS & SEYMOUR, INC. 
SOLVAY, NEW YORK 
NEW YORK BOSTON’ PHILADELPHIA SAN FRANCISCO CHICAGO 






























































THE JOBBER'S[AJSALESMAN 








Dealers and Other Guests at Meeting Held by the Kennedy-Webster Electric Co., 
Chicago, to Stimulate Sales of Electric Lamps. 


of the relationship between the manu- 
facturer and its agent, emphasizing 
P. B. Zim- 
merman, publicity manager, National 
Lamp Works, told of the extensive 
advertising and sales campaigns now 


the sales policies adopted. 


in progress, calling particular atten- 
tion to the drive for residential light- 
H. Herrmann, of the Kennedy- 
Webster company, gave an interesting 


ing. 


demonstration of special lamps and 
equipment for photographic, medical 
and other purposes. 

Over 30 agents attended the meet: 
ing and expressed their appreciation 
of sales helps and information re- 
ceived. 

* * * 
Appointed Sales Manager for 
Frankelite 


H. Eleonin, who has been asso- 
ciated with the Frankelite Co., of 
Cleveland, for a number of years, has 
been appointed general sales man- 
ager. The company recently opened 
a Chicago office at 12 South: Clinton 
street, from; which it will cover the 
states of Illinois, Indiana, Wisconsin 


and Iowa. 
* * * 


California Jobber Adds 
New Lines 

Listenwalter & Gough, Los Angeles, 
Cal., have recently appointed A. E. 
Rimpau, formerly of the Pacific 
States Electric Co., head of their lamp 
department, which is now handling 
Westinghouse lamps. They have 
opened a fixture department, selling 
fixtures under the Williamson plan, 
and have taken the distribution of 





“Fal 6 


chines 


Mine” electric washing ma- 
for southern California and 
Arizona. 

According to C, E. Listenwalter, 
president of the company, conditions 
in the jobbing field in southern Cali- 
fornia are improving, his company’s 
business showing increases over last 
year’s volume, with the outlook good 
for the balance of 1922. 

* * #* 


Improvements Mark Progress 
of Republic Electric Co. 


Additions and alterations to its 
building at 1740 Chester avenue, 
Cleveland, were recently completed 
by the Republic Electric Co., giving 
that company one of the best equipped 
offices and warehouses in the Middle 
West. About a year ago the city made 
some changes in the streets in that 


neighborhood which enabled the com- 
pany to secure frontage on Chester 
street. The building was remodeled 
and a wing added, so that now a very 
imposing structure houses the concern. 

The general offices, together with 
those of L. Griesser, president; A. C. 
Kinzel, vice-president, and H. W. 
Allen, secretary-treasurer, are on the 
main floor of the new wing. On the 
second floor are the accounting and 
credit departments, customer’s dis- 
play rooms and employes’ recreation 
rooms. The main stockroom is on 
the first floor, and through a syste- 
matic arrangement of bins and shelves 
the process of making up orders and 
shipment is greatly facilitated. Other 
stockrooms, including a complete radio 


“section, are on the second and third 


floors. 

The company, which was organized 
a little over ten years ago, has pro- 
gressed rapidly,and has a branch in 
Akron, as well as agencies in other 


large cities in Ohio. 
* * * 


Wholesale Only 


Announcement has been made by 
the Southern Tier Electrical Supply 
Co., Binghamton, N. Y., that it now 
sells wholesale only, having recently 
closed its retail department. Among 
the recent changes in the company 
have been an enlargement of its ware- 
house and the appointment of a sales 
representative in Scranton, Pa. 

* * * 


With Electric Sales Co. 
Albert Stephens and John Gugel re- 
cently joined the sales force of the 
Electric Sales Co., 47 Gay street, 
Columbus, Ohio. , 











ee ee — 


of the Republic Electric Co., Cleveland, Which Was Recently Enlarged 


and Remodeled. 
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How Shall This Building Be Wired? i 


gine is the question we have been asking your customers 
in the electrical trade publications. And here are the rea- 
sons we gave why Wiremold Conduit should be used. 


From the contractor's standpoint. 


Wiremold is easy to install. 
Wiremold allows a good margin of profit. 


Wiremold is an automatic recommendation for more work. 


Taking his customer's standpoint. 
Wiremold enables the contractor to quote the lowest price for a better 
conduit. 
Wiremold gives a strong, durable job. 
Wiremold enables the tenant to shift his outlets speedily and economically. 
Wiremold is always neat in appearance. 
The advertisements we run monthly in the electrical publications are designed 
to make it easier for you to sell Wiremold Conduit. Are you familiar with the 


many reasons why Wiremold is the ideal conduit? Call on us at any time for 
information. 


THE AMERICAN WIREMOLD COMPANY, HARTFORD, CONN. 


WIREMOLD ~ 


CONOUIT 
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The Hubbard Bo-Arrow Arm is the stand- 
ard construction for single circuit trans- 
mission lines with overhead ground wire. 


The 
HUBBARD 
Bo-Arrow 


Arm— 











—and EIGHT reasons 
for its popularity 


1 Made of Open 
HearthSteel,bentto 
shape while hot, insur- 
ing freedomfrom flaws. 


Fits poles of any 
diameter without 
gaining or trimming. 


Allows triangular 
wire spacing while 
leaving the pole top 
clear for a_ straight 
Ground Wire Bayonet. 


Gives the line a 
minimum width 
and maximum clear- 
ance from the ground. 


Permits the use of longer spans, since no two 
wires are in the same horizontal plane, by eliminat- 
ing the danger of wire swinging together. 


6 Removes the tendency for the pole to lean side- 
ways as the weights of the arm and wires are bal- 


anced on the pole. 


7 Fully as flexible as wood arm construction for 
double arming, dead ending and anchoring lines. 


8 The cost is surprisingly low. 


HUBBARD & COMPANY 


Pittsburgh - Chicago 


















The Double Arming Set 
and Corner Bayonet 


Louisville Jobber Changes Firm 
Name 


Announcement has been made that 
the Wood-Reinecke Electric Co., 512 
West Main Street, Louisville, has been 
changed to the Ohio Valley Electric 
Co. ‘The company was organized by 
William Reinecke and Harry I. Wood 
prior to the latter’s death some months 
ago. The former, who is president 
of the new company, previously was 
associated with the W. R. Race Co., 
exporter, New York City. J. L. 
Daeuble, who is vice-president and 
treasurer, formerly was president of 
the Electric Sales Co, Louisville. 

* * * 


With Pacific States 


N. J. Mittenthal has severed his 
connection with the International 
General Electric Co., Schenectady, to 
become sales engineer with the Pacific 
States Electric Co., San Francisco. 

* * * 


New Sales Manager 


C. N. Goff has been appointed sales 
manager of the electrical department 
of the Hartman-Spreng Co., Mans- 
field, Ohio. 






































“That wasn’t a very good snapshot you 
made of the Sibley-Pitman crowd last 
winter, was it?” That is what H. G. 
Vogel (one of the said crowd) remarked 
to the snapshotter recently right to his 
face. So the S. S. just up and “shot” 
him, which serves him right. 
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The New 


CH 


The Mark to Look For 


Snap Off the Current Right at the Iron 


In the new C-H 70-51 is combined the 70-50 


Switch mechanism and a universal appliance 
connector, all enclosed in the heatproof C-H 
Thermoplax case. 


The lower half which fits over the appliance con- 
nector terminals is made extra long so that there is 
no interference with the guard that protects the ter- 
minal posts. The contact clips are correspondingly 


longer insuring good thorough contact. 


A Companion to the 70-50 


With the C-H 70-50 for installation on cords of appliances 
and the 70-51 


dealer can now meet all demands for electrical appliance 


Universal Switch Connector, the electrical 


convenience. 


When taking your 70-50 Switch Christmas orders, you will 
have a good opportunity to increase your sales by offering the 


C-H 70-51 Switch Connector. 


THE CUTLER HAMMER MFG. CO. 


Switch and Specialty Department 
Wcrks: Milwaukee, Wisconsin 






C-H 70-50 
switch sales have 
taken a big jump. 
you gotten your share? 









~ (eH 70-51 Switch Connector 
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The packaged 


Residence Panel Board 


(Safety Type) 


That is easiest and best to sell 


The Triumph “R” 
Type Panel Board 
. is a sectionally con- 
structed, absolutely 
safe panel boarc 
for residence use. 
Fuses can be safely 
changed by a 
woman or. child, 
and it is thus practi- 
cal to instal] it conveniently at the center of dis 
tribution. These points will make it the chosen 
panel board of home builders and gives a new, 
real selling point to the contractor. 


It is easy to install, coming complete, so that 
labor cost, which makes a so-called cheap panel 
board expensive, is reduced to a minimum. 


For the jobber the “R” Type Panel Board in a 
package opens up new avenues of profit. A 
standardized panel board in a standardized 
package reduces stock troubles and widens the 
‘margin of sale and profit. 


Advantages of the “R” Type are explained in con- 
nection with our new book “Wiring the Home for 
Comfort and Convenience.” Send for your copy. 


Frank Adam 


ELECTRIC COMPANY 


ST. Louis 
_DISTRICT OFFICES: OTHER “F-A” PRODUCTS: 
Detroit, Dallas, Minneapolis, Major System of Theatre Lighting 
Kansas City, Cincinnati, Cleveland Control; knife switches; safety 
New Orleans, Chicago, switches; hanger outlets; rever- 
am Feumsiece, Los Angeles, sible-cover floor boxes; 
e. 





y SONS 
2, 



























. .- an 
D. C. Distribution Switchboards. 


There are advantages 
to the “R” Type that 
cannot be said of 
any other panelboard. 
The one model can 
be used for either 
two-wire 125 Volts, 
or three-wire 125-250 
Volt service, can be 


flush or _ surface 
mounted, used with 
either conduit or 


knob and tube work 
and has top or bot- 
tom service connec- 
tions. The “R” can 
also be placed close 
to the center of dis- 
tribution as it has no 
exposed contacts of 
any kind and can be 
safely located where 
it will be easily ac- 
cessible to women 
and children. 








Adds Appliance Line 
The Enzor-Hoel Co., Columbus, 
Ohio, has taken over the distribution 
of the Horton line of washing ma- 
chines and ironers for the state of 
West Virginia and nearly all of Ohio. 
The Horton Manufacturing Co. has 
recently added to its line a vacuum 
type washing machine which has three 
vacuum cups, a copper tub, and an 

especially attractive appearance. 

* * * 


New Cincinnati Jobber 


A new fixture and supply jobbing 
house has been organized in Cincin- 
nati, under the name of the B. & S. 
Electric Co., by J. I. Bogdanoff, 
formerly connected with the A. Knoll 
Supply Co., and Charles Beck. Offices 
and stockrooms have been opened at 
343 West Fifth street. 

* * 


Goes East on Business 
N. W. Graham, president of the 
Graham-Reynolds Electric Co., Los 
Angeles, Calif., left the Pacific Coast 
the latter part of September on a busi- 
ness trip through the eastern states. 


* 








Ray P. Dunning, the fellow wearing 
the hat and the big smile, “does” Columbus 
and environs, as they say, for the West- 
ern Electric Co.. Next to him, and you 
can take that literally, is Ed. Costello, 
who makes the wheels go ’round in the 
office. Ray is smiling because he was just 
telling how glad he was to be back in the 
old home town after several years’ absence. 
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Talk like this MEANS SOMETHING 
to Jobbers’ Salesmen 


This is what a leading electrical contractor has to say about 
“2-Plex,” the new combination rubber and friction tape: 


“After a thorough investigation of the time saved, the safety 

from leaks, grounds and short circuits at the joints by using 

2-Plex Tape, will say that if anyone wanted us to go back to 

the old system of using rubber and friction tape, they would 

have to give us the tape and pay us $1.00 per pound to use it, if 
to equalize the labor saving factor alone.” 


“Name upon request.” 


It is this quick recognition of the merits and acceptance 
of 2-Plex that means quick and profitable sales for 
Jobbers’ representatives. 


Every go-getter who induces a user of tape to try out 
2-Plex performs a real service for his cus- 
tomers—with pride and profit to himself. 








A trial proves to the complete satisfaction 
of any tape users that 2-Plex saves over 
$1.00 per pound for every pound applied— 
while doing a better, cleaner, neater and 
safer job of taping. 









After that it takes but a few jobs to have 
the contractor specify “2-Plex” 
even more readily and generously 
than he ever ordered “tape.” 


ZEA Yj 
A // You can check up 2-Plex quickly 
"nH 


and easily—a line to us will bring 
this informative leaflet “What's 
One-Half Worth.” 


The H. I. Diamond Holfast Sales Co. 


280 Broadway New York City 
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ELECTRICAL 
CONTRACTOR 






contractors 





General Office 
Schenectady, NY. 








G-E advertising is directing seek- 
ers of home comfort to electrical 



























Are Your Dealers Getting Their Share 
of this Housewiring Business? 


G-E advertising to the public, to architects, 
to builders this year is creating housewiring 
jobs for electrical contractors. Are your 
dealers getting their share of this newly de- 
veloped business? 


To help them do this we are placing in the 
hands of thousands of their prospects an 
educational booklet “The Home of a Hundred 
Comforts.” This sales-maker is being sent 
in answer to thousands of inquiries which 
result from G-E national advertising. 


Then too, there is available a series of news- 
paper cuts for the use of contractors in a 
local advertising campaign, as well as other 
sales helps. 


Capitalize on this broad selling influence by 
tying in with local sales effort. 

Talk complete wiring 

Sell G-E wiring Devices 


For further details, address Merchandise Dept. 
General Electric Company, Bridgeport, ‘Conn. 


General@@Electric 
Comp any Sales Offices in 
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Two Services in One 


for Christmas Sales 


Holiday buying this year will be bigger and 
better than ever—particularly for electric deco- 
rations and toys. 


The G-E Christmas Arborlux (a combination 
Toy Transformer and Multiple Xmas Tree 
Lighting Outfit) will be one of the most popu- 
lar sellers not only because it has a timely 
appeal and because the Toy Transformer fea- 
ture extends its usefulness but also because 
G-E National advertising in November and 
December is broadcasting the Arborlux story 
to over 2 million prospects. 


Window display suggestions and dealer helps 
are now available to help you sell Arborlux. 


Address Merchandise Dept., 
General Electric Company, Bridgeport, Conn. 


General@Electric 


General Office C Sales Offices in 
Schenectady, NY. Om ® an y all large cities S3A-190 










The Toy Transformer that 
lights the Christmas tree. 























7 his is the picture package, printed in 
ettractive orange and blue, in which 
every Arborlux set is packed. The 
outfit consists of the transformer, 17 
lamps, and the necessary wiring, 
sockets and plug ready for immediate 
use on any a-c. lighting circuit. 
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Illuminating Engineers Meet at 
Swampscott 


Among the interesting papers and 
reports presented at the annual con- 
vention of the Illuminating Engineer- 


at 
on 


ing Society, held Sept. 25-28 
Swampscott, Mass., were those 
residence and school lighting, a code 
of luminaire design and the cost of 
daylight. Some of the noticeable fea- 
tures of the convention were thet 
more attention is being paid to the 
application of illuminating engineer- 
ing for practical purposes, and that 
the highly technical papers were in- 
terpreted in better fashion. 

The attention of the delegates was 
drawn to the necessity of establishing 
cioser contact with architects, con- 
tractor-dealers and fixture-men, so 
that they could be induced to attend 
I. E. S. meetings and receive benefit 
from them. 

Over 300 members and guests were 
ii attendance at the convention, and 
they witnessed a spectacular display 
of lighting arranged by engineers of 
the Lynn Works of the General Elec- 
tric Co., with the co-operation of the 
United States Army. The hotel was 
luminated with searchlights, flood- 
lights and a 100,000-cp. incandes- 
cent lamp, and through the courtesy 
of the Navy Department a battleship 
was anchored off and_illumi- 
nated in outline. 

* * * 


Manufacturers’ Organizations 
Combine Offices 

Announcement has been made that 
the offices of the Associated Manufac- 
turers of Electrical Supplies and those 
of the Electrical Manufacturers’ 
Ceuncil have been consolidated, and 
are now at 30 East 42nd street, New 
York City. Charles E. Dustin has re- 
signed as general secretary of the as- 
sociation, and Frederic Nicholas, for- 
mer secretary of the council, has 
taken his place. In addition to Mr. 
Nicholas, officers of the A. M. E. S. 
for the ensuing year have been named 
as follows: President, S. L. Nichol- 
son, Westinghouse Electric & Manu- 


shore 





IGEST OF THE NEW; 





facturing Co.; vice-president, William 
H. Thornley, Tubular Woven Fabric 
Co.; treasurer, W. H. Bliven, Harvey 
Hubbell, Inc. 
x * # 
Claim Price Differentials Not 
High Enough 

Members of the Pennsylvania State 
Association of Electrical Contractors 
and Dealers have notified the Elec- 
trical Supply Jobbers Association that 
present price differentials are not 
great enough to enable the contractors 
and dealers to make a_ reasonable 
profit. The association also went on 
record to work for legislation that will 
require the licensing of contractors. 

In the discussion of profits on ap- 
pliances, speakers said some houses 
at present are selling on a margin of 
5 per cent, or at a price less than the 








Ladies and gentlemen, we have with us 
this evening two of the famous stars of the 
sales force of the F. C. Teal Co., Detroit. 
It gives us great pleasure to introduce the 
smiling gentleman on the right, Mr. V. C. 
Jones, who is affectionately known as 
“Kewpie” by his many good friends. We 
also have with us Mr. T. E. McEntee, 
whose cognomen or handle is “Pewee.” 
More power to ’em. 








Gh 
a 


general run of dealers can purchase 
the goods. The speakers made it 
plain that it was not their desire to 
ettempt to curb price cutting, but 
they were of the opinion that the 
manufacturers’ price lists should be 
high enough so that with a substan- 
tial discount the dealers could make 
a reasonable profit on a sale. 
a: ee 


Big Central-Station Meeting at 
French Lick 


One of the biggest conventions 
ever held by the Great Lakes Divi- 
sion of the National Electric Light 
Association was held at French Lick 
Springs, Ind., on Sept. 28-30, nearly 
500 delegates being in attendance. 
The technical sessions were of a great 
deal of interest, and in addition to 
them there were speeches by Frank 
W. Smith, president of the National 
Electric Light Association; John F. 
Gilchrist, vice-president of the Com- 
monwealth Edison Co., and E. H. 
Leith of Hasley, Stuart & Co. Mr. 
Gilchrist spoke of policies in con- 
nection with merchandising electrical 
appliances, referring particularly to 
washing machines and giving a tabu- 
lation of sales and sales costs. He 
made a convincing plea for central- 


. stations to back up dealers so as to 


establish them on a profitable busi- 
ness basis. Mr. Leith spoke of the 
financing problems in connection with 
the expansion of the central-station 
industry. 
* * * 
Electragists Change Name of 
Association 

At the annual convention of the Na- 
tional Association of Electrical Con- 
tractors and Dealers, held at the Sin- 
ton Hotel, Cincinnati, Oct. 11-14, it 
was decided to change the name of the 
organization to the International As- 
sociation of Electragists. It was also 
decided to separate individual from 
state association memberships and to 
limit to its own members the use of 
the new copyrighted term, “electra- 
gists.”” For organization purposes the 
membership was divided into eight 
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EDISON LAMP 


Saturday Evening Post 
for November 11 


Saturday Evening Post 
for December 9 


To help you sell more lamps 


ID YOU ever see a grocery 
store with bare walls? 


The grocer and the druggist are 
making big profits out of small 
articles because they keep their 
stocks displayed. They make their 
goods sell themselves. Their stocks 
are so exposed that all who come 
in their stores can immediately see 
what is for sale and remind them- 
selves of some need. 


Agents and central stations who 


keep their stocks of Edison MAzpa 
Lamps prominently displayed on 
their shelves, in the windows and 
use signs and cards urging cus- 
tomers to buy are those who make 
the biggest sales. 


If you are an Edison Mazpa Lamp 
Agent, we are prepared to furnish 
you with display material for your 
windows and store interior, and 
to suggest effective ways to trim 
your windows and dress your 
shelves. 


Reap every issue of The Edison Sales Builder, not only 
for the advertising and display suggestions, but for live, 
up-to-the-minute, proven, merchandising plans that will 
help you build up your business in other electrical 
merchandise as well as Edison MAZDA Lamps. 


WORKS 
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Well, the Giants made the Yanks look like a bunch of minor leaguers, didn’t they? 
Not that that has anything to do with these boys, except that they’re just as heavy 


hitters as Jawn McGraw’s men ever could be. 


Give any one of them a high one on 


the inside and he'll paste it over the sales score board for the W. G. Nagel Electric 


Co., Toledo. 
Byron C. 


Left to right: 


M. S. Thierwechter, J. 
Drewior, C. C. Shroyer and Fred C. 


J. Holzhauser, J. P. MeNally, 


Kiemle. 





geographical divisions, each of which 
will elect a member to the executive 
committee. Closed-shop and open-shop 
sections of the association were also 
authorized, L. K. Comstock, New 
York, being elected to head the section 
of the union employers and Arthur 
L. Abbott, St. Paul, the 
advocates. 

Rather a wide range of topics was 
discussed at the Ww. W. 
Freeman, president of the Union Gas 
& Electric Co., spoke of the opportuni- 
ties for appliance business, while John 
F. Gilchrist, the 
Commonwealth Edison Co., spoke of 
the 
tween different branches of the indus- 


open-shop 


convention. 


vice-president of 


necessity for closer relations be- 
try in order to capitalize on the appli- 
ance market. 

~~  m. Electric 
Co., Memphis, told how dealers can 


Herstein, Supply 
be of service to jobbers in assisting 
them in the distribution and marketing 
of electrical goods. 

William L. Goodwin, of the Society 
for Electrical Development, spoke on 
the recent plans and activities of the 
Society, and Miss Alice Carroll, of the 
society's staff, gave a talk on ‘“‘How to 
Sell the Electrical Idea to the Ladies.” 
Frank E. Watts, of the Electrical 
Record, followed with a talk on the 
aims of the Joint Committee for Busi- 
ness Development, emphasizing the 
part the electragists can play in this 
movement. 

The other speakers included Law- 
rence W. Davis, special representative 
of the association, and Dana Pierce, 





chairman of the electrical committee 
of the National Fire Protection Asso- 
ciation. 

One of the high lights of the con- 
vention was the presentation of a 
four-act comedy by employes of the 
Union Gas & Electric Co., entitled 
“The Awakening of Mr. Moss,” which 
pictured the transformation of a dis- 
couraged contractor-dealer into a hus- 
tling electragist through the aid of a 
local central-station wiring campaign. 


There were a good many entertain- 
ment features on the program, chief 
among which was a boat trip on the 


Ohio river. 
oe eS 


New York Electrical Confer- 
ence Very Successful 


In response to a call issued by the 
electrical interests of Buffalo, includ- 
ing jobbers, manufacturers, central- 
station companies and contractor-deal- 
ers, electrical men in western. New 
York attended a conference held in 
that city during the latter part of 
September. The purpose of the con- 
ference was to show the opportuni- 
ties for business development and to 
get the electrical men in the different 
communities in that section to make 
plans for promoting the industry. 
Among those who addressed the 600 
in attendance were: W. E. Robert- 
son, Robertson-Cataract Electric Co.; 
W. R. Huntley, Buffalo General 
Electric Co.; J. C. MeQuiston, West- 
inghouse Electric & Manufacturing 
Co.; George H. Jones, Commonwealth 
Edison Co.; S. Bennis, United Elec- 
tric Light & Power Co.; Ken Parker, 
McCarthy Bros. & Ford.; D. F. Pot- 
ter, Robertson-Cataract Electric Co.; 
William L. Society for 
Electrical Fred OD. 
Corey, Niagara, Lockport & Ontario 
Power Co.; A. M. Grier, Canadian 


Goodwin, 
Development: 
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lay ri 1 
ALWAYS A WII 
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Imagine a window asking itself: 


answered by saying: 





“When is 
you stop a minute to see what it’s all about. 
“When it’s a window of a ‘Clearsite’ fuse plug.” 


a window always a window?” Make 
No catch question, though, for it was 
This was 


illustrated by enlargements of good and blown fuses, showing the window not fogged 


in either case. 


The display was made by the Manhattan Electrical Supply Co. in 


its three New York stores in Park place, 42nd street and 125th street, and sold a 
good many cartons of fuses. 
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FIFTH COURSE IN ILLUMINATION DESIGN—NELA PARK, SEPT. 18-23, 1922. 
Seated in car, left to right—Bernhardt, Thorman, Withers, Darrow. 
Second row, left to right, standing—Palmer, McAllister, Johnson. Seated—Maher, Clark, Holly, Worthington, Staehle, 
Ketch, King, Sturrock, Snyder, Wagner, bus driver. 

Bottom row, left to right—Holmes, Strong, Ryan, Tench, Haas, Townsend, Young. 


Because They Believe 


Because they believe that the knowledge of correct lighting helps them to sell 
lighting and lighting equipment, electrical supply jobbers’ salesmen come fron: all 
parts of the country to attend scheduled Courses in Illumination Design at Nela 


Park. 


This Course is held three times a year at Nela Park, Cleveland, and the attend- 
ance of jobbers’ salesmen varies from a dozen to about thirty. The work includes 
inspection trips to typical commercial and industrial interiors, the designing of 
layouts for these interiors, and lectures and demonstrations on all phases of light- 
ing and lighting merchandising. All of this work is given under the personal direc- 
tion of experienced merchandising and advertising men, illumination engineers and 
lighting scientists. 


After the week of intensive study at one of these lighting ‘schools,’ the “‘stu- 
dents” go back to their various territories with a new conception of the value of 
proper lighting and equipped with a better set of lighting sales tools. 


Because they believe that the knowledge of correct lighting helps them to sell 
lighting and lighting equipment, and because they have taken advantage of their 
opportunities to increase this knowledge, these salesmen cash in at once on their 
investments. That the days which they have spent at Nela have been days well 
spent, has been repeatedly indicated by their testimonials and their subsequent sales 
reports. The intensely practical “lessons in lighting’ have enabled all of them to 
make lighting recommendations and sales which would have been impossible 
without the information they gained at Nela Park. 


Nationel Lamp Works of General Electric Company, Nela Park, Cleveland, Ohio. 


NATIONAL MAZDA LAMPS 


































THE JOBBER’S(AJSALESMAN 


































































It’s Perfect! 


Note the new way of 
assembling the 


BULL DOG 
KNOB 


Made and Sold Under 
License United States 
Patent, Feb. 3, 1920 


The’ placing of the 
central bushing on the 
cap instead of the base, 
places it in a class by 
itself. 


You will be safe in 
recommending this 
knob and all of our 
products to your cus- 
tomers. Write us for 
any further informa- 
tion desired. 


Illinois Electric 
Porcelain Co. 


Macomb, Ill. 
































Niagara Power Co., and A. C. Smith, 
Buffalo General Electric Co. 

An interesting demonstration of 
the need for convenient wiring and 
the ease with which it can be sold by 
the contractor was given in a two-act 
play presented by employes of the 
local central-station companies. This 
was the feature of the session on 
wiring, which was presided over by 
A. K. Baylor and J. A. Corcoran, 
General Electric Co. A_ banquet, 
luncheons and inspection trips were 
on the entertainment program. 


Revision of Overhead Line 
Rules 


A sectional committee has been 
formed for the revision of Part 2 of 
the National Electrical Safety Code, 
dealing with the rules for overhead 
line construction. This committee will 
cenform to the rules of procedure of 
the American Engineering Standards 
Committee, which has adopted the 
Electrical Safety Code as an Ameri- 
can standard. The same committee 
will draw up standard specifications 
for crossings of overhead lines with 
other utilities. . 

A meeting of the sectional commit- 
tee will be held early in November 
at the U. S. Bureau of Standards, 
Washington, D. C. The committee 
is a large one, consisting of about 50 
representatives of state. utility com- 
missions, utility associations, electri- 
cal men, casualty insurance organiza- 
tions and other interests concerned 
with the subject. 

Anyone having suggestions for 
changes in the present edition of this 
part of the safety code should sub- 
mit them at this time to the Bureau 
of Standards. 


Wisconsin Adopts Stringent 
Wiring Rules 


A new electrical code has just been 
adopted jointly by the Wisconsin In- 
dustrial & Railroad Commissions. 
Following are a few of its provisions, 
some of which are of a stringent char- 
acter: 

The wiring of all schools, theaters, 
halls, hotels, hospitals and_ service 
garages must be in metal conduit. 
Circuits in any building carrying more 
than: 300 volts also must be placed 
in conduit. Entrance wires to all 
buildings shall be in conduit from the 
point where the overhead service at- 
taches to the building to the service 


This conduit must have a 
where the 
attached to the 


switch. 
moisture-proof conduit 
service wire is 
building, have a separate outlet for 
each wire, and arranged so that water 
cannot run into conduit. The conduit 
for entrance wires may, however, be 
omitted where the service wires can 
be brought in directly to the back of 
the cabinet containing the service 
switch. 

An unusual requirement is that the. 
ground wire and grounded neutral in 
house wiring must have a designated 
color. Other rules are that each build- 
ing shall have a separate service and 
that the entrance switch shall be in- 
closed in a metal box and be exter- 
nally operated and sealed or made in- 
accessible to other than qualified per- 
sons. 


* * # 
Edison Companies Optimistic 

A general feeling of optimism was 
expressed at the convention of the 
association of Edison Illuminating 
Companies held at White Sulphur 
Springs, West Virginia, Oct. 10-13. 
President M. S. Sloan, Brooklyn Edi- 
son Co., stated that the construction 
cf hydroelectric and steam stations is 
proceeding on a scale greater than 
that ever known to the industry. He 
also called attention to the fact that 
light and power companies are not 
experiencing so much difficulty in ob- 
taining capital for extensions. 

* * * 


Brooklyn Edison Building New 
Station 

The Brooklyn Edison Co. has be- 
gun the construction of the 400,000- 
kw. steam turbine station on Hudson 
avenue adjoining the Brooklyn Navy 
Yard and facing the East river. The 
initial installation will call for an 
expenditure of $8,000,000, and the 
completion of the first section is 
scheduled for November, 1923. Or- 
ders have already been placed for 
two 62,500-kv-a. turbo-generator 
sets. The turbines will be the largest 
single-cylinder machines ever built, 
one to be made by the Westinghouse 
company and the other by the General 
Electric Co. 


> <p we 


New Plant for Chicago 


The Commonwealth Edison Co., 
Chicago, has authorized plans for an 
immediate enlargement of the com- 
pany’s Calumet station and the con- 
struction of a new plant on the west 
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Five Factors 
That Mean More Profitable Iron Sales 










The Holidays will mean more profitable sales if you push Dover- 


DOMANCO, to sell at $5.00. 


What other iron, at any price has all these Five Factors of Su- 
periority? What other iron provides the jobber the same liberal 
discount, and backs him with the same cooperative service? 
The story of Dover-DOMANCO is now being told to millions of 
readers through the newspapers, and to the trade in leading trade 
publications. 
Add to these Five Factors of Superiority the fact that Dover- 
DOMANCO is the simplest iron built; has fewest parts, is 
easiest to service and that in its balance and its beauty of 


appearance it has no counterpart, and you have reason aplenty 
why your company should take on the Dover Franchise. 


Jobbers and their salesmen desiring particulars about the 
Dover Line of Electric Irons should write 


DOVER MANUFACTURING COMPANY 
DOVER, OHIO 


For nearly 30 years makers of Dover irons. Originators of the patented “Vea” No-Burn-Out 
Heating Element, winner of Panama-Pacific Gold Medal, highest award. 


DOVER 


DOMANCO 


The iron that will not burn out! 


writers, 


Study these five 
sales making factors: 


1. Heating element that 
will not burn out. The heat- 
ing wire is permanently 
sealed against those elements 
which cause burnouts. 


__2. A new heating unit free 
if your Dover-DOMANCO 
ever burns out. 


3. Rugged, rigid pure 
nickel terminal posts and 
phosphor-bronze connections 
that will not rust or corrode. 


4. Veriflex Cord that will 
not kink; easily removable 
reinforced plug. 


5. PRICE, including steel 
stand, complete, $5.00 


Endorsed by the National Board of Fire Under- 
electrical engineers and central stations, 
and the numerous economic institutes. 


The iron of a lifetime 


for a lifetime. 
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Made by Appleton 


‘“‘Uniduct” is Appleton made and Appleton marked. It is 
given the same thorough care during manufacture that is ac- 
corded every Appleton Electric Product, and because of this 
saves time and money in every installation. It is made with 
2 or 3 conductors, No. 12 or No. 14 wire. 


The conductors are twisted and covered with superior 
parafhned braid, and will bend easily, as required, without 
kinking. The armored covering is single strip steel with inter- 
locking edges, producing in the duct a smooth surface that 
allows the conductors to slide easily as they are bent into 
position. The armor is easily stripped back when so required. 


“Uniduct” Armored Conductors carry both the inspection 
labels of the Underwriters’ Laboratories and the Appleton 
trademark that guarantees your satisfaction. 


APPLETON ELECTRIC COMPANY 
Wellington Ave. at Paulina St. 


CHICAGO 


“GNIDGCT™ 


Reg.U.S. Pat. Office 
































side of Chicago. These developments 
are expected to take care of the 
growth until 1925. The total cost of 
the projects added to that of the work 
already done on the Calumet station 
will exceed $53,000,000. 


* * * 


Publicity Advisory Council of 
S. E. D. Meets 


A meeting of the publicity advisory 
council of the Society for Electrical 
Development was held Oct. 9, at staff 
headquarters. Chairman L. D. Gibbs, 
of the Edison Electric [luminating 
Co., Boston, presided and called on 
W. L. Goodwin to outline the pur- 
poses of the council. The latter 
pointed out that it was the wish of the 
directors that the council should bring 
to the work of the Society the benefit 
of the best advertising and publicity 
brains of the industry. 

“The job of the Society, as I sec 
it,” said Mr. Goodwin, “is to interpret 
the needs of the industry and carry on 
the work if supplying those needs as a 
365-day operation, year in and year 
out. One of our most important func- 
tions is to carry this message of elec- 
tricity to the public.” 

The council discussed a number of 
phases of the Society’s publicity work, 
making suggestions which will result 
in a broadening of the already effec- 


tive work being carried on by the staff. 
* * * 


Record in High Potentials 


Further advances in the genera- 
tion of extremely high electric poten- 
tials have been announced by the 
high-voltage engineering laboratory 
of the Pittsfield Works of the Gen- 
eral Electric Co. Several combina- 
tions of voltages have been obtained 
and studied for the first time, the 
highest being 1,500,000 volts, which 
is half again as much as that re- 
corded in this laboratory a year ago. 
In this combination one terminal with 
1,000,000 volts was connected above 
ground and the other with 500,000 


volts below ground. 
* x * 


E, C. A. to Meet 

The annual convention of the 
Central Division of the Electrical 
Credit Association will be held at the 
Gatesworth Hotel, Nov. 16-17, accord- 
ing to an announcement by Frederic 
P. Vose, secretary, 140 South Dear- 
born Street, Chicago. C. E. Vail, 
1120. Pine Street, St. Louis, is chair- 
man of the hotel committee. 
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TWIN-LITE 75c 


TACH-LITE 75c 





TRIP-LITE $1.10 





Send Your Entry Now—This Is Your 
LAST CHANCE to Win A HEMCO PRIZE 
















On November 1st, our big HEMCO Window Prize Contest entered 
the home stretch. The closing date is November 30th, 12:00 P. M. 
Decide NOW to enter this contest and mail the coupon below for 
our special package of display helps. 


















Almost every day, we are receiving enthusiastic commendations 
from electrical dealers who have been surprised at the large increase 
in sales due to the window displays they have made. Equally im- 


PRIZES 


First Prize 


$100 
Second Prize 


$75 


Third Prize 
$50 | 


Fourth Prize 


$25 


15 other prizes— 
$10 each. 
20 other prizes— 
$5 each. 


portant, they have found these displays bringing new customers into 
their stores. Naturally, a small priced attractive article is better 
than an expensive article for this purpose. And that is the reason 
why it will pay you to make a HEMCO display whether you wish 


to compete for a prize or not, 






There is no red tape—no trouble. All you 
have to do is to make a window display showing 
HEMCO plugs and appliances—or the HEMCO 
display helps which we furnish free—and then 
send us a photograph. 



























Remember, you can make a window display of HEMCO plugs or 
of our Display Helps, as you prefer. In deciding winners, the judges 
will consider display from the point of view of attractiveness and 


RULES OF 
CONTEST 


Contest open to 
all electrical deal- 
ers. 


HEMCO plugs 
may be and 
should be shown 
with appliances. 


selling value—not from the point of view of the number of plugs 
in the window. The judges are to be: (1) Stanley Dennis, Editor, 
Electrical Retailing; (2) Frank Stockdale, Pres, Stockdale Service, 
Inc.; (3) James H. Picken, Lecturer in Advertising, Northwestern 
University School of Commerce. 


Displays can be 
made with our 
display helps 
alone if desired. 
These helps are i 
free. 


Send for our Special Window Display Package—con- 
taining beautifully colored window and counter cards 
and advertising helps. 











PARVAARHSASSSSSSSSSSAASSSSSSSSSSASSSASSAASSSSSSVSSSSsSssessssssssy 


You may send me your 
Special Package of display 
material and enter my name 
as one of the contestants in 
the big $800 HEMCO Win. Street amd Now -.-- nnn -n-neneeeceneneeceeeeeee cece eetetetetneecetenes 
dow Display Contest, which 

closes November 30th—12:00 

P. M. 2 SRS NOIDE SAN Ree ho aaa ee 


GEORGE RICHARDS & COMPANY 


Dept. 16 557 West Monroe St. Chicago, Ill. 
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Shows when it blows 


ANNOUNCING 


PRICE REDUCTION ON 





You can now offer your dealers Clearsite Plug Fuses, in lots of 1,000 or 
more, at a reduction of $6.00, (17.6%) per thousand fuses in cartons 
of 50; and at a reduction of $7.00 (19.1%) per thousand fuses in car- 
tons of 25 retail packages. 


The Clearsite retail package has added advantages to the dealer; it reduces stock 
handling costs—eliminates all expense for wrapping. Direct from shelf to cus- 
tomer at a cost of about one half cent for packaging—cheaper than the dealer 
can wrap up four loose fuses—this Clearsite four-package makes for greater speed 
and economy in sales transactions. 


Experience has shown four fuses to be the convenient package and twenty-five 
cents the popular price. At this price the user will buy several packages; obtain- 
ing all the required capacities without needless expense. 


Here are ten concise, convincing arguments to give your dealers: 


1—Easily inspected. Capacity plainly visible. A 

2—Small, strong, clear window permanently attached. 

3—Link melts immediately under the window. 

4—Economy “Drop Out” Link used exclusively. 

5—Insulation cap has fluted grip. 

6—Screw shell is securely fastened. 

7—Breakage eliminated in handling or use. 

8—Lighter weight minimizes freight costs. 

9—Priced right to dealer and customer. 

10—Packed in usual standard carton quantities and in 

attractively colored retail packages. 









> TAKE HOME A PACKAGE OF FUSES 
4 


You wil have gaod Fuses 
anhand 


Have your dealers write for details of our consumers’ retail package 
and merchandising plan; also window and counter display material. 








Economy Fuse & Mfg. Co., Chicago, U.S.A. 


SALES OFFICES IN PRINCIPAL CITIES 


PREP. 
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Let’s Make It the Biggest Electrical 
Christmas Ever Known 





Retail Prices and Quality 
of Merchandise 
By JAMES P. HALL 


N THIS particular era of mer- 

chandising of appliances we are all 
more or less inclined to talk the price 
of our merchandise, expressed only in 
dollars and cents, instead of express- 
ing it and defining it as the true ratio 
of value returned per dollar invested. 
This idea may easily be capitalized on 
by educating customers to think of an 
electric washing machine or vacuum 
cleaner not as equal to so many dol- 
lars and cents withdrawn from their 
bank account but as an investment 
that is more worth while to them 
from the standpoint of the dividends 
paid, the service rendered, and the 
value returned to them per dollar in- 
vested, than their money laid away or 
expended in other channels. 

Make them see and realize the in- 
vestment, not the expenditure. In no 
other field of merchandising as in 
electrical appliances could we hope to 
drive home this idea so forcibly; so 
let’s take advantage of it. 

For instance, Mrs. Jones steps in 
to inquire about a washing machine. 
Does she have a piano in her home? 
Yes. Does she have a Victrola? 
Very likely. All right, debit her 
bank balance, say $400 to $500 for 
the piano; and $100 to $150 for the 
Victrola. Should you “beat around 
the bush” when it comes to selling her 
the value returned per dollar invested 
in a quality washing machine at $150, 
or a vacuum cleaner at $60? 

What’s her resale value on that 
piano or Victrola? What have the 
dividends been on these articles for 
the time she has had them in her 
home? Have they saved hours of 
hack-breaking drudgery? Have they 
made her linens give five times the 
service that they ordinarily give? 
{ave they permitted hours of freedom 
from the tasks of her household? 
[ave they made blue Monday a half 
loliday? Have they saved lost 
articles in the laundry, as well as 


laundry bills? And how about dusty 
rugs, floors, and upholstery? Does 
that piano play a sweet enough melody 
to make her forget about beating 
rugs and polishing furniture and 
floors, after she has had a waltz over 
the house with a broom and dust-rag? 

Well, we trust that after this, when 
Mrs. Jones inquires regarding an 
electrical appliance, we will show 
her a washer, a vacuum cleaner and 
enough other quality merchandise to 
make up a total of what she invested 
in that dusty piano and the Victrola 
that she is continually buying new 
records for. 

And let’s break a record or two 
(of a different kind) and show her 
and sell her the best merchandise we 
have on display. No more order- 
taking on the low-priced stuff; but 
profitable selling on the appliances 
that net a profit, that pay dividends 
to our customers, and that mean to 
all parties concerned a true appre- 
ciation of the merchandise that we are 
selling. 

You may agree that this all sounds 
very fine, but what about Mrs. Jones 
walking out the front door, and buying 
what she wants from “Cut-Price 
Johnny” down the street? Well, we 
are the ones to blame if she takes the 
time and steps to go down the street 
to hear all about a low price and 
nothing about quality, service and the 
dependability of standard, reliable 
merchandise. 


And if our competitor is licking us 
on standard price merchandise and 
quality goods, we can well afford to 
take the time to learn his salesman- 
ship, his advertising, his successful 
methods, and prepare a few counter- 
wallops that will at least convince us 
and our associates that we have the 
intelligence of a prize fighter, whose 
main stock-in-trade is the training and 
the ability to out-think the other fel- 
low and get the wallop over. 

Why not think the matter out, and 
maybe we'll develop that knock-out 
punch that means constant music on 
the cash register. 


Demand for Appliances Shows 
Improvement 


Current sales of flatirons are some- 
what better when compared with sales 
of the same period last year, accord- 
ing to a leading manufacturer in the 
eastern territory, but buying by job- 
bers apparently is in smaller lots. 

“Deliveries are slow and probably 
will continue in that situation until 
near the end of the holiday ship- 
ments,” he informed a representative 
of Tue Jopper’s Satesman. “Prices 
will remain stationary, due to in- 
creased costs of materials. Much holi- 
day competition is expected which will 
be so strong as not to permit increases 
during this year.” 

In general, the appliance market is 
improving each week. Sales of wash- 
ing machines and vacuum cleaners are 
much better than in September. Rep- 
resentative central-station companies 
report that they are selling 30 to 50 
per cent more of appliances than for 
the corresponding period last year. 
An immediate increased demand for 
hollow ware is anticipated in retail 
circles. 





Now the Best Time to Sell 
Ventilating Equipment 

This is the logical season to sell ex- 
haust and ventilating fans. Doors and 
windows that have been wide open all 
summer are now closed, making neces- 
sary some sort of positive ventilation. 

Here are a few of the prospects that 
respond readily to a little sales effort 
on ventilating equipment: Stores, fac- 
tories, schools, theaters, movie houses, 
hotels, restaurants, clubs, apartment 
houses and homes. In some of these 
conditions will be found that make 
ventilating equipment a virtual neces- 
sity. 

Jobbers and dealers should be fa- 
miliar with the building program in 
their communities. Acquaintance with 
the architects and contractors who are 
erecting new hotels, apartments, thea- 
ters and homes is a valuable asset in 
this connection. Pertinent suggestions 
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“Put CSE on your 6rder—Your Service Guarantee” 


To the Trade 


We announce our appointment as Direct Factory 
Representatives of 
“BSM”’ Radio Products 
American Specialty Mfg. Co. 
Unity Mfg. Co. 
Illinois Elec. Porc. Co. 
Ajax Products Co. 
Quadriga Mfg. Co. 
Multiple Storage Battery Co. 
Durham & Co. 
Wireless Phone Corp. 
Telephone Book Holder Corp. Truetone Radio Mfg. Co. 
McConnell C & S Co. Carter Radio Co. 
Electrical Research Lab., Inc, 


“CSE” Service 


We invite your inquiries on above 


R-W Mfg. Co. 
Radio Guild, Inc. 

Jewett Mfg. Co. 

A-C Electric Mfg. Co. 
Davistone Co. 

D. A. Sanders 

High Tension Supplies Co. 
Victor Radio Corp. 

Radiall Co. 


is worth your investigation. 
apparatus. 


Central States Engineering Company 
224 N. Halsted St. 


Chicago Illinois 
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Loud Speaker 


WITH THE 


Double Tone Chamber 









NO. 1 HOLDS NO. 1R HOLDS 

TWO PHONE ONE PHONE 

RECEIVERS RECEIVER 
$4.50 $4.50 


Illustrating the dou- 


ble tone chamber Made of tough fibre and hard wood, fin- 
(Pat. Appl. for) ished throughout in mahogany. The 
which absorbs the double tone chamber amplifies and throws 
mechanical noises the sound forward to the bell of the 
and produces’ the horn, producing a rich, mellow quality of 
splendid results tone and clear articulation. 

which have made Sold by jobber’s salesmen who recognize 
the Qualitone popu- exceptional value and a popular priced 
lar. repeater. 


THE DUAL TOOL CO., 12325 Superior Ave., Cleveland, Ohio 
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== Qualitone es 
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can be given, along the line of venti- 
lation in many cases and should meet 
with kindly response, though, until re- 
cently, little attention has been given 
to the question of ventilation. 





Good Market for Medium- 
Priced Fixtures 

The fixtures business is showing 
more response to the improved situ- 
ation in the construction of all kinds 
of buildings. One jobber in New 
York City has pointed out that the 
fixture trade is now receiving the full 
benefit in the market as _ houses, 
schools and office buildings near com- 
pletion. There is some replacement 
work, which is also doing much to 
brighten the general situation. Or- 
ders are changing from the better 
grades to the cheaper and more ser- 
viceable designs, giving indication that 
most of the business at the present 
time is being done with the medium- 
priced residences and with the schools, 
of which many were built in this ter- 
ritory during the last few months. 
The outlook for the winter months is 
excellent. Stocks are diversified, and 
more attention is being paid to ser- 
vicing. 





Eastern Collections Spotty 


A careful survey of eastern jobbers 
and manufacturers of electrical ma- 
terial shows that credit conditions are 
improving. Sales are increasing and 
more flexible credits are expected for 
the coming fall and winter months. 
From 55 to 60 days is being reported 
for settlements in jobbing circles. Ac- 
cording to distributors in this terri- 
tory, collections among contractor- 
dealers are spotty. Some of these de- 
lays are due, it is pointed out, to the 
absorption of these contractor 
dealers in the wiring field, inasmuch 
as business at the present time is very 
active in the construction of apart 
ments and fair in other classes of con 
struction. 





Sales of Farm Lighting Plants 


Demand in the central states for 
farm lighting plants is gradually im- 
proving, one jobber reporting his 
business in this line as having in- 
creased over 35 per cent, compared to 
sales for the corresponding period of 
1921. Bumper crops and improved 


conditions are said to be causes for 
the added interest. 
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MALL Iwery ELECTRIC COMPany 
NEW YORK erry 





Halliwell Electric Co. -Now 
; 113-119 Fourth Avenue 








New York City — $ 1 220 
| WRITE TODAY 











- Household 








A Tale of Two Cities 


The salesmen of an electrical jobbing house in 
Washburg have tough sledding. When they 
sell a dealer their washing machine they are 
done, because that’s all that the manufacturer 
makes. 


To sell the dealer on electrically operated iron- 
ers or electric suction cleaners, the salesman 
has to start all over again—has to sell the 
dealer on another organization, on another 


Reversing Cylinder Washer 


This all-metal Gainaday is the very latest in 
cylinder type construction and has been our 
standard make for many years. The eight- 
sheet capacity aluminum cylinder revolves and 
reverses in a copper tub tinned on the inside. 
The 4% H.P. motor runs the strong mechanism 
which is entirely enclosed. Wringer is all 
metal, equipped with special device which in- 
sures absolutely even pressure at all times. 
Guaranteed one year. Nearly 100,000 in use. 
Retails at $150.00. (Galvanized tub model 
$130.00.) 





plant, on several unrelated advertising cam- 
paigns, and keep a multitude of records. Thus 
his work is multiplied, his time is consumed, 
sales expense is increased and his commissions 
are not what they should be. 


The jobber’s salesmen traveling out of Iron- 
town work differently. They sell the complete 
Gainaday Line—have to sell one organization 
only, boost one nationally known manufacturer 


Gainaday Oscillator 


' This is the highest grade, cabinet type, oscil- 


lating washer on the market and retails at the 
lowest price. Seven-sheet capacity copper tub 
is driven by a simple mechanism which in turn 
is direct driven by a powerful splash-proof 
motor. Automatic switch shuts off current in 
case of overload. Exclusive feature which pre- 
vents blown fuses and burned out motors. 
Equipped with same wringer as_ cylinder 
washer. The greatest washer value in the 
world. Use it as a “leader” and you will make 
more sales and bigger profits. 





Appliances 














Washburg vs. Irontown 


and receive the assistance of one carefully 
planned campaign of advertising to dealers and 
consumers. Records are simplified, sales are 
more easily made and at lower cost, and sales 
commissions come with greater regularity. 


The Gainaday Line consists of the Gainaday 
cylinder-type Washer and the new Gainaday 
Oscillator, the Electrically Operated Gainaday 
Ironer and Gainaday Suction Cleaner. 


Let a dealer stock any one of these appliances 
and the salesman is satisfied, for he knows that 
it is only a question of a little time until that 
dealer will be a booster for the entire Gainaday 
line. 


We have some very desirable territories open 
for up-and-going jobbers and shall be glad to 
send complete details of the Gainaday fran- 
chise upon request. 


GAINADAY ELECTRIC COMPANY 
3016 Liberty Ave., Pittsburgh, Pa. 


Sole Distributors for Pittsburgh Gage & Supply Company 


Suction Cleaner 
This cleaner is a wonder. Light, strong, simply 
constructed, and very efficient. Specially de- 
signed bag holds dust and dirt gathered up by 
powerful suction through nozzle which is 13 in. 
wide. Pistol grip handle equipped with trigger 
switch. Retails $48.50. Attachments $10.00 


extra. 





Household 


Sell the Complete Line 
More Sales—Bigger Profits 


Open End Ironer 


The most efficient and up-to-date Ironer made. 
Many important features—strong motor, con- 
venient switch button, clutch to start and stop 
roll, smooth faced ironing shoe, pedals for con- 
trolling shoe, 46-in., well-padded roll, open end, 
automatic gas and air mixer, and one wheel for 
adjusting pressure. Mechanism is strong and 
completely covered. No belts or pulleys. 
Retails $155.00. (Electrically heated $200.00.) 
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Not on “MAIN STREET” 


While it is true that nearly every dealer’s “Main 
Street” is loaded with prospects for good lighting 
that can be converted in orders by a little aggres- 
sive salesmanship, do not forget nor let your 
dealers think there are not other good prospects 
for Denzar. The little church around the corner, 
the factory office down by the railroad, the Elk’s 
Club, the Masonic Temple, the depot restaurant 
and dozens of others scattered about town are in 
need of good lighting. And where glareless light, 
soft shadows, efficiency and pleasing appearance 
coupled with moderate price are desired there is 
no better light than Denzar. 


3efore the installation of eight Denzars in the 
stock room of Bovard & Seyfang at Bradford, 
Pa., it was typical ot ‘he hidden prospects for 
Denzar. 

Get off the “White Way” and “Main Street” 
occasionally for there is often a wide road to easy 
sales just around the corner. 


BEARDSLEE CHANDELIER MF6&. CO. 


218 South Jefferson Street 
CHICAGO - - - - ILLINOIS 














Urges Dealers to “Sell ’Em 
Something More”’ 


In a recent issue of ‘Nelectra- 
Grams,” published by the Newark 
Electrical Supply Co., Newark, N. J., 
and distributed among its contractor- 
dealer customers, attention is called 
to the opportunities which exist for 
making additional sales on every elec- 
trical installation. The idea is 
brought out in the following manner: 

“We have had opportunity to watch 
this ‘Sell Em Something More’ slogan 
build up sales, and believe that every 
electragist would do well to keep this 
‘Sell "Em Something More’ idea in his 
own mind and frequently ‘jack up’ his 
organization on this subject. The 
man who is doing a wiring job in a 
home will have no trouble selling some 
appliance if his boss makes it inter- 
esting to him by offering a nominal 
commission on each sale. If a man is 
working in a place of business or some 
factory, he would have no trouble sell- 
ing additional lighting and ventilating 
equipment, for example, if he knew 
that by helping the boss ‘Sell "Em 
Something More’ his own poeketbook 
would be benefited. We urge every 
electragist to announce a schedule of 
commissions on orders brought in by 
his various men. He is sure to cash 
in on such a plan.” 





Motor Business Better 

Sales of motors during the last 
three weeks compared to the corre- 
sponding period just preceding show 
greater volume. Manufacturers re- 
port that business is greatly scattered 
and the small order aspect of trade in 
this line keeps the marketing costs to 
the jobbers relatively high. Large 
stocks of motors are available and the 
competition of used equipment is felt 
somewhat. The general trend is to- 
ward better business. Small motors 
are selling most actively. 


New York Electrical Show 
Successful 


Thousands of people were attracted 
to the industrial and electrical expo- 
sition held in the Grand Central Pal- 
ace, New York City, Oct. 7-14. 
Among the interesting exhibits were 
the Museum of Edisonia, the model 
electric home installed by the United 
Electric Light & Power Co., the 
transferable luminaires, and many 
industrial applications of the use of 
electric service. 



































“SHELTON 
VIOLET 
RAY 


Outfit 
No. 20 


Retails 


122 


~~ . 


Your first duty 


is to sell SHELTON Violet Ray to the dealer. That’s easy, 
because SHELTON leads the field. 


Your second task is helping us help him sell his customers. 
And that’s just a matter of five minutes demonstration of its 
uses and benefits. 


SHELTON ELECTRIC COMPANY 


New York — 16 East 42nd St. Chicago — 30 East Randolph St. 
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WILLIAMSON LIGHTING FIXTURES 
SOLD TO DATE 


R. WILLIAMSON & CO. 
New York Chicago San Franciscc 
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Five of the largest and best known glass 
manufacturers are co-operating with R. 
Williamson & Co. in offering to jobbers 
and dealers the Williamson Plan for mer- 
chandising glassware: 


Macbeth-Evans Glass Company 
Phoenix Glass Company 

Eagle Manufacturing Company 

H. Northwood Co. 

Consolidated Lamp & Glass Company 


WILLIAMSON 
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1s Nation-wide 


Just look over this list, please! 


1—Radio News 

2—Radio Broadcast 
3—Radio 

4—Radio Topics 

5—Radio Call Book 
6—Wireless Age 

7—Q ST 

8—Electrical Retailing 
9—Electrical Merchandising 
10—Jobber’s Salesman 


These are some of the publications 
we use to put over the big Bradleystat 
merchandising campaign. Are you 
profiting from this nation-wide effort 
to get business for you? If not, better 


write us today! 





492 Clinton St., Milwaukee, Wis. 


Manufacturers of graphite compression rheostats 
or over twenty years. 


BRWAWABBBBABABBRBRBABRBRBRBRBBEBRBAEE BEE EE 


HAND THIS MEMORANDUM 


To Your Secretary 
Write, today, to the 


Electric Controlling Apparatus 
492 Clinton St., Milwaukee, Wis., 


and ask them to send me, personally, a com- 
plete layout of their Bradleystat merchandising 
campaign. Tell them to include prices, dis- 
counts to the trade, and samples of their 
literature. 















Exhibit 

An interesting congress and exhibit 
has been planned by the Philadelphia 
Section of the Association of Iron and 
Steel Electrical Engineers, to be held 
at the Hotel Majestic, Philadelphia, 
Saturday, November 4. About twenty- 
five manufacturers of safety switches 
for 600-volt service and below, includ- 
ing motor starting switches of the 
across-the-line type only and limit 
switches for cranes, will exhibit their 
products at that time. 


Arrangements have been made to in- 
vite everyone interested in safety 
switches, which, in line with recent 
legislation in Pennsylvania, has been 
receiving considerable thought and at- 
tention. The exhibit will open at 
1:00 p. m., and at 6:30 p. m. a dinner 
will be served. Following the dinner, 
P. T. Vanderwaart, electrical engineer 
of the New Jersey Zinc Co., Palmer- 
ton, Pa., will deliver a paper on the 
subject, followed by a general discus- 
sion participated in by electrical engi- 
neers of the iron and steel and other 
industries, central-station men, job- 
bers and contractors and representa- 
tives from the Underwriters’ bodies. 
Considerable attention will be paid to 
the proper design and application of 
the safety switch, both as a means for 
disconnection and power and lighting 
service, as well as a means for man- 
ually starting squirrel-cage motors 
which can be directly connected to the 
line. 


Recent congresses of this type have 
been held in Pittsburgh, Cleveland 
and Chicago with considerable success, 
and every effort is being made by the 
Philadelphia Section to have this con- 
gress prove of lasting benefit to the 
electrical industry in general. 





Needed a Bumper 


In a recent issue of the Automotive 
Equipment Merchandiser, the official 
organ of Ray Sherman’s “Ask ’Em to 
Buy” campaign, there was a story 
about a florist who walked through a 
garage dealer’s show window down in 
Ohio, because the window looked so 
clean it didn’t seem like a garage win- 
dow. According to Howard M. Dine, 
of the Dine De Wees Co., who tells 
the sequel to the story, the dealer put 
in a new window and another man 
walked through it. So Dine advised 
him to put a bumper on the window. 





Safety Switch Congress and 





“I Picked Winners” 


Was the 

business 

the secre 
cess, 


answer of a prominent 
man to a question as to 
t of his remarkable suc- 


UNITED 


Variable Condensers and 
Transformers Are Winners 


Back of 


them is a_ half-million 


dollar equipment and a staff of 
o Engineers. 


real Radi 
United 
Variable 
Condenser 
with 
Vernier 
Attachment 


46 plate, 
$6.50 


26 plate, 
$5.50 


With dial 
and knob, 
The only 
Vernier 
with — stop. 


United Variable Condenser 























Without Vernier, Dial or Knob 
43 plate .$4.50 5 plate . 2.75 
23 plate . 4.00 3 plate .. 2.25 
11 plate .. 3.50 
Son Mounting made easy 
. 4 by our template for . 
locating panel holes; 
packed free with 
each condenser. 
United 
Transformer 
Fully 
mounted 
as shown. 
Black 
enamel or 
buffed 
nickel 
plated, 
$4.50 
Liberal Discount 
to Jobbers 
Send for 
Circular Pat. Applied For 


United Mfg. 
& Distributing Co. 


536 Lake Shore Drive 


CHICAGO 
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Dictograph /{adio Loud Speaker 
Proves Sensational Success! 


meets the demands of the home. Here is 
the Loud Speaker built to Dictograph stand- 
ards of supreme quality—that reproduces every 
sound clearly, naturally and in full volume, without 
noise or distortion, gives perfect results with any 
vacuum tube set—and sold at a price within the 


reach of all! 


The great resources of Dictograph Products Cor- 
poration, its years of experience in making sound- 
transmission and Loud Speaking devices, have made 
this wonderful Loud Speaker possible at such a low 
price. And the world-wide reputation of Dicto- 
graph products—the ‘“‘Acousticon” for the Deaf, 
the Detective Dictograph, the Dictograph System of 
Loud-Speaking Telephones—has established an 
assured demand for this new Dictograph product. 


H == at last is the Radio Loud Speaker that 


Orders have been received in such volume, in ad- 
vance of production, that we have been able to in- 
crease output and to reduce the price originally an- 
nounced. Instead of $25, the list price is now only 
$20—complete with five ft. flexible cord. 


There is a tremendous, waiting market for the Dictograph 
Radio Loud Speaker for the home! Our extensive adver- 
tising campaign is selling the public and the dealer, 

We have a strict jobber policy. 


We still have a very attractive distributors and jobbers 
proposition open in a number of localities where we are 
not yet represented. It will pay you to get in touch with 
us quickly. Write or wire today for jobbers’ discounts. 


The Standard of the World 








List 
Price 


20 


Complete with 
5 ft. Flexible Cord 





A beautiful instrument! Finely constructed, richly fin- 
ished. Highly burnished, French lacquered, eleven-inch spun 
copper-bell horn attached to die cast black enamel tone arm, 
finished with nickel trimmings. Cabinet 6x5 inches base, 
4 inches high; of solid, ebony-finished hardwood, mounted 
upon rubber knobs. Furnished complete with 5 ft. flexible 
cord. No extra batteries required. 


Note:—Electrotypes for catalogs, advertising, etc., are avail- 
able and will be furnished on request. 





The Best 
At Any Price 








DICTOGRAPH Radio HEAD SET 


The Dictograph Radio Head Set has established a standard of 
quality impossible to secure in any other head set. Its use on 
any receiving set, crystal detector or vacuum tube, improves re- 
ception immeasurably. 3000 ohms resistance. The best Head 
Set in the world. Regularly furnished as Standard Equipment 
with the leading receiving sets made. 


Constantly increasing sales by dealers everywhere prove the 
recognition by the radio public of Dictograph supreme quality— 
the guarantee of PERMANENT profits. 








DICTOGRAPH PRODUCTS CORPORATION 


220 W. 42nd STREET 





Branches in all principal cities 


FN NL NI TTS 


NEW YORK CITY 
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A group of related convenience devices 
that bridge the gap between available 
electrical service and that very desirable 
prospect—an unlimited use of electrical 
home conveniences. 


Whether the outlet is an Edison socket 
or a slotted receptacle, and irrespective of 
the type or style of attachment plug with 
which an appliance may be equipped, there 
is a “Benjamin” Convenience Device to 
bridge the gap between the outlet and the 
appliance. 


One line; one quality; the acceptance 
by the public already of millions of 
“Benjamin” devices—a Convenience 
Device for any and every need —these 
give the Dealer a real sales opportunity 
and restore his old-time profit on this 


class of goods. 
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THE ONE-TO-TWO 
Cat. No. 122 


Molded body, brass trim. Smallest and 
lightest of Two-Way Plugs. Desirable 
where an inconspicuous device is more 
important than the position of the out- 
lets. Mounted 10 on a handsome dispen- , 

ser-display card, furnished free with macht 


10 devices. 


THE SWIVEL TWO-WAY 
Cat. No. 77 


One piece, molded Bakelite. Friction swivel on 
plug end permits the side outlet to be turned to any @§ 
convenient direction for an extension cord. Lamp aceon ven VU» Hf 


hangs straight down. Standardized shade-holder aay a F 
| i] iy ys 


One-to-Two Dispenser-Display Card 


A Lia 


can be used. 


THE BENJAMIN TAP-LITzZ 


Cat. No. 1080 


The latest and handsomest special feature current tap. 7#Plite Digpenser-Display 
) Side outlet of molded material, takes standard paral- 

lel blade cap. Screw plug is swivel type which permits adjustment of side 

outlet to any point of circle. Brushed brass shell has bead and thread at 

bottom for standard shade holder. Mounted 10 on a handsome dispenser- 

display card, furnished free with each 10 devices. 


May be used to adapt screw base be grouped and assorted with any 
attachment plugs to slotted con- other devices under Schedule 1-A 


Cat. No. 1006 venience outlets. to make up a maximum quantity. 


‘ad THE 1006 ADAPTER The above Two-Way Plugs may 


Write to your electrical supply jobber for new list prices or address our nearest office 


BENJAMIN ELECTRIC MEG. CO. 


847 W. Jackson Blvd., Chicago 
247 W. 17th St., New York 580 Howard St., San Francisco, Cal. f Va 


Ke Ur’ ote 


BENA) 


‘2'5_ Makers of Things More Useful i 












































































Repeat That 
Last Order! 














That’s What You Hear 


when you have once put 
SIGNAL PRODUCTS into 


the hands of your customers. 


SIGNAL PRODUCTS 
give satisfaction because 
there are years of experi- 
enced handicraft in them— 
they are made by men who 
have grown up in the man- 
ufacture of electrical goods. 

They are finished—outside to 
sell—inside to serve. 


Dealers appreciate that kind 
of goods, because it’s this that 
brings their customers back for 
more. 








Signal Porcelain 
Housed Trans- 
former 


Signal Iron 
Box Bells 
The SIGNAL LINE includes: 
Bells—Buzzers. 
Transformers. 
Battery Chargers. 
Medical Batteries. 
Radio Equipment. 
Sell SIGNAL and you sell 
SURE SATISFACTION, 


SIGNAU Ree 


Factory and General Offices 


1904 Broadway 
Menominee, Mich. 
Atlanta Chicago 
Montreal St. Louis 
Boston Minneapolis 


New York San Francisco 
Cleveland Toronto 
Pittsburgh 

You’ll find our branch offices in the Tele- 


phone Directory 
Seca Sm RY AA AOE AA NRE NIN NCEE GORE cm 


Bulletin Coupon 
Sional Electric Mfg. Co., 

1904 Broadway. Menominee, Mich. 

Please send bulletins on the subject checked 
below to name and address written on mar- 
gin of this page. 

[1 Bells and Buzzers 
OC) Bell Ringing 

Transformers 

(1) Radio Equipment 


Medical Batteries 
Battery Charger 
() Telegraph Instru- 








How to Develop the Market for 


Small Motors 


Interesting the American Boy a New Feature of Sales Cam- 
paign Among Electrical Dealers 


NE method of making people en- 
thusiastic users of electrical de- 
vices is to start cultivating them 
while they are still young and in the 
formative stage. As they advance in 
years the electrical idea grows with 
them. Moreover, the young are more 
venturesome and usually take to new 
things at once. 
John F. Scott, 
vice-president and 
general manager 
of the Varney 
Electrical Supply 
Co., Indianapolis, 
Ind., has started 
with the American 
Boy as the first 
step toward de- 
veloping new mar- 
kets for small 
motors. To begin 
with, he gave a 
short talk to the 
pupils in a local 
high school, boys 
and girls alike. 
He explained the 
many uses for 
small motors in 
the home, shop, 
store, etc., making 
frequent reference 
to the “Popular Motor Mechanics” 
booklet issued by the Westinghouse 
company, and inviting the pupils to 
call at a certain dealer’s store for 
a copy of the booklet, which 
contains many illustrations, sketches 
and diagrams showing easy ways of 
using small motors. 


* * ” 
So much interest was shown by 
these high school pupils that Mr. 
Scott immediately wrote letters to 


the high school principals in many 
Indiana towns, mailing a copy of the 
booklet and suggesting that the prin- 
cipal, in each case, have his pupils 
call upon the local electrical dealer 
for a copy. It was really surprising 
what far-reaching results were ob- 
tained by this plan. 

Boys taking manual training in the 
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schools are used to motor-driven saws, 





John F. Scott, Vice-President of the 
Varney Electrical Supply Co. 


lathes, ete., in the class shops. It is, 
therefore, an easy matter to interest 
them in arranging a workshop of 
their own. A few years ago the boy 
had his tool chest, but today he has 
his little workshop. The increased 
use of radio apparatus has done much 
to induce boys to experiment and 
work at home with electrical and 
mechanical] things. 
And, since the 
small motor is the 
vital force in ev- 
ery little work- 
shop, there is 
hardly an Ameri- 
can boy who 
would not cherish 
a small motor and 
the things he can 
do with it. Be- 
sides, the average 
father is so in- 
tensely interested 
in the develop- 
ment of his boy 
that he will glad- 
ly buy useful 
things, such as 
small motors, to 
encourage greater 
industry on _ the 
part of his boy. 
Nothwithstanding Mr. Scott’s suc- 
cess in selling the American Boy, he 
soon learned that the market for small 
motors reached out to many other 
fields which have heretofore been neg- 
lected. For example, the housewife 
can use a motor to buff and polish 
silverware, cutlery, and glassware, 
and to scour and clean pots, pans, 
bottles and jars. With simple at- 
tachments, she can use one to whip 
cream, beat eggs, and make and re- 
pair many things for the house, gar- 
den, auto and garage. The carpenter, 
the plumber, tinsmith and other me- 
chanics can use a small motor in their 
daily work to drive lathes, drills, 
saws, buffing and grinding wheels. In 
every town there are wood and metal 
working shops, laundries, cleaning 
and dyeing shops, garages and print 
shops, many of them still using old- 




















time methods that could be improved 
through the use of electric motors. 

This brief review will help to re- 
call the extensiveness of the small- 
motor market which can be economi- 
cally reached through the use of the 
Westinghouse small-motor campaign, 
a sales plan centered about the use 
of the booklet, “Popular Motor Me- 
chanics.” All the dealer has to do 
in order to get into this campaign is 
to make an attractive motor window 
trim, using as a guide the window 
displays illustrated in the booklet, 
“Motor Merchandising Ideas.” Motor 
window cards, sign cards and folders 
are furnished for this purpose. 

It is surprising how many people 
are already half sold on the use of 
small motors for their daily work. 
The common use of motor-driven ap- 
pliances in the home, store, office and 
shop has taught the average person 
their time and labor-saving features. 
It remains only for electrical men to 
tell the people in some way that the 
same motor which they see on wash- 
ing and ironing machines in the home, 
on coffee and meat-grinding machines 
in the store and on small lathes and 
saws in the shop can be bought in 
the local dealer’s store and easily 
arranged to do many other things to 
lighten their daily tasks. 

It is with the purpose of enlight- 
ening the people on this very sub- 
ject that the campaign has been ar- 
ranged. The sales possibilities are 
fairly iwell crystallized and _ there 
exists a reasonable promise of imme- 
diate profits to the dealers who will 
develop small-motor sales. 





To Minimize Interference 


In anticipation of the unprecedent- 
ed interest in radio the Bureau of 
Navigation, Department of Commerce, 
is taking steps to minimize radio 
broadcasting interference and insure 
strict compliance with the law. The 
bureau comments upon the fact that 
the radio season may be said to begin 
in September and close in April. 

Radio inspectors in each of the nine 
districts, it was announced, have been 
instructed to cover the principal radio 
centers and points where serious in- 
terference may be expected. On these 
trips they will inspect stations for 
license, examine applicants for oper- 
ators’ licenses and determine whether 

_ the transmitting stations are adjusted 
to meet the requirements of the law. 


She Jobber's 


PREPARE YOUR DEALERS FOR 
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RETAIL 
PRICE 


$950 


RETAIL 
PRICE 


$950 











The Electric Costing Iron 
With The Professional Touch 


In selling electric curling irons be sure to select that iron which will 
make friends and profits for both your dealers and yourself. 

The PERFECURL has many features which will sell it. A round tap- 
ered point which permits easy passage through the hair; a 6 ft. flexible 
cord makes the iron free in the user’s hand; a 2 piece plug; a removable 
waver ; and a special heating element which provides an evenness of heat. 

The PERFECURL is guaranteed for one year from date of sale when 
properly used on a circuit of not over 120 volts D. C. or A. C. 





Sell an electric curler that will make money for 
you—write for discounts and further particulars. 


ROGERS ELECTRIC COMPANY 


507 S. FOURTH ST. MINNEAPOLIS, MINN. 


































Che HE “Little Chef” electric stove 


ie Ch Jt is the handiest little household 
Little ef? : necessity imaginable. In the kitchen 
i for cooking, in the dining room for 
> > 9) bd 
: Electric Stove coffee or toast, in the bedroom for 


preparing baby’s food, in the bathroom 
for shaving-water—it proves itself the 
housekeeper’s handy assistant. 


The exceptionally attractive retail 
price attracts the thrifty housekeeper 
and assures your dealers the rapid 
turnover desired. 


Push the “Little Chef” and the 
Little Chef will boost your profits. 


Specifications 


2-piece cold-rolled 
steel construction. 
Copper coated and 
nickel plated. 7%” 
long, 675” wide, 244” 
high. Weight 22 
ounces. 6 ft. cord 
and plug. The heat- 
Sold only ing element is partic- 


thru jobbers * a a 
gree a. wetaiens--. ularly efficient. Water 
no house-to-house can’t “short, rust 
canvassers. nor corrode it. 


THE W. B. McALLISTER COMPANY 
2167 East 3ist Street Cleveland, Ohio 
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SELL A HOT PLATE 
THE MASSES BUY! 


9 | % Of the Employed People Earn 
© $1700 or Less Per Year. 


3 y) Of the Employed People Earn 
© $3000 or More Per Year. 


ROGERS “Twin HEAT” HoT PLATE 





Retail The “Twin Heat’’ has an unusual 
for Christmas appeal to the buying class 


$5.00 —the 91%. 


The exceptionally low price of the 
: ; “Twin Heat” places it within reach of 
West of Rockies 

the mass of people your dealers court 


$GOO as customers, 


Christmas time is giving time and jobbers whose deal- 
ers sell the Rogers ““Twin Heat”’ will experience a brisk 
selling period during the pre-holiday season, 





Sales volumes this year should be unprecedented. The 
neat appearance of the ““Twin Heat”; its many exclu- 
sive features and its low selling price of $5.00 produces 
an impelling sales appeal. Stock your dealers in antici- 
pation of the Christmas trade. 


ROGERS ELECTRO HOT PLATE 


$ 


West of 
Rockies 


$250 
For those people who do not desire a ‘“Twin Heat”’ 
there is the Rogers Single Electro Hot Plate. It is 


made of identical materials as the ‘““Twin Heat’ with 
the same high standard of quality. 





This is a fast selling Hot Plate and your dealers can 
look for big sales. 


Price and quality are its leading selling points. Sell 
your dealers a representative lot of “‘Electros.”’ 











THE COAL SHORTAGE 
MEANS MONEY To YOu! 


Capitalize This Opportunity. 
For Increased Heater Sales 
‘By Selling 
THE ROGERS JUNIOR ELECTRIC 
HEATER AND COOKER 


This combination 
Heater and Cooker is 
marvelously efficient 
and proves a_e real 
boon in its field. It 
will not only keep an 
ordinary room com- 
fortable, but it will 
cook, fry, boil or toast, 
It is 12 inches high 
by 7 inches in diam- 
eter and is equipped 
with asbestos’ cord, 
and standard separ- 















Price 


$5.00 
West of 


Rockies 


$6.00 


able attachment plug. 
An asbestos pad below 
the element prevents 
the heat from passing 
downward. The feet 
are fiber insulated, 
Nickel plated top and 
bottom. Cone Shaped 
Reflector inside of the 
blued steel shell. The 
current consumption 
is 600 watts. There 
is ample air circula- 
tion from the bottom 
upward, resulting in 
a constant and steady 
w of heat, 


HE ROGERS ELECTRIC 
RADIANT HEATER _ 


The Scutenéss of the uni- 
versal coal shortage is 
creating a powerful mar- 
ket for electric heaters. 
People must have heat. 
Public utilities have prior- 
ity on coal and naturally 
the public will turn to 
electricity for the solution 
of the heat problem this 
winter. 
Rogers Electric Radiant 
Retails for oe pro- 
vide the prac- 
$850 tical, efficient 
and economi- 
cal method of 
using electricity 
for heating 
the home, 
office and 
store, 














The jobber who takes steps immediately, to claim his 
share of electric heater business, will be surprised ‘at 
the volume of orders. 


Dealers know and buy them—consumers need and de- 
mand Rogers Electric Radiant Heaters. PLACE YOUR 
ORDERS NOW FOR QUICK SHIPMENT! 









2017 EAST 65TH ST. 


THEROGERS ELECTRIC LABORATORIES CO. 


CLEVELAND, OHIO 


ALSO MANUFACTURERS OF ROGERS VIOLET RAY HIGH FREQUENCY GENERATORS 
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F. N. Averill 


(Continued from page 21) 


trical Engineering Co. at Portland, 
and established the Fobes Supply Co. 
in that city, to operate as a branch of 
the Fobes Supply Co. of Seattle. 
Since that time he has been contin- 
uously in the jobbing business, and 
has made a reputation for himself as 
one of the leaders in his field. 

In 1911 Mr. Averill was made man- 
ager of the Seattle house, and after 
the death of Mr. Fobes in 1916 he was 
elected president of the two corpora- 
tions. The success and progress of 
the business is indicated by the open- 
ing on Jan. 1, 1921, of branches in 
San Francisco and Oakland, Calif. 

Mr. Averill is a member of the ex- 
ecutive committee of the Pacific Coast 
Division, Electrical Supply Jobbers 
Association. He is a _ thirty-second 
degree Scottish Rite Mason and 
Shriner, and belongs to the Waverly 
Country Club. However, he plays 
very little golf; rather, his idea of 
recreation runs to fishing and hunting 
and doing outdoor manual labor on 
his place up in the mountains on the 
Columbia River Highway, where he 
makes his summer home. 

No long-drawn-out recipe for suc- 
cess in the electrical jobbing field is 








It takes rather a hefty fellow to hold 
down a “Staggard Twin Six,” but L. J. 
Harvey doesn’t seem to have a bit of dif- 
ficulty. As a matter of fact, that’s nothing 
for L. J., for he holds down the post of 
sales manager of the Miller-Seldon Elec- 
tric Co., Detroit, and he does it in regular 
fashion, too. 

















You Give Most 


When you sell Wakefield “Red 
Spot” Hangers, you are giving your 
customers the highest quality, best 
price and biggest profit. At the 
same time 


You Get Most 


because “Red Spots” average to pay 
the jobber better than any similar 
type of suspension. They are 
made, packed and priced for job- 
ber distribution: Our policy is 
expressed in our advice to the 
trade—“Order through your job- 
ber.” 


WAKEFIELD 





he most discrim- 
inating distributors 


Sommers eho “RED SPOT” 


HANGERS 


can be used with any standard urn- 
shaped glassware. They are easy 
and quick to wire—easy and quick 
to hang—they hang in perfect bal- 
ance. 

















ORE: 








SAF E—In Gartons 


Wakefield “Red Spot” Hangers are packed in 
cartons. All parts are carefully wrapped and 
checked, and the carton plainly labeled. Our 
packing system insures you against loss, dam- 
age or deterioration of finish. 


























The F. W. Wakefield Brass Company 
Vermilion, Ohio, U.S. A. 
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Here’s Real Fuse-Selling 
“Ammunition” For You! 


When you sell “Union” Renewable Fuses you are backed up 
by selling points that really sell. 








You can make “every shot count’”—can make every call tell its 
story in your order book. 

The advantages which the “Union” holds over other fuses 
are so striking and so vital that to explain them to your prospect 


means a sale of 


Uw 
RENEWABLE FUSES 


Here’s your fuse-selling ammunition in brief : 


























1. “Union” Renewable Fuses will with- 
stand more blowouts than any _ other 
fuse on the market. You can make this 
statement to your prospect and back it 
up by actual competitive tests. 

2. Special reinforcements at the ends 
where heavy brass ferrules are both ‘i 
screwed and riveted onto the outside of | 
the casing. 

3. The casing itself is stronger, thjcker 
and tougher than that in any other fuse. 

4. Entire center of the link melts com- 
pletely and leaves a wide space which 
absolutely prevents arcing. 

5. There is no flesh or violent explosion 
when the fuse blows. 

6. The simple construction of the “Union” 
enables it to be more easily and quickly 
renewed than any other fuse. 


Because of these and other reasons, 


The “UNION” Saves More Than 
ANY Other Renewable Fuse 





CAT W5.4247 
HICAGE FUSE WFG.CO. 
As a first step to bigger sales, why 
not send today for our inter- 
esting catalog? 


CHICAGO FUSE } 
MFG. CO. 


Manufacturers of Switch and Outlet Boxes 
Cut-Out Bases, Fuse Plugs, Automobile 
Fuses, Renewable and 
Non-Renewable En- 
closed Fuses. 


CHICAGO 
NEW YORK 
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Mr. Averill’s. Hard work and atten- 
tion to business, he says, will gener- 
ally bring more or less success. And 
if that is the measure, then his indi- 
vidual success stands as witness to his 
energy, application and resourceful- 
ness. 


New Station for Middle West 
Utilities Co. 

To meet the increased demand for 
electric power in southern Illinois and 
in expectation of an even larger in- 
crease in the-near future, the Middle 
West Utilities Co. is erecting a new 
power station at Grand Tower, IIl., 
just below St. Louis on the Missis- 
sippi river. The initial order for gen- 
erating equipment was awarded to the 
Westinghouse Electric & Manufactur- 
ing Company, East Pittsburgh, Pa., 
and consists of one 20,000-kw. turbine- 
generator unit. 


Radio Corp. Buys Office 
Building 

Officials of the Radio Corp. of 
America have announced that a con- 
tract has been entered into for the 
purchase of the White Oil building in 
New York City for approximately 
$1,000,000. The building, in which 
already are some of the offices of the 
corporation, will be known as Radio 
House, and will -be the point from 
which all messages from and to the 
United States will be sent and re- 
ceived. 


Salesmen Make Changes 


C. J. Hoar, formerly of Avery & 
Loeb Electric Co., Columbus, and G. 
J. Filiatrault, of the Apex Electrical 
Distributing Co., have joined the Wil- 
liam Hall Electric Co., of Dayton, 
Ohio. The latter will have charge of 
appliance sales. 


Joins Garfield Company 


Victor J. Shear, who has _ been 
identified with the electrical supply 
business for a long term of years, has 
been appointed assistant to George A. 
Lichtenstein, president of the Garfield 
Electrical Supply Co., New York 
City. 

















At Cincinnati 
W. J. Swartz, W. J. Doherty and 
E. Lum have joined the sales force of 
the Western Electric Co.’s branch at 
Cincinnati. 
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A New Series 
of 


Electrical Supply Catalogues 


For jobbers who realize the importance of having the strongest 
catalogue representation during these times of intense competition, 
R. R. Donnelley & Sons Company are bringing out an entirely new 
series of electrical supply catalogues, embodying the results of 
nearly twenty years of specialized experience as the largest com- 
pilers in this line. 


These catalogues are being built to help you secure the largest vol- 
ume of mail orders—the orders where your greatest profits lie. They 
are designed for jobbers who realize that their catalogues are 
entirely a means to an end, and that the cost is not to be measured by 
the price alone, but rather by the price divided by the results pro- 
duced by the catalogues. 


A very considerable investment of our own funds is going into the 
building of these pages. No requests are being made to manufac- 
turers to pay for pages. 


Even with our new enlarged department, and with the largest com- 
piling organization, our output of these new books for Spring deliv- 
ery will be decidedly limited, and prompt action is advised. 


One of our layout men will be glad to go into the matter in detail 
with you at your office without expense or obligation. 








R. R. Donnelley & Sons Company 


Jobbers’ Catalogue Department 


731 Plymouth Court Chicago, III. 
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\Red Dewil Tools 


“Red Devil’ Pliers 
meet the requirements 
of your most particular 
customers! 





HEY represent not only 
Ty. profit-making line, but 
also one that will build 
for you solid good-will with 


your most particular cus- 


tomers. 


Made in a complete assort- 
ment of styles and sizes, each 
tool designed and forged to 
a high standard, that is found 
only in “Red Devil.” 


It is to your advantage to 
write today for literature and 
trade prices. 


Smith & Hemenway Co., Inc. 


Manufacturers of “Red 
Devil” Electricians’ Tools. 


266 Broadway New York, N. Y. 





“Red Devil” 
Plier No. 4950 
—tested to 


volts. Will 
meet the most ex- 


actin ements 
of e ectriclans who 
demand the t in- 


sulation for 
around hardin 
a plier. 




















The Cost of Distribution 


(Continued from page 6) 


ticular classification of expense items 
under the general heading “distribu- 
tion costs.” 

But the thought in proposing this 
classification of distribution costs is 
for the convenience and the under- 
standing it affords. The main pur- 
pose is to attack the more difficult task 
of determining upon a method for the 
allocation of these distribution costs 
to particular products or classes of 
products. 

I realize that the field is uncharted 
and that any practical suggestions 
must be tentative, in the sense that 
all methods are tentative in the ex- 
perimental stage. One method of 
scientific procedure is the application 
of known methods in new fields. 
Therefore, although the expenses 
which in this case the accountant is 
attempting to distribute are different 
from overhead expenses incurred in 
the actual process of production, they 
are sufficiently similar to make the 
application of the methods evolved 
in the study of production costs to the 
study of distribution costs a logical 
step. 

It is quite usually recognized that 
measuring and acceunting for time 
and materials in the shop is a differ- 
ent proposition from that of deter- 
mining how much of a salesman’s time 
shall be charged as sales expense in 
establishing the selling price of an 
electric fan, a pair of shoes, or a foot 
of wire. But shop accountants in de- 
termining the shop cost of a product 
have ascertained the cost of each proc- 
ess of manufacture or each part of 
the product by studying the opera- 
tions. Thus, through time studies 
vnd specific analysis, standard loading 
rates for overhead shop expenses have 
been determined. Why should we not 
apply similar methods for the attain- 
ment of similar ends in the field of 
distribution costs? My suggestion is: 
Determine and apply standard distri- 
bution loading rates for each class of 
product. 

Immediately there arise two ques- 
tions: How may standard distribution 
loading rates be established? and why 
standard and not current rates? To 
answer the second question first: It 
is a commonly accepted fact that the 
application of current shop expense 
to products or classes of products is 


impracticable. For the same or simi- 
lar reasons, I believe it would be 
found impracticable to determine and 
to apply current distribution loading 
rates. We know that if a manufac- 
turer attempts to establish selling 
prices on the basis of current costs in 
a time of inactivity, his prices may be 
so high as to preclude all sales; on 
the other hand, if he base his prices 
upon the current costs during a period 
of great activity, the prices may be so 
low that he will be unable to main- 
tain them under normal conditions. 
But, in accepting standard rates, we 
accept not only the theory but also 
the need for periodic revisions in or- 
der to be assured that the rates rep- 
resent the changing normal. 

The first step in the process of es- 
tablishing standard rates is the classi- 
fication of expenses by departments 
for the purpose of making specific 
studies that will enable us to discover 
the unit for each type of expense 
which may be used in distributing the 
expense according to classes of prod- 
ucts. 

The basis upon which standard 
distribution loading rates are built 
will be careful and detailed studies 
to determine upon the proper unit in 
each case of the salaries and other 
indirect expense involved in each proc- 
ess. As we are all aware, the appli- 
cation of standard rates to cost prob- 
lems is daily becoming more general. 
As I see it, the important develop- 
ments in distribution accounting will 
come through experiments that will 
lead to the eventual discovery of the 
proper method of making specific 
studies of distribution costs. This 
will lead to further experimenting 
with the job of building up a compos- 
ite rate which will give accurate 
standard distribution loading rates. 

Distribution expenses, in common 
with shop expenses, divide naturally 
into two groups: direct and indirect. 
In the first class are included expenses 
which may be directly allocated to 
particular products because it is pos- 
sible to measure, at least approxi- 
mately, the cost of the labor or of the 
space occupied or the other expenses 
incurred in performing for a particu- 
lar product one of the functions of 
distribution. For example, in_ this 
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“Trouble time” is coming! Storms, 
sleet, ice and snow will soon be here! 


Get ready now for the four hard months 
ahead. Look over the kits of the 
“trouble-shooters’—make sure your 
line-gangs are well supplied with 
Klein’s “Chicago” Grips, “Haven’s” 
Grips, ‘“Come-Along’s” and lineman’s 
tackle. 


ae 


Make a list now of the extra Klein 
Clinkers, Safety Belts and Straps neces- 
sary for the hard winter months. 


Get your order in today for the Klein 
tools you’ll need to make your summer 
tool stock—“winter-size!” 


Mathias | & Sons 
| Established 1857. | Established 1857. 
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class we find items such as the follow- 
ing: 

Salaries and expenses of sales force, 

Advertising, 

Warehousing. 

The idea that salesmen should fur- 
nish in their reports data on the es- 
tablished number of hours devoted to 
each line handled, whether or not 
sales are made, is not a new one. But 
in establishing standard distribution 
loading rates this procedure is essen- 
tial. Errors will be made in individ- 
ual estimates, but in the aggregate, 
accurate results can be obtained espe- 
cially when the results are checked 
by experience over a period of years. 
If the salesmen keep a record of 
their time, it will be possible to es- 
tablish the amount of time normally 
consumed in selling each product. The 
time expended which does not result 
in sales should be charged to the 
products to which the salesman’s time 
has been devoted and not to the items 
sold. The usual method of assessing 
all the selling expense against the 
lines which are actually sold is, of 
course, unfair to the products sold, 
and leads to false conclusions as to 
the profit and loss in carrying cer- 
tain lines. 

The cost of advertising, with the 
exception of that type 
called “institutional,” may be charged 
directly to the classes of merchandise 
advertised. A study will reveal ap- 
proximately how much of the cost of 
any particular advertisement is charge- 
able to a particular product. The ex- 
pense of institutional advertising may 


commonly 


be pro rated on the basis of sales. 





To determine accurately the rent 
cost of warehousing for each of the 
classes of products is not difficult if it 
is possible to obtain the floor space 
occupied by each product or class. 
The space extended at the cost per 
square foot will give the expense di- 
rectly chargeable to each product or 
class. An analysis of the processes of 
receiving, packing and shipping will 
necessitate time studies to determine 
the length of time required to handle 
the various articles in each of the 
classes of products. 

In the second class of distribution 

costs (indirect) are expenses of this 
type: : 
i. All salaries and other expenses 
of the executives who have general 
supervision of company matters which 
are not charged to the manufacturing 
division. 

2. Clerical expenses, such as those 
expenses incurred for accounting, en- 
tering customer’s orders, billing and 
collections. 

Those indirect expenses which we 
classify as administrative offer so 
many difficulties that, in the present 
stage of the development of distribu- 
tion cost accounting, it will be suffi- 
ciently accurate to divide these differ- 
ent expenses on the basis of sales 
made. 

Expenses of the type we have called 
clerical, as a rule, have no relation to 
the dollar value of the sale. Rather 
is- this expense dependent upon the 
number of units of work handled by 
the various departments. In most in- 
stances, the number of items of a 
product on.a shipping ticket is a fair 


unit for the allocation of the expense 
of the product. 

Therefore, if a study is made of the 
number of items on shipping tickets, 
classified by lines of products, for a 
stated period, we shall have a meas- 
ure of the amount of work entailed 
in handling each line; the indirect ex- 
pense of this type may then be allo- 
cated to the classes of products on 
the basis of the number of items 
shown to be average by such a study. 

After allocating expenses to partic- 
ular products or classes of products 
according to the method best adapted 
to each type of expense, it is neces- 
sary to summarize the total expenses 
to be charged to each product or class 
and raise these figures to an annual 
basis. At this point, the next step in 
the process of establishing a standard 
distribution loading rate is the prep- 
aration of estimates of the probable 
sales per annum by classes of prod- 
ucts. With these estimated figures, it 
is possible to calculate the ratio of the 
expense of each product to its sales. 
These percentages, when normalized, 
become the standard rates. In a grow- 
ing business so-called normal condi- 
tions change constantly. In the de- 
termination of normal conditions, 
care should be taken to eliminate any 
factor known to be unusual and non- 
representative and rates should be 
based upon conditions prevailing dur- 
ing that phase of the business cycle 
which is neither a boom period nor a 
period of depression. 

The fundamental 
current interest in the cost of distri- 
bution is, of course, the desire of the 


reason for the 

















STATEMENT B—Net Profit on Investment from Sales of.................0........ec.cc.e--eececeeeeeeeeee Daring: PRTG OE. .5- 5. cox dogscoenstnsinn-- scone 
a b c d e f g 
Per Cent of Sales 
Cumu- 
Per Cent Per lative Per 
Cumulative |Realized Cent Period Cent 
This Period of the This Real- This Real- 
Month | This Year | Budget | Month ized Year ized 





Summary— 

DTI eects nag Sn tte 
2. Manufacturine-, cost: .2...4i5.1....0.4:5425; 
3. Gross profit (Line 1 — 2)....................... 
4. Standard distribution cost (See Note S) -........0....20.00..:0c0eeeeee- 
5. Per cent of gross profit (Line 4 —~ 8)... 
6. Standard net profit (Line 3— 4)......... 
7. Current variation (See Note U)........... 
8. Current net profit (Line 6 + or — 7) 
9. Average investment............ Si Spee Lar 
10. 


Per cent return on Investment (Line 8 raised to annua] 
basts.<<- Hime: OR cis ist. -ccachenn gece 
11. Turnover (Line 9 — line 1 raised to annual basis) ................... 








4 




















Note S—Obtained by applying standard distribution loading rate as determined in statement C. 

Note U—By combining individual reports which show the costs and ‘profits by classes of products, the total amount of distribution 
costs absorbed on all classes as the result of the application of standard distribution loading rates may be compared 
with the actual amount of distribution costs incurred; from this comparison a percentage of current variation may be 


determined for line 7. 
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Mr. Charles Story Cross- 
man, of the Alpha Elec- 
tric Co. , New York, says: 








I am glad to say that after an 
experience of two years, acting as 
your distributors in this market, we 
have nothing but pleasant recollec- 
tions with reference to our exper- 
ience with the Ilg product. 


- 


You no doubt remember that it was 
with considerable hesitancy that we 
originally embarked inthe Propeller 
Exhaust Fan business, but our first 
season’s net profit made it very at- 


tractive; consequently, our current 
season's order, as you know, ran 
not er 0 er @ar rom —_ upwards of $45,000. At the present 





moment this stock is pretty well 
down and we expect within a very 
short time to place a supplemental 
order with you for probably $20,000 


Y the carload sites thats the way the Alpha to $25,000 worth ofapparatustocarry 


us through to the end of the season. 


Electric Company, New York, buys Ilg Ventilating Why any Jobber who is anxious to 

° ° ° cash in on the large demand should 

Fans—and they have built up this immense volume consider any otherline than the “lig” 
is to my mind a quandary. 

within two years. The wonderful trade and consumer 


advertising, coupled with the dealer 
helps and the wonderful co-operation 
from your City Office from an engi- 


Read what Mr. Chas. S. Crossman, Manager of much “appreciated, and the high 
‘ ‘ ° uali f workm ip combine 
the Ventilating Fan Dept., says about Ilg co-operation— makes a ‘foos jebbing proposition ~ 
. . . . anc elieve me, I jo ing propo- 
note his remarks regarding Ilg quality—and his advice sitions are rare birds today 


to the jobber who is looking for a 100% proposition. 


This story from one of the largest electrical 
jobbers in the country is of vital importance to you asa 
jobber and to every man in your sales organization. And 
remember that within about 60 days Ilg will launch 
their National Sales Campaign for 1923. Now’s the time 
to get lined up right. 























Send for ILG TELL TALES now in its third edition The ILG is the only Ventilating Fen 
— a 24 page illustrated book that tells an unusual made with a fully enclosed self-coole 
story of keen interest to every jobber and salesman — rete wer pempen roee Sessa 
who is identified with the selling of electrical mer- 


chandise. 


































FOR OFFICES - STORES: 
y FACTORIES: PUBLIC BUILDINGS: 

ai RESTAURANTS :‘THEATRES ‘HOUSES -ETC: 
Se Oe 


ILG ELECTRIC VENTILATING CQ. 2854-NORTH CRAWFORD AVE. CHICAGO 


BRANCHES IN ALL PRINCIPAL CITIES 
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LIBERAL 


Discounts Now 
Get Our Prices 


Features that make 
PROPP One-4-All 


Single Standard Unit 
Xmas Tree Sets 


the 
Jobbers Best Sellers 
Quality High—Price Lowest 














Flexible—Practical—Up-to-Date 
Build Them Up As You Like. 


Old and new sets can be easily attached 
to the PROPP Continuous Socket At- 
tachment indicated by the arrow in 
illustration. This one style set takes 
care of every demand. 


Let Ad-A-Lite 
Increase Sales 


NEW LIST PRICE 








.75 49 


The 
AD-A-LITE has a Spring Contact in 
the base of the socket. Will take a 
Shade Holder. Will seat in deep sock- 
ets; is built sturdy and handsome in 
appearance. 


GUARANTEED IN SERVICE TO 
LAST A LIFE TIME 


finest Two Light Device Made 


These outstanding features of AD-A- 
LITE make it a sales getter. 


manufacturer to determine accurately 
the net profit on investment as a whole 
and on investment by classes of prod- 
ucts and customers. Most manufac- 
turers are in a position to know what 
gross profit they are making on the 
material which they produce but it is 
not uncommon for a manufacturer, 
who believes he is making a satisfac- 
tory profit on a certain line because 
his reports show a gross profit on that 
line, to be incurring a loss because of 
the cost of distributing the article. 
Statement B is intended to show a 
method of summarizing distribution 
costs by classes of products in order 
to determine the approximate net 
profit by classes. The effect of a re- 
port of this nature will be to give 
the management information, for each 
of the classes of products, on the pro- 
portion of the gross profit which is 
being absorbed by distributing costs. 
Line 9 of this statement calls for the 
average investment in the class of 
product for which the report is made. 
In order to determine the average in- 
vestment by classes of products the 
following method is suggested. (This 
may be varied to conform to individ- 
ual conditions and the information at 
hand.) The elements entering into 
the investment, such as plant, mer- 
chandise, cash, receivables and paya- 
bles should be studied separately. 
The investment in plant may be de- 
termined from a study of the use of 
the various plant facilities applicable 


to each class of product. Investment 
in merchandise for each class will, of 
course, be determined at the regular 
inventory periods and an average of 
two or more periods may be used to 
ascertain the merchandise investment 
for each class. Since sales records 
will be kept by the individual classes 
of products and the collection rate for 
any given period probably will not 
show a wide variation, the investment 
in receivables may be determined by 
applying the collection rate to th 
sales for the period. Cash less paya- 
bles should be divided on the basis 
of sales. 

One advantage of thus determining 
the investment by classes of products 
will be that the investment turnover 
for each class may be obtained. Wit! 
this information added to a know] 
edge of the net return on investment, 
the executive will have the data nec- 
essary for determining whether or not 
the return on each of the lines or 
classes of products is satisfactory. 

In conclusion, I would emphasize 
that my purpose is to present a basic 
theory of the application of the 
method of standard rates as a possi- 
ble solution of the problem of allo- 
cating distribution costs. 

Without doubt, each manufacturing 
company will work out the details of 
the application of such a method to 
its peculiar conditions. Each com 
pany thus constitutes a laboratory for 
the experimental work to be done. 





STATEMENT C—Analysis of Standard Distribution Loading Rate for Sales of....... 











a b c 
Amount of 
Expense 
for 
Period Per Cent 
Standard Studied — of Gross 
Distribu- Sales for Profit 
tion Period for 
Loading Times Period 
Rate Column “a” Studied 





1. Sales. 
a. Sales force (city, out of town, office) 


b. Higgs ee ee 
ce. Advertising (excluding “institutional’”).... 


2. Warehousing. 


Packing 
Delivery 


one oD 


8. Financial and accounting. 
a. Billin 


b. Credits and collection............................ 
c. Accounting pertaining to distribution as 

contrasted with production................ 
Cz 7s Sees 3s 5... ean nes 


4. Administrative. 


tine, feted ee ib a Saenger Rete Ee 


Stock maintenance department............ 
. Service department for customers...... 


All salaries and other expense of the execu- 
tives who have general supervision of 
company matters, which are not charged to 
the manufacturing division..........................-... 

OIE egos, casattcnewsluceoppenlspcgehsaliptioninindtontonela 


M. Propp Company 


524-28 Broadway - New York City 
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In 1923— 


What will it cost YOU to get business P 


Will you get the benefit of a modern, up-to-date catalog in the 
hands of your customers, or will you present the opportunity to 
your competitors P 


Will you plan NOW to cut your selling costs and increase your 


net profits, or will you delay until it is too lateP A Column Unit 
Catalog, National Standard Size, will positively increase sales and 
at the same time reduce selling costs. There is no longer any 
question about that. It has been proved repeatedly by Electrical 
Supply Jobbers throughout the country. 


There is no question either that the Column Unit System is the 
most convenient and economical method of securing exactly the 


catalog that YOU AND YOUR CUSTOMERS NEED. 


The only question is: 


Will you let us hear from you NOW while you can 
name your own delivery date—or will you let delay rob 
you of profits later onP 


It costs nothing to discuss the details with our representative. 
Let us hear from you today. 


WYNKOOP HALLENBECK CRAWFORD CO. 


“Printing Headquarters” 
Compilers and Printers of Electrical Supply Catalogs 


THE COLUMN = UNIT CATALOG 





NATIONAL STANDARD SIZE 


80 LAFAYETTE STREET NEW YORK CITY 


SaaS SSSSSS————SSaaSSSSSSSS===—5 
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Hoover Settles Broadcasting 
Controversy 

The interference difficulties 

tween the large broadcasting stations 

in the metropolitan district have at 

lest been settled. While the remedy 

is only temporary it is intended to 


be- 


make provision along the same line 
so that future conflicts will be 
avoided. A _ conference called 
of representatives of the various sta- 
tiens, Secretary of Commerce Hoover, 
Arthur Batcheller, radio inspector of 
the Second District, and other federal 
officials. The decision reached was 
that Station WJZ, Westinghouse Elec- 
tric & Manufacturing Co., Newark, 
N. J., would be given the 360-meter 
wave length, while Station WOR, L. 
Bamberger Co., of the same city, 


was 


would work on 400 meters. 

The Western Electric Co.’s station 
in New York City, WEAF, and the 
new plant of the American Telephone 
& Telegraph Co., Station WBAY, 
will broadcast in the 400-meter wave 


length. The former station will use 
that length only temporarily. 
The interfering stations have 


agreed to stand by the radio inspec- 
tor’s word in regard to a time sched- 
ule. The assignment of the new 400- 
meter length will solve the problem 
satisfactorily as each of the warring 
stations is given a greater length of 
time in which to operate, and at the 
same time will have less “competition” 
on the same wave length. 
* * * 


To Investigate Broadcasting 

It has been announced that the Na- 
tional Radio Chamber of Commerce, 
with headquarters at New York City, 
has completed the selection of the 
executive personnel, and will appoint 
a committee to investigate problems in 
reference to broadcasting. William H. 
Davis, New York City, president of 
the chamber, recently made the fol- 
lowing statement regarding its pur- 
poses: “To aid the government and 
the American people in peace or war, 
to eliminate the confusion of rapid 


development, to work with the federal 
departments in devising a rational 
scheme of broadcasting for the nation, 
to promote on a universal scale ef- 
fective organization of all radio in- 
strumentalities, and in general to un- 
dertake 
pressing problems of the industry now 
leading to conflict.” 
* * # 


at once the solution of the 


Unique Receiving Station 

The public radio station which has 
been established at Southport, Eng- 
land, is claimed to be one of the most 
unique in the world. It is built like 
a small entertainment hall. On the 
“platform” a large receiving set has 
been installed, from which 60 distrib- 
uting wires radiate. 
pended at well-spaced intervals from 
the ceiling, and to the end of each is 


These are sus- 











H. E. Broun of the W. G. Nagel Elec- 
tric Co., Toledo, the smily one in the light 
suit, has just told R. Campbell, one of his 
side kicks, a funny story, but from the 
look on the latter’s face it’s certain that 
he’d heard it before. Doesn’t bother H. E, 
much, though, for he figures he’s batting. 
500 if he makes it register on himself. 





attached a hand phone, suspended 
within easy reach of the seated patron. 
Arrangements are made with’ certain 


broadcasting stations to send out 
music between specified hours. 


To Form Big Company in 
Japan 


A radio company capitalized at 
200,000,000 yen, approximately $100,- 
000,000, soon will be established in 
Japan, if plans formulated by finan- 
ciers in that country receive the sup- 
port of the government and 
brought to completion. The plans have 
been laid before Premier Kato and 
have received his personal sanction. 
They will be taken up formally at a 
later date and from present indica- 
tions will be approved. 

It is desired to form a company that 
will compare favorably with the Radio 
Corp. of America, the Marconi Co. of 
Great Britain and the Telegraph Co. 
of France. The new company will 
concern itself principally with improv- 
ing communication between Japan and 
America. ; 


are 


* * * 


New Type of Loud Speaker 
Developed 


According to reports the engineers 
of the Radio Corp. of America have 
succeeded in perfecting a new and ra- 
dical design of loud speaker said to be 
revolutionary in that it is almost en- 
tirely free from distortion and for- 
eign noises. 

The new loud-speaking device is 
described as having a shape similar 
to the old fashioned tin dipper. A 
special diaphragm is used and the de- 
vice is constructed of a special com- 
position material entirely unlike any- 
thing on ‘the market at the present 
time. 

In private demonstrations of the 
original model, which was developed 
in the laboratories of the Western 
Electric Co. for the Radio Corp. of 
America, the signals came through the 
leud speaker clear and distinct with- 
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ND that’s the truth which applies to 

the business of making Radio equip- 

ment. It is something to think about when 
you buy Head Sets. 


There are two kinds of manufacturers of 
Radio head sets—those who know little 
or nothing of telephone design—and con- 
centrate their efforts in quick production 
regardless of quality. And then there are 
those who know the business through 
years of experience and who place scien- 
tific design and quality above everything 
else. So this is a plea for the good of the 
industry — and for your protection. 


Specifically — these Automatic 





“A Little Knowledge 
Is a Dangerous Thing” 





AUTOMATIC 
AAT ALS 


LONG RANGE 


RADIO , 


HEAD SETS 4 


receiver is shown by the remarkable re- 
sults which are produced under all con- 
ditions. 


It has many distinctive features which 
prove its superior effectiveness. The 
powerful single pole electro-magnet and 
complete soft iron magnetic path—assure 
perfect clearness of both weak and loud 
signals. No distortion or foreign noises 
— whether used with crystal, V. T. 
detectors or multi-stage amplifiers. 


Important to 
DEALERS and JOBBERS 


We havea fixed and definite Job- 
ber-Dealer Policy that will work 





Electric Head Sets have been 
developed by telephone engi- 
neers who've devoted more than 
thirty years of effort to the 
designing of better telephone 
apparatus. The time spent in 
the perfecting of this improved 


This is the high grade plug 
that comes attached, when 
desired, to Automatic Electric 
Head Sets. It will take care 
of any kind of cord terminals, 
will fit any kind of jack and 
will accommodate two head 
sets. With this plug attached 
to our head set you can be sure 
thehead setisproperly’ poled.” 


to the advantage of all accredited 
Electrical or Radio Jobbers and 
large manufacturers of complete 
receiving sets. Every precaution 
is exercised to retain good will 
by the fullest co-operation. 


The retail price of the complete Head Set is $10.00—with plug 
attached $11.50. Write Today for Discounts and other Details. 





ENGINEERS, DESIGNERS & MANUFACTURERS OF THE AUTOMATIC TELEPHONE IN USE THE WORLD OVER 


HOME OFFICE AND _ FACTORY: CHICAGO, U.S.A. 
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out any distortion, vibrations, or me- 
tallic sound. Tests were made with 
reception of various musical instru- 
ments, the human voice, and musical 
notes. The reproduction of these by 
the new device gave force and distinc- 
tiveness practically equal and identi- 
cal to the original sounds. 

With a satisfactory working model 
completed, plans are now under way, 
it is understood, to produce the new 
piece of apparatus in quantities. It 
is said that the new product will be 
offered to the public before the 
Christmas holidays. 


&. & <2 


Broadcast Lecture on Lighting 


One of the first lectures to be broad- 
casted by radiophone on the subject 
of electric lighting was delivered on 
Sept. 16 by David H. Tuck, electrical 
engineer for the Holophane Glass Co., 
who spoke on “Lighting for Effi- 
ciency” from WJZ, the Westinghouse 
station at Newark, N. J. Atmospheric 
conditions were especially good, re- 
ports indicating that the talk was dis- 
tinctly heard as far as Milwaukee. 

* * * 


Broadcasting from Every State 

With the issuance of a license in 
Laramie, Wyoming, every state in 
the Union has one or more broadcast- 
ing stations. As has been the case 
since the. industry got a fair start, 
California still leads having today 66 
stations, Ohio follows with 35 and 
New York is third having 30. 


*+ + 


Research for Crystals 

Engineers are trying to perfect 
radio apparatus so that the most in- 
experienced novices will be able to get 
the same results from their simple sets 
that a seasoned professional operator 
gets from his complicated commercial 
installation. 

The crystal detector is undergoing 
many changes. Not satisfied with the 
plain contact detector, radio men are 
looking for something better in the 
laboratories. In their search for min- 
erals which would rectify they discov- 
ered galena, which is a lead sulphite, 
and many others. Galena was found 
to work best with a gold or silver wire 
which touched the crystal surface very 
lightly. Silicon was found to give best 
results when the point which was 
made to bear against was a piece of 
antimony sharpened to a cone. 

But the most sensitive detectors 


were those which consisted of a min- 
eral element in contact with another. 
Thus it was found that the copper 
sulphite crystal . commonly called 
“bornite,” in connection with the iron 
sulphite known as “cahl-copyrite,” 
made an excellent detector combina- 
tion called ‘“‘ferron.” 
* * * 


Six-in-One Audion Invented in 
Germany 


Professor Bernhardt, well known in 
professional radio circles in Germany, 
has been experimenting with a vacuum 
tube which has six grids and six 
plates. This peculiar vacuum tube is 
really the outcome of experiments car- 
ried on with several elements placed 


within one evacuated container, and 
lighted with but one filament. It has, 
then, really six separate elements, 
united in one vacuum tube, with but 
one filament to supply the electron 
flow. 

The construction of the tube is in- 
teresting. The filament is placed in 
the center of the tube, hanging ver- 
tically. All around it are placed the 
six grids in the form of a hexagon, 
and directly in back of these are the 
plates. This tube, therefore, operates 
as six separate tubes, as the grid and 
plate elements function separately. It 
would then be possible to connect this 
tube in an amplifying circuit, and get 
an amplification equivalent to six 
stages. 





Why Radio Broadcasting Should 
Be Continued 


An Interview with H. P. Davis, Vice-President of the West- 
inghouse Electric & Manufacturing Co. 


66 OU have asked me, ‘Why should 

radiophone broadcasting be con- 
tinued?’ I cannot find any answer to 
that question, as it seems so perfectly 
obvious to me that radiophone broad- 
casting has come to stay. Instead of 
answering I would ask: 

“*Who wants radio broadcasting 
stopped?’ 

“*What causes anyone to want 
broadcasting stopped?’ 

“Ts the present broadcasting ser- 
vice unsatisfactory ?’ 

“Tf it is unsatisfactory, this should 
not be a cause for discontinuing it, 
but rather a reason for greater effort 
at improvement.” 

It was evident at once from his re- 
ply that H. P. Davis, vice-president 
of the Westinghouse Electric & Manu- 
facturing Co., had been surprised to 
think that anyone should ask such a 
question. And little wonder, for the 
man who was responsible for organ- 
izing the first radiophone broadcasting 
station in the world (KDKA at East 
Pittsburgh) and the installing of three 
other stations (KYW at Chicago, 
WJZ at Newark and WBZ at Spring- 
field, Mass.) has been closely in touch 
with radio for the past two and a half 
years and has evidently detected no 
demand from the public for cessation 
of radiophone broadcasting activities. 

Mr. Davis called to the interview- 


er’s attention the wonderful and 
phenomenal spread of popular inter- 
est in radiophone broadcasting, and 
stated that he believed that this inter- 
est was not waning, but was increas- 
ing. 

The interviewer assured Mr. Davis 
that there was no real objection to the 
radiophone, and so far as he knew 
there was no reason why it should not 
be continued. 

“Broadcasting,” he continued, “has 
become a public necessity and is rap- 
idly lining itself up with other utilities 
such as the telephone, telegraph, elec- 
tric light, moving pictures, etc., and 
just as these activities were crude in 
their beginnings, but later refined to 
present-day conditions, so, in the same 
way will radiophone broadcasting be 
developed and will cover and make 
available to all within hearing range, 
all worth-while activities of general 
interest to the public.” 

When Mr. Davis was asked if pres- 
ent conditions under which radiophone 
broadcasting was done, wherein a free 
service was given, would be continued, 
he stated that a service of this char- 
acter offered such benefits to man- 
kind in general that ways would be 
found for its continuance. 

“Why,” he said, “consider the effect 
of discontinuing operations at our four 
stations! We believe that the com- 
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APPARATUS THAT RADIATES QUALITY 


Remler Molded .akelite Remler Bakelite Dial with Remler 180° Vario-Coupler 
Variometer, Type 500 Knob and Bushing, No. 100 No. 503 
Price, $7.50 Price, 75c Price, $5.40 


Dependable 
Radio Merchandise 


* The Nation-wide Quality Reputation that Remler holds is causing the biggest radio dealers throughout 
the country to standardize on Remler Apparatus. 

Quality Apparatus—Sound Merchandising Methods that protect the dealer's profits backed by National 
Advertising—Dealer Helps—Jobber Distribution— these features will maintain the name Remler—will con- 
stantly and consistently build bigger profits for Remler dealers—will make Remler an even greater factor 
in the Radio field than it is today. 

Now is the time for you to get ready for the quality demand that is here. Remler, the Quality Ap- 
paratus, offers you a wonderful opportunity to build bigger, better, and more profitable sales. 


NEW REMLER CATALOG 


Send for new 40-page Remler Catalog containing circuit diagrams for Remler Apparatus and other 
useful information, including a table of inductance, capacity and wave length. 


“crus. Remler Radio Mfg. Co. ge ee 


San Francisco, Calif. Dept. J Chicago, Ill. 





4 Remler Heavy Du Rheostat 
Remler Junior Rheostat No. No. 813, Panel Type 


810, Panel T Reml Reinf d Molded . é 
Price, 1% amps. A Giblin-Remler Inductance Coils Scheiien ‘Tune Desee : Price, 3 amps. carrying 


Su cogentey, _ $1.00 ; f 20 to 1500 Turns : No. 92 Pri ar ce — R 
ce, RU Resistance Unit Maximum Inductance and Min- Pri $1.00 s0ee, esistance Renewal 
Renewal, 20c imum Distributed Capacity rice, 9. ‘ Unit, 25¢ 
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THANKS GIVING 
DINNER haar the voice 
of the Outer World~ 


HIS is the message which we are giving 

in the November publications (includ- 

ing the Saturday Evening Post, Liter- 
ary Digest, American Magazine, etc.) in more 
than seven millions of circulation. 


In addition to this very real help to you in placing 
Magnavox Radio, the Reproducer Supreme and Mag- 
navox Amplifiers with your customers, we supply 
dealer helps which enable the live merchant to con- 
nect up closely with our advertising and to adequately 
display the instruments. 


R-2 Magnavox Radio with 18- ment for use in homes, offices, 
inch horn: this instrument is amateur stations, etc. $45.00 


intended for those who wish 
7 Ee Model C Magnavox Power 
the uemont in amplifying Ampliier imires ging th 
y 4 argest possible power input 
dance halls, etc. . . $85.00 for your Magnavox Radio. 
R-3 Magnavox Radio with 14- 2 stage AC-2-C . . $80.00 
inch horn: the ideal instru- 3 stage AC-3-C . . 110.00 


Send for our publication “The Magnavox” which tells of the 
assistance which we give to the dealer. It is sent to the trade 
gratis. 

The Magnavox Co., Oakland, California 
New York: 370 Seventh Avenue 


A GNAVOX 


Radio 


The Reproducer Supreme 








bined audience of our four, broadcast- 
ing stations is at least a million every 
night in the week. It may be more. 
This estimate is based on an approxi- 
mation of the number of radio re- 
ceivers sold in the territories covered 
by these stations. What would be the 
result if all broadcasting stations 
stopped suddenly, with or without 
warning, entertaining and informing 
this vast audience? The effect would 
be about the same as would occur if 
we took away some one or more of 
the utilities already referred to, such 
as the electric light or the telephone. 
We might go even further and say 
that it might be the same as stopping 
the newspapers and magazines, and 
the cutting off of amusements and 
communications. The effect right now 
would not be so vital as it will be 
later, as the service improves and 
grows, which it is bound to do.” 


“What would happen if this oc- 
curred?” was asked of Mr. Davis. 


“You know as well as I do,” he said, 
“that there would be a public clamor 
that would quickly bring some solu- 
tion of a state or federal nature. | 
do not believe, however, that this can 
happen, as there is enough commercial 
possibility and good-will in this busi- 
ness to make if worth while for those 
companies that can benefit from it to 
continue the service.” 

“What is going to happen,” Mr. 
Davis was asked, “if the federal gov- 
ernment continues its present policy 
of indiscriminately licensing all appli- 
cants to broadcast?” 

“Now,” said Mr. Davis, “you have 
touched on the real vital point. It is 
my opinion that the public is not going 
to stay interested in or will it support 
an activity which does not at least 
approximate a real and satisfactory 
service. When it becomes possible, 
as it is now, for anyone with a broad- 
casting set, good, bad or indifferent, 
to claim space in the ether and to 
force themselves upon the listening 
public, without furnishing quality or 
a program of interest, the public is 
going to become disgusted, and as a 
result the interest will flag. Under 
circumstances of this kind worth-while 
service cannot be given by those com- 
panies or stations who have the ability 
and facility to provide a real service, 
because of this interference. This is 
a real danger, as will probably be 
recognized this fall when receiving 
conditions become better and hundreds 
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e fs: year will be a big one 
for you—if you sell the right 
kind of apparatus. 

The day of plain “radio ap- 
paratus” has passed; the public 
is fast becoming radio wise. 
Your measure of success de- 
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that it will support your strong- 
est claims. 


We have had ten years of 
experience in satisfying a criti- 
cal radio public. 

Our big modern factory, re- 
cently completed, enables us to 
render the measure of service 
you and your customers expect 

i Spe Receiver. Our 
eEtisindNcampaign 
er sales 






















Western Branch 
451 East 3rd Street 
Los Angeles, Cal. 






Licensed under 
Armstrong U. S. Patent 
No. 1113149 
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Trade Mark 


Front View, : 
Panel.No.'2 — 


Rear View with 
Cover Removed, 
Panel No. 9 





HE two panels shown are only the beginning 
of an elaborate receiving set. They alone form 
a complete set with a wave length range of 

from 150 to 3000 meters. They embody bank wound in- 
ductance, potentiometer, interchangeable grid-leak, etc. 





Your customer will want to match his original pur- 
chase from time to time. Radio frequency, audio fre- 
quency, loop or honeycomb-coil mounting panels and 
other units of the E. D. line are sure to follow the first 
sale. 


A set developed and built by engineers combined with 
a manufacturing organization of over thirty years ex- 
perience in the construction of the highest grade elec- 
trical instruments. 


Your sales will climb with “The Set that Grows.” 
Write for our bulletin No. 802 





THE E-D-MANUFACTURING CO. 


PHILADELPHIA, PA. 


ae OP GY 60 0. Gp 6. Gan 22 - Gap Op oe 


























of stations which have been licensed 
grow more active.” 

“Naturally, then you must have 
some opinion in regard to a way that 
radio broadcasting should be de- 
veloped.” 

To this Mr. Davis replied, ‘I have. 
I have always maintained that, like 
the telephone and the telegraph, the 
service is inherently monopolistic in 
character, and to get the best results, 
the best programs, the greatest de- 
velopment and the activity should be 
confined to two or three companies of 
established reputation, having the 
necessary facilities and incentive to 
develop it; that they should be under 
Federal control and be allowed this 
privilege as long as they have accept- 
able service.” 

“As you object to the large number 
of stations the government has 
licensed, how many do you think suffi- 
cient?” 

Mr. Davis answered that he be- 
lieved five or, six large, well-located 
and powerful stations would be suffi- 
cient to cover this continent; that 
these stations should have separate 
wave bands, and that no other sta- 
tions should be licensed that would 
in any way be capable of interfering 
with the transmission from these large 
stations. For local purposes there 
should be a network of low-powered 
local stations on non-interfering wave 
bands. These stations should be 
capable of relaying the big station’s’ 
service for their immediate vicinity, 
and should be able to furnish for 
their locality matters of local interest. 

“Do you think, even with this pro- 
gram, that the few companies who 
would be given the broadcasting priv- 
ileges by the government would guar- 
antee permanency of service?” 

“That is a hard question to answer,’ 
Mr. Davis replied. “But I think it 
quite probable they would. However, 
at this period in broadcasting history 
it is difficult to foresee the future 
evolution and development. I believe 
that if these central stations could be 
licensed, protected and organized a 
great step forward would be made, 
and that it would become a matter of 
such public value that endowments or 
federal subsidies would be possible, 
which would assist those responsible 
for the service to carry it on and to 
continue the development and research 
required to get the most value out 
of it.” 
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Fada believes in co- inition selling—helping Fada 
dealers to build their radio business. 














New Fada Rheostat 75c Retail Every Fada Handbook distributed to Radio Fans 
in your locality will eventually make a substantial 
radio customer for you—the Fada dealer. 


i¢ $ 


Fada circulars and folders, carrying your imprint 


The: Fada Aandbook and placed on your counter as a “give away” will 


bring radio customers back to your store to purchase 


A Mlent "ahi sman Fada equipment. 
For ‘You } The trade-mark “‘Fada’”’ is brought before 1,000,000 


radio prospects every month in our national adver- 
tising. Cash in on it by placing Fada display cards 
in your window bearing this well known sign. 


Tell your customers you carry the Fada rheostat. 
It’s the greatest “Dealer Help” of all because of its 
reputation all over the United States and many for- 









eign countries. 


Yet, it’s only representative of all Fada equip- 
ment. Stock it and stamp yourself as a quality 
radio merchant. 


F, A. D. ANDREA 


1581-H Jerome Avenue New York City 


rie 
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New Radio Products, Illustrated 








Henry Hyman & Co., 476 Broadway, New York, has 
placed on the market a complete line of radio apparatus 
under the trade name of “Bestone.” It includes not only 
individual parts, but a wide range of both crystal and 
vacuum tube receiving sets. The accompanying illustration 
shows the No. 707 combination crystal detector and vacuum 
tube set. 








The Workrite Manufacturing Co,, Cleveland, has recently 
developed two styles of loud speakers which it is marketing 
under the name of Concertola, Sr., and Concertola, Jr., the 
former listing for $24 and the latter for $12. Both of these 
have sound chambers which are made of a special material 
which is claimed to reproduce voice and music without the 
slightest distortion. They are finished in mahogany and 
equipped with cords and phone units. 











The Radio Development Corp., 97 Dwight street, Spring- 
field, Mass., has developed a variometer and a variocoupler 
for use with radio sets. The stator and rotor of the variom- 
eter are made of kiln-dried wood, the manufacturer states, 
and baked in the oven before being wound. A special alloy 
is used for the bearings which gives a smooth rotation of the 
shaft. The primary of the variocoupler is wound on bakelite 
tubing and impregnated with an insulating. 








A new device called the “Radio Filament Rheostat” has 
been brought out by the Union Radio Corp., 116 West 
82nd street, New York City. The materials used are molded 
condensite, nickeled brass and phosphor-bronze. The rheo- 
stat will carry‘a current of 1.5 amperes continuously for 
several hours without undue heating. 








A vernier rheostat which permits coarse and fine adjust- 
ments and is operated by a single knob is being manufac- 
tured by the Klosner Improved Apparatus Co., 2024 Boston 
road, New York City. It is designed especially for control- 
ling the vacuum-tube circuit and has a vernier micrometer 
adjustment which makes it more sensitive. The rheostat is 
made of condensite, with phosphor-bronze contacts, and is 
equipped with a dial on which graduations are shown in 
white. 








The Federal D. X. No. 58 receiver brought out by the 
Federal Telephone & Telegraph Co., Buffalo, is designed for 
use by the radio amateur who desires a receiver that is more 
selective than is the single tuned circuit receiver. It com- 
prises one stage of radio frequency, a detector tube and two 
stages of: audio-frequency amplification. 
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New Radio Products, 


Illustrated 





























The American Art Mache Co., 6811 
North Clark street, Chicago, has devel- 
oped a line of horns for use with radio 
receiving sets. They have been given 
the name of “Clearspeakers” and are 
made of “Madera” die-cast wood. Se- 
lected wood is reduced to its original 
fibre, and cast in steel dies under 12 
tons pressure and 800 degrees of heat, 
thus forming an artificial wood much 
denser than natural wood, and improv- 
ing the acoustic properties to a great 
extent. These horns are made in sev- 
eral styles and with several different 
finishes. 





Designed to keep losses at a mini- 
mum is the “Missouri” variometer re- 
cently developed by the Missouri Radio 
Corp., 2625 Washington avenue, St. 
Louis. The coils are held in place by 
means of a special cement which has 
no capacity effect, and are mounted in 
an insulating frame in such a manner 
that the small amount of dielectric 
used is placed on edge to the flux 
lines. Contact with the rotor windings 
is made through soldered pigtail con- 
nections to eliminate scratching. The 
variometer is made in two styles, one 
with No. 22 and the other with No. 20 
wire, the former being designed for use 
in grid circuits. The list price is $5, 
and with tapped coils it is $6. 











A new filament-control rheostat, 
which will add to the efficiency of any 
vacuum tube receiving set, is the 
“Bradleyometer,” developed by the 
Allen-Bradley Co., Milwaukee. Two 
columns of discs are assembled in the 
porcelain container, each column with 
a separate pressure plug extending 
through the top cover plate. It will 
accomplish the full range of control 
with 180 degrees rotation of the knob. 









ple TOGERY 


Extreme sensitiveness, excellent re- 
production, and pure, clear tonal qual- 
ities are some of the features claimed 
for the “Dictograph” head set, manu- 
factured by the Dictograph Products 
Corp., 220 West 42nd street, New York 
City. It has a resistance of 3000 ohms. 








A vacuum-tube socket, one of the fea- 
tures of which is that it occupies a 
small space, has been brought out by 
the Alden-Napier Co., 52 Willow 
street, Springfield, Mass., and is partic- 
ularly valuable where two and three 
tubes are to be used on a small panel. 





The “Williams Binaural,” recently 
developed by the Williams Radio Co., 
1488 Washington boulevard, Detroit, 
is an inside aerial which employs no 
ground connection and is claimed to 
eliminate all traces of static. It is con- 
structed on the principle that an elec- 
tromagnetic wave consists of an elec- 
trostatic and an electromagnetic field 
which are at right angles to one an- 
other, and in order to obtain the maxi- 
mum induction the receiving aerial 
should be of such a shape and laying in 
such a plane that it will be at right an- 
gles to the magnetic field and parallel 
with the static field. It is claimed that 
the ‘Binaural” adapts itself for use 
with all types of receiving sets, the 
range depending upon the efficiency of 
the set employed. 











The Killark Electric Manufacturing 
Co., St. Louis, has developed an audio- 
frequency transformer which is de- 
signed to operate in connection with all 
makes of amplifiers. It is completely 
Sheathed with solid brass, making it 
possible to place two or more of these 


transformers close together without 
causing howling or distortion. Lami- 
nated silicon steel is used for the 


core, and No. 40 enameled wire for the 
winding. These transformers are put 
up in standard packages of 50, and the 
list price is $5. 
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New Radio Products, Illustrated 




















































A loud speaker which is constructed 
on the principle of the French horn, 
and is claimed to reproduce clearly, 
loudly and distinctly without echoes or 
secondary vibrations, growling or 
scratching noises, has been brought out 
by the Planet Radio Corp., 1223 South 
Wabash avenue, Chicago, under the 
trade name of the “Planet” loud speak- 
er. The emitter is made of Murphy 
bell alloy, which is said to possess pe- 
culiar properties for sound reproduc- 
tion. The “Planet” can be attached to 
any receiving set with two or more 
stages of amplification. It comes in a 
mahogany finished case. 








A potentiometer of the plain type 
shown above is manufactured by the 
Central Radio  Laboratories., Mil- 
waukee. The resistor consists of a 
machine winding, the turns of which 
are anchored firmly on a substantial, 
insulated core. This wound core is 
retained in a groove between insulat- 
ing dises. The use of enameled wire 
makes the short-circuiting of adjacent 
turns impossible, the manufacturer 
claims. 








A new type of battery charger has 
been developed by the Fore Electrical 
Manufacturing Co., 5255 North Market 
street, St. Louis, and is called the 
“Radio Battery Charger.” This rec- 
tifier is self-starting, simple to operate, 
fool-proof and is portable. 











-To meet the demand for a popular priced efficient crystal receiving set the 
Freed-Eisemann Radio Corp., 255 Fourth avenue, New York City, has placed 
on the market its “Marvel” receiver model No. 111, consisting of a complete out- 


fit, including head set and everything necessary for installation. 


is $25. 


The list price 








One of the features of the “DeLuxe” 
vacuum-tube socket, brought out by the 
Alden-Napier Co., 52 Willow street, 
Springfield, Mass., is a patent clip 
which makes positive contact to the 
prongs of the tube under all conditions. 
When the tube slips into place wiping 
contact is made at the side. It is 
claimed that open-circuit troubles are 
eliminated by use of this socket, which 
can also be used for 5-watt power tubes 
as there is ample spacing between the 
contact strip and the bottom of the 
base. It is made of condensite. 








A new audio-frequency transformer 
called the “All-American” and com 
pletely shielded in a highly polished 
nickel-plated brass case, which makes 
it possible to mount the transformers 
close to one another without inductive 
disturbances or distortion, has been 
developed by the Rauland Manufactur- 
ing Co., 85 South Dearborn street, Chi- 
cago. 








Claimed to possess extraordinary 
hearing qualities, good appeirance and 
light weight is the “Wottor,” 3000-ohm 
head set manufactured. by the Electric 
Products Co., Cleveland. It is made of 
aluminum with indestruc/ible shell, and 
is guaranteed. The list price complete 
is $6.50. 








An attachment designed for utiliz- 
ing phonograph sound boxes in con- 
nection with radio receiving sets has 
been brought out by the B. & B. 
Manufacturing Co., 11024 East Jef- 
ferson avenue, Detroit. Both receivers 
of the ordinary head set can be at- 
tached to this device, and it is made to 
fit the numerous makes of this machine. 
The attachment is made of aluminum. 
finished in nickel or gold, the list prices 
being $3 and $4, respectively. 
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DAYTON RADIO PRODUCTS 





assembly. 


curacy in performance and their capacity in micro-farads. 
against defects in workmanship or material. 


Infusible High Dialectric 
Insoluble Great Strength - 


Acids and Chemicals 
Moulded Bakelite Products 111 (a 





Type A Vario-Coupler 
Price $7.00 


Type A Variometer 
Price $6.75 






Type 17 P. C. Square 
Condenser 
Capacity, .0005 Mfd. 
Price $3.60 












— 


Type B Variometer 
Price $4.25 





Type B Vario-Coupler 


Price $4.75 Type 17 P. C. Round 


Condenser 
Capacity, .0005 Mfd. 
Price $3.60 
Type 9 P. C. Condens- 





Inductance Coil 


Type C Vario-Coupler 90° Price $2.00 


Price $3.75 


Panel Switch 8 Points 
Price 90c 





f 
7% 


Dayton Phone Receiving Set 
Price $75.00 


aes 
I= 
= 
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= 
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Insulating Tubing 
5 and 10 ft. Packages 
Price 25c and 45c 


Bakelite Knob and Dial 
3-in. Dia. Shaft %4-in.—4-in. 


Phone Jack 
Price 75c Price 65c 








Resistant to Moisture, Steam, 











In selecting Radio Products to build up a Receiving Set it pays to buy the best regardless of 
the cost, as you cannot get results electrically if inferior and cheap apparatus is used in the 
Jobbers should bear this in mind when purchasing Radio Products. 


Dayton Radio Products are all tested and inspected before leaving our factory for their ac- 
We absolutely guarantee our Products 


Why we use genuine Bakelite parts in our assembly. 


Will Not Fade 





Type 17 and 31 P. C. S. Condens- 
ers with Verniers Attac 

Price 17 P. C. S $4.48 

Price 31 P. C. S .. 5.30 





Type 3 P. C. Vernier Air Condenser 
Price $2.00 





Vernier Rheostat 
Price $1.50 





Grid Leak and Phone Condenser 
Price 40c and 35c 


The A-C Electrical Mfg. Company, Dayton, Ohio, U.S.A. 


Makers of Electrical Devices for over 20 Years 
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The Way to 


Better Light 


(Continued from Page 12) 


us to put over alone, but both of us 
together can afford it and through the 
displays we both make some money.” 

AG: “Well, you send along those 
free things with it and I'll let you 
send me this frame and the posters. 
And (to MLD) don’t you turn out to 
be another of those silver-tongued or- 
ators that’s always promising big 
things and then as soon as you get an 
order fade out of the picture. You 
know that salesman of yours that got 
my contract in the first place was go- 
ing to fill me up with lamps and ad- 
vertising matter, and was going to get 
me a lot of sub-contracts around town 
here and build me up to the next higb- 
er basis. He was one of these birds 
that’s all promise and no delivery.” 

MLD: “Now wait a minute. He 
did promise to help you with any 
prospects, but I remember that when 
he came down to call on your trade 
with you you didn’t have any pros- 
pects. Our promise still stands, and 
if you'll dig up some good prospects 
we'll be tickled to death to come here 
and help you follow them up. Why 
don’t you make up a good prospect 
list, and put on a lighting campaign 
by mail? DR show Tom your pros- 
pectus for a mail campaign.” 

DR: “Here you are. Now you get 
up your list—not a bunch of names 
taken from the directory, but a hand- 
picked list of concerns you know are 
lamp users, and put down the name 
of the buyer if possible. Then for 10 
cents per name we multigraph the 
letters, address and stamp the envel- 
opes, supply imprinted literature and 
send on to you for your signature and 
mailing. The 10 cents per name 
charge is cheaper than you can do the 
work yourself; besides we are 
equipped to handle this work and can 
do a good job.” 

AG: “Say, that don’t look so bad.” 

MLD: “No, it don’t; but the most 
important thing is to personally fol- 
low up these letters with calls. You 
know all your business won’t come in 
through the door. You've got to get 
out for some. And while you're calling 
on these prospects on lamps and light- 
ing, you can probably get some other 
business.” 

AG: “All right, I’ll start making up 
this list. But don’t forget you're go- 
ing to help me get started.” 


Just then a customer comes in the 
store. 

Customer: “I want a ‘Mazda’ bulb.” 

AG: “What size?” 

Customer: “Oh, about a 25-volt.” 

AG: “Haven't got any in stock.” 

MLD: “Maybe he wants a 25-watt, 
Tom.” 

Customer: “Yes, that’s it; 25 watt. 
Give me one.” 

AG gets out one lamp, hands it to 
customer, collects 35 cents, and puts 
the money in his pocket as customer 
leaves. 

MLD: “Why didn’t you try and sell 
him a carton of five lamps, Tom?” 

AG: “Didn’t he ask for one?” 

MLD: “Yes, but perhaps if you 
called his attention to the five-lamp 
carton and the fact that it pays to 
have a few extra lamps at home in 
case of an emergency, you might have 
sold four more lamps. The chances 
are that the next time he needs a 
lamp he won’t be near your store and 
will buy from somebody else. That’s 
what the carton is for, to help you 
merchandise more lamps. You try 
that out.” 

AG: “Say, you birds are certainly 
long on advice.” 

MLD: “Well, have a cigar and 
don’t get huffy. We're just trying to 
be of some use around here. Other 
dealers do these things, and if we don’t 
tell you about them you won't get 
your share of the lamp _ business 
around here. We want to see you 
grow.” 

DR: “Say, Tom, I notice you just 
put the money in your pocket for that 
sale. Don’t you keep a cash sale rec- 
ord?” 

AG: “What’s that?” 

DR: “Why, a record of all lamps 
sold showing the specifications, quan- 
tity sold and the price. You know 
you're supposed to keep a record of 
all sales of lamps, so if our auditors 
ever come in here you can show just 
how you have disposed of all our 
lamps.” 

AG: “What's that, some new gag? 
I never heard of anything like that 
before.” 

MLD: “That’s in your contract, 
that you will keep an adequate record 
of all transactions covering the man- 
ufacturer’s lamps. It’s a simple mat- 
ter to keep such a record. All you 


have to do is have a small book handy 
and enter cash sales every day. It’s 
a good thing for you to keep a record 
like that on everything you sell; then 
you can check up on sales and know 
how to order properly on every item 
you carry, and in that way keep your 
investment down to a minimum and 
not buy any dead stuff.” 

AG: “Well, I had been thinking of 
getting some kind of a system for 
keeping track of business, but haven't 
had time to get around to it.” 

MLD: “One of these counter ma- 
chines are cheap, Tom, and there’s a 
sheet of carbon inside that makes a 
copy on a roll inside the machine. 
Then you got a complete record.” 

AG: “Say, if I get all this equip- 
ment and then don’t get any lamps 
to sell, how in hell am I going to pay 
for it? You birds been talking pretty 
fast here. How about those 750-watt 
lamps I ordered last week? Here’s a 
customer of mine that’s putting up a 
picture theater and wants to use two 
750’s out in front. First thing you 
know he’ll be on my neck and no 
lamps. I gotta have some service.” 

MLD: “How near is the theater 
finished ?” 

AG: “Why, they broke ground yes- 
terday.” 

MLD: “That’s another thing we 
came to see you about, Tom. Here 
you order eight 750’s and—” 

AG: “Well, there’s eight to stand- 
ard package, isn’t there? Don’t you 
want me to order in standard pack- 
ages?” 

MLD: “Hell, no; not unless you've 
got them all sold.” 

AG: “Well, I got two of them sold 
and the customer will need some for 
renewals, won't he? I don’t think 
you've got your lamps to the point 
where they last forever, have you?’ 

MLD: “You really shouldn’t order 
any for stock. You should order two 
lamps for shipment direct to your cus- 


tomers. You know a 750 is a group 3 
lamp.” 

AG: “A what? You birds talk in 
riddles.” 


MLD: “Why, we sent you a new 
price book a few weeks ago that lists 
all lamps in certain groups. Then we 
wrote you a letter explaining that. 
Didn’t you get the letter?” 

AG: “Maybe I did, I'll see.”” Rum- 
mages through desk littered with pa- 
pers, MLD looking on. 


MLD: “There it is.’ Picks up let- 
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HE advanced design of Eisemann radio units has met with instant favor 

wherever shown. The concave dial gives a mounting flush with panel. 
In appearance it is in marked contrast to the usual protruding knobs and 
dials. Another distinctive feature is the complete self-insulation of each part, 
making possible the use of a panel of wood, metal, or any other material. 








Variometer 


Variable Condenser 
Balanced type 
Rigidly constructed. 
Metal bearings front 
and rear. Rotary plates 
balanced, assuring con- 
stancy of setting. Ver- 

nier equipped. 
Capacity .001 mfd. 
Price each $7.50 


Both Rotor and The primary Tap 
Stator forms mould- Switch for tuning 
ed of Bakelite. Ex- the antenna circuit 
tremely light in | is an integral part 
ight. Electrical of the Variocoupler. 
wee No external switch, 
losses reduced to a shielding, dial, or 
minimum. knob necessary. 
Price each $8.75 Price each $10.50 


In addition to the units illustrated, other 
Eisemann products are Head phones, Vacuum 
Tube Sockets and Audio Frequency Trans- 
formers—all made to the highest electrical 
and mechanical standards. 


0 @ 


In preyaration: Filament Rheostats, Potentiometers, etc. 





Eisemann Products are distributed through the 
Jobbing Trade exclusively. Write for discounts. 


Variocoupler 


Variable Condenser 
Unbalanced type 


Aluminum plates ac- 
curately spaced elimin- 
ating any possibility of 
“shorts” between plates 
and assuring a more 
constant air gap. Ver- 
nier equipped. 
Capacity .001 mfd. 
Price each $7.00 


Capacity .0005 mfd. 
Price each $6.50 


EISEMANN MAGNETO CORPORATION 


DETROIT 


William N. Shaw, President 
BROOKLYN, N. Y. 


CHICAGO 
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N fourteen years, thousands 
of Brandes headsets have 
been sold, always with 

this guarantee: 


“If, after ten days’ trial, the 
purchaser of a Brandes Match- 
ed Tone Headset is not satisfied 
with its performance, the pur- 
chase price will be immediate- 
ly refunded without argu- 
ment.’ 


Thus we protect our reputation and 
that of the dealer. 


We publish a little bock, called the 
“Beginner’s Book of Radio.” It ex- 
plains radio in terms that anyone can 
understand. It will be mailed to any 
address for ten cents in stamps. 


Distributors and District Offices: 


Munsey Building Pee Vie Toa Washington, D.C. 
709 Mission. St ; .....9an Francisco, Calif. 
33 South Clinton St....... Poke Chicago, Ill. 
76 Pear! Street....... PEER PB DIRT oa Boston, Mass. 
1220 Nicollet Ave..... .......Minneapolis, Minn. 


International Electric Company Wellington, N. Z. 


C.Br andes » INC. 


Matched Tone _Headsets 


RACE MARK Re 


237 Lafayette St., New York 


Made in Canada by Canadian Brandes, Ltd., Toronto 
Distributed by Perkins Electric, Ltd., Montreal. 


Result of 14 Years Experience men 





ter and reads explanation of group 
plan for ordering by agents. 

MLD: “You see, we’ve simply got 
to make the customer bear some of 
this burden. A clothing merchant or- 
ders six months ahead. But a lamp 
customer always wants delivery yes- 
terday. Now, then, the purpose of 
this plan is to help everybody that 
sells lamps get the idea across to their 
customers that they should carry their 
own extra lamps. It’s better for the 
customer, because he always has the 
vight kind of lamp when one burns 
out and don’t have to depend on some 
dealer. Take this theater customer of 
yours. One of his lamps burns out; 
he’s depending on you, and you're out. 
What happens?” 

AG: “Why, he gees to the nearest 
competitor I got; he’s got a lamp con- 
tract and all kinds of lamps in stock. 
And there goes my business, out in the 


valley” 


MLD: “No, it don’t, Tom. In the 
first place every agent for every 
brand of Jamps is included in this 
plan. This don’t apply to only Peer- 
less-Brilliant agents, but to everybody. 
That’s why if you'll believe in this 
idea and the fact that it has to come, 
and will start training your customers 
first, you'll have the jump on your 
competitors and have better satisfied 
customers later on.” 

AG: “That’s your idea. Now do 
you want mine, because if you do I'll 
give it to you. If I go telling my 
customers that I can’t supply them 
with some kind of a lamp because it’s 
a ‘Group 3’ or ‘Group 9’ he’ll tell me 
to group myself in a ball and roll 
cut and down the street and give his 
business to somebedy else. Your 
group business is just like an ele- 
phant. It’s a hell of a good thing 
but what can you do with it?” 

MLD: “Well, you don’t tell your 
customers anything about any group. 
The groups are a guide for the job- 
ber and dealer to assist in turning 
stecks and making your job of sell- 
ing casier. The more items your cus- 
tomers depend upon you to carry the 
harder it is for you to do business 
and the less profit, because you're al- 
ways bveaking your neck to give serv- 
ice, and giving service costs money. 
Under our plan you educate your cus- 
tomers to crder a little in advance, 
and then it’s easier for you, and your 
customer is better satisfied.” 

AG: “I don’t see how my custo- 
mers will be better satisfied.” 
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HOMCHARGER 



































S slogan, Mr. Dealer, has made the HOMCHARGER the most popular rectifier in the entire radio and 
automobile field. 


‘Its popularity is being further increased thru dominating HOMCHARGER advertisements appearing regularly 
in thirty-one of the leading radio, automobile and national publications. 


In addition, an entirely new and greatly augmented series of attractive sales helps are now available for your use. The 


RADIO 
ODER 


is the simplest, the most efficient and most reliable battery charger on the market, and the only rectifier combining 
the following essential HOMCHARGER features: 


1—Simplicity itself. Attach to any lamp socket and connect to 6—Constructed of the best material—genuine Bakelite Panel, 
ttery. ewell Ammeter, Closed Core Silicon Steel Transformer. 

2—SELF-POLARIZING. Battery may be connected either way © castings used, only the finest stampi throughout. 

and it will always charge. 7—Only one moving and two wearing parts. eplaceable as a 
3—Fully automatic in operation—gives taper charge—cannot unit at small cost. 

overcharge or injure your battery. Z 8—Uses standard 15-ampere plug fuse obtainable at any electrical 
4—Safe, all 1 ry, enclo: no danger from fire. store. 

APPROVED BY NDERWRITERS EVERYWHERE. 9—CHARGES ANY “A” OR “B” BATTERY OVER NIGHT. 
6—Silent in operation. May be used in the home. UNQUALIFIEDLY GUARANTEED. 


AN ORNAMENT FOR THE LIVING ROOM 


Beauty has been combined with utility in the new RADIO HOMCHARGER DE LUXE. The body is beautifully 
finished in rich Antique Mahogany, the base and fittings in handsome Dull Gold. Equipped with rubber feet, it 
cannot mar polished surfaces. It harmonizes with the finest living room. 


OVER 50,000 HOMCHARGERS 


were sold by live dealers and jobbers last spring. Over 150,000 will be sold this fall and winter. Our special 
dealer booklet, ‘““Homcharger Business Builders”, shows how you can obtain your share of this business, and illus- 
trates the many and various sales helps and other co-operation given HOMCHARGER dealers. Send for your 
copy today, or, better yet, order a case of one-half dozen or so from your jobber, and cash in on this fast-selling and 
profitable radio and automobile accessory. Furnished complete with attachment cord and plug, charging cable 
and battery clips. No extras to buy. $18.50 U. S. A., $25.00 in Canada. 


RADIO FANS, AUTO OWNERS, ETC. 


See the new RADIO HOMCHARGER DE LUXE at your nearest dealer. If he does not carry it, send for our free 
Bulletin 637 illustrating the new RADIO HOMCHARGER DE LUXE in actual colors, or your order will receive 
prompt attention if sent direct to the factory. 


The Automatic Electrical Devices Co. 
145 West Third Street Cincinnati, Ohio 


BRANCH OFFICES 
New York Chicago Pittsburgh 





Largest Manufacturers 


f Detroit Dallas 
t+) a fan one, 
i i li . 
Vibrating Rectifiers in the World —s ‘St. Lele 4 > nar 7” 














—~ OVER 50.000 IN USE ~ 
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Making the most of Radio 
with Dubilier Products 


} Beton products are nationally 
advertised in the Saturday Evening 
Post and in the principal radio magazines. 
Five million readers are constantly re- 
minded of Dubilier products. The 
Dubilier jobber and dealer is backed up 
by a strong, continuously waged advertis- 
ing campaign. 


Radio Reception from Any Lamp 
Socket with the Dubilier Ducon 


Screw the Dubilier Ducon into any 
lamp socket and the music, news, and 
talks come in strong and clear. No 
antenna or loop is necessary. Hence 
the Ducon helps you to sell complete 
sets to apartment house dwellers. 






The Dubilier Ducon is safe. It pre- 
vents the lighting current from reach- 


’ . 4 The Ducon 
ing the set but permits the feeble radio takes the 
oscillations to pass. aes ee 


Dubilier Micadons Reduce Tube Noises 


Like the famous Dubilier transmitting 
condensers, standard throughout the world, 
Dubilier Micadons for receiving sets are 
pressed mica condensers 
—not easily punctured 


paper condensers. Be- Micadon_ type 
: - 601. Made 
cause the capacity is with eyelet 


permanent, tube howls ¢¢7 i 5815 


ieee eee are reduced. Hence, re we 


600. Molded case H ™ 
orth aad wah,  vadio concerts are re- parallel and 





4 : build up the 
out — grid-leak ceived more clearly. stencil r de- 
mounting. sired, 


DUBILIER “raee® 
48-50 West 4”-St. NLY. 


Branch Offices: 








San Francisco, Call......n.....ccccmsssncsennieenana tO Mission Street. 

Rs OS iii Oia int etn Syndicate Trust Building. 
Washington, D. C............... Munsey Building. 

Chicago, IIl....... 53 West Jackson Blvd. 

. | gg) Reed calmer eNbareCtrE 


Canadian Distributors—Canadian General Electric Co., Toronto. Canada. 
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MLD: “As it is now, your customer 
waits till he’s out of lamps entirely 
before ordering. If you don’t just 
happen to have what he wants, he’s 
up against it. If the customer hap- 
pens to be a theater or industrial 
plant, it’s worse, because without 
lamps for lighting he can’t do busi- 
ness. Now it isn’t good business for 
those kind of people to depend on 
someone else, and I know that if 
youll approach them along those 
lines you can get them to see the 
point and they’ll.appreciate it. Par- 
ticularly if you start now, because 
every lamp agent will operate the 
same way sooner or later.” 

AG: “T like the idea some, as it 
will be cheaper for me to handle, but 
I love my individuality. My reputa- 
tion here is for giving service. If 
the customers order ahead I haven’t 
got that service to talk about.” 

MLD: “Sure you have. You keep 
a card file of your lamp customers 








Note the happy smile on Bill Fenwick’s 
face. Bill has just acquired a “better 
half,” and besides this has purchased for 
himself one of the well-known makes of 
motor cars. As Bill says, “I am just a 
young feller trying to get along in the 
world.” Bill is a motor salesman for the 
Elliott Electric Co., Cleveland. 
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Variometers 
Variocouplers 
Audio 
Transformers 
Condensers 
Rheostats 
Knobs and Dials 


Other units to follow 


The Market: Radio is decidedly a seasonal demand. Selling radio during the 

* past months has been like selling electric fans in winter. The sea- 
son is just opening and your recent sales give no indication of the coming demand. Pre- 
pare for the season now. 


Move Your Present Stocks: Your customers are tired of seeing the same 


stock in your store that they saw last year 
and all summer. They believe that it is obsolete. You must put in something new to 
get the buyers into your store and then your old stock will go with the new. Don’t 
Save One Dollar and Lose Two. 


. The development of Radio devices has been rapid and it has not 
What To Buy: yet slowed up. For that reason your manufacturer must have 
Engineers and plant facilities which will keep him ahead of these developments. Such 
manufacturers bring out new designs when others are copying their old ones. Protect 
ycurself against obsolete stocks by buying DAY-FAN RADIO APPARATUS. 


Manufactured by 
THE DAYTON FAN & MOTOR COMPANY 
Factory & General Offices 
403 Day-Fan Block, Dayton, Ohio 
Established 1889 
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Go 
As Far 
As You Like 











S ederal 


RADIO FREQUENCY 
AMPLIFYING APPARATUS 


makes available to the broadcast listener all that 

is newest and best in Radio Receiver Equipment. 

It combines simplicity and reliability of operation 

with a sensitiveness that is unrivaled; giving an 

extraordinarily high degree of amplification and 

making possible the reception of Radio Signals 
over Marvelously Great Distances. 








The Most Sensitive Radio Instruments Yet Devised 





Write for Bulletin No. 119-W 


Federal Telephone and Telegraph Co. 


BUFFALO, N. Y. 














SELL SATISFACTION 
And Save Time and Money 


Buyers have learned to 
The successful 
of every set 


be critical. 
performance 
you sell depends upon its 
Transformers, and the one 
best way of making every- 
body happy is to handle 
only . 


“All-American” 
Amplifying 
Transformers 





(Audio and Radio Frequency) 


Years of experience as Radio Engineers and manufacturers have enabled us to 
perfect All-American Transformers to a point where it is hard to imagine how they 
could be further improved. 


Technically correct; carefully built, from the best materials, and handsomely fin- 
ished, these Transformers give unqualified satisfaction. 


Type R-10—Radio Frequency—(150-550 Meters)..........-..-+.00% $4.50 

Type R-12—Audio Frequency—(Ratio 3 to 1)......-..--ceeeeeees 4.50 

Type R-13—Audio Frequency—(Ratio 10 to 1)...........+.0-e20ee 4.75 

Type R-21—Audio Frequency—(Ratio 5 to 1)........ce.ceeeceees 4.75 
Liberal discounts to responsible wholesale and retail dealers. Send for Bulletin 22. 


| a ND a 
Ss Rav MGCO, aes 























and what they use and then enter on 
that card the date of each order. 
Now the thing to do is to run through 
those cards every day; it'll only take 
a few minutes, and when you notice 
that some customer should just about 
be out of lamps call him up and re- 
mind him that possibly he has neg- 
lected to order. That way you show 
the customer that you are rendering a 
better service than ever. Besides, if 
he don’t need to order lamps just 
then you have him feeling good over 
the phone and can ask him if he don’t 
xeed something else electrical. You 
know the slogans now are ‘Ask "Em 
to Buy’ and ‘Sell "Em Something 
More.’ ”’ . 

AG: “Well, that don’t sound so 
bad.” 

DR: “What this group plan will 
do, Tom, is to reduce consigned 
stocks, make the taking of your in- 
ventory a simpler task, make your 
own stock simpler, and put some of 
the investment burden on the custo- 
mer where it belongs. It’s only ef- 
fecting economies in these different 
ways, like waste in foolish advertising 
matter and reducing useless consigned 


_investments, that the agents can hope 


to have their compensation increased 
or the customers have the prices on 
lamps reduced.” 

MLD: “Besides, it is showing you 
a way, through the card file, of keep- 
ing systematically in touch with your 
trade. This will increase your lamp 
sales and sales on other material as 
well, and if you'll follow that up you'll 
thank us some time for telling you 
about it.” 

Just at this point the mailman 
comes in with a few letters. The 
agent glances at a couple of them, 
throwing the enclosures or folders in 
waste basket without looking at them, 
and saying something about, ‘““What in 
hell do they send me all this junk 
for?” and then reads through one let- 
ter. After reading the letter, he ex- 
claims: 

AG: “Of all the robbers and bums. 
If I ever do business with this bunch 
of eggs again I hope I drop dead.” 

MLD: “What’s the matter, Tom?” 

AG: “I had a job that called for a 
bunch of special switches, not alto- 
gether special, but I don’t get much 
call for this kind, and I ordered 300 
from this manufacturer. Then I lost 
the job and didn’t need the switches 
and wrote and asked them to take 
them back. And listen to what they 
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Turnovers not Leftovers 


Ideal radio weather is here. Broadcasting from distant 
states is once again heard nightly by the listener-in. With - 
each day bringing nearer cold evenings it behooves every 
dealer to stock well but carefully for it is to be a good radio 
season. 


RADION 


Mahoganite Panel is equipment which every fan will be 
pleased to own because of the beautiful mahogany grain 
finish, delightful satin like smoothness and supreme insulat- 
ing properties. Hence RADION panels will turn over 
rather than be left over. 


Also our line of RADION dials, knobs, sockets and other similar 
parts is complete. These too will sell because their properties are 
such that when the hand touches the RADION dial, for example, 
it does not cause those noises which are always present when parts 
made from inferior compositions are used. In short, RADION is su- 
perior for wireless application. It is a quality product needing no 
apology from radio dealers who sell it. Write today for all infor- 
mation, 
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11 Mercer St., New York 
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Price $1400 


§ Simplest operation— maximum performance. 
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9 Takes the place of variometer and coupler. 


9 Accomplishes the results with but one 
adjustment. 


9 It is absolutely unaffected by body capacity 
at dtal knob. 





ALL INSULATING PARTS ARE STURDILY MADE OF 
MOULDED CONDENSITE AND THE WORKMANSHIP 
THROUGHOUT IS OF THE HIGHEST QUALITY. 


An Excellent Merchandising Proposttion 


ATWATER KENT MANUFACTURING CoMPANY 


4942 Srenron Ave. Radio Department PHILADELPHIA, Pa. 
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say (reads letter stating they won't 
accept the return of the switches) ; 
what do you think of a bunch of high- 
waymen like that?” 

MLD: “That’s terrible. And that 
leads us to one of the things we 
came down to see you about. You've 
got a lot of dead lamps here that 
don’t move, and we came down to 
offer to take them back and get them 
out of your way. You see we're not 
tight like that manufacturer of the 
switches; we take an interest in your 
stock and want you to send back 
your dead lamps.” 

AG: “Send back some? Why, say, 
I hardly got enough lamps to get 
along on now. I need some, let alone 
sending any back.” 

MLD® “Well, we brought along 
what we call a service record that 
shows how many of each type of 
lamp you sell and the number of 
months’ supply you have now. Let’s 
just look this over and then see if 
you don’t agree that you’ve got some 
slow-movers in your stock. And don’t 
forget about those switches now. 
There’s a manufacturer that won't 
take dead stock back, and here we 
are perfectly willing to take slow- 
moving lamps off your hands and 
make your report easier to make out 
every month and your inventory 
easier to take.” 

All look over a service sheet, which 
has some rotten items on it, and MLD 
makes notes of items to be returned. 

While they are looking over the 
service record an expressman comes 
in with a case of lamps and slams 
them down on the floor. Agent says 
nothing, but signs up for the box. 

They proceed with the service rec- 
ord, and after a while an agreement 
is reached on the lamps to be re- 
turned. 

DR: “Say, that expressman doesn’t 
handle those lamps any too carefully. 
Can’t you bawl him out once in a 
while and help reduce breakage?” 

AG: “Well, you fellows give credit 
for all lamps with broken filaments, 
don’t you?” 

DR: “We always have in the past, 
but breakage is getting higher and 
higher right along. Besides, would 
you say that it was our fault if any 
lamps in that package were broken 
after you've seen the expressman 
throw them down that way?” 

AG: “Oh, I guess it’ll all come out 
in the wash.” 

MLD: “No, it won’t, Tom, unless 





November, 1922 


THE JOBBER'SfA|SALESMAN 

















SPECIFICATIONS: 


Cabinet: Finished Mahogany, and English brown 


mahogany. 


Receiving Set: Double turned circuit; detector; 
three-stage amplifier; indicator dials; tube 
rheostats; plug and jack equipped on detector and 
all three stages of amplification. 


“A” Battery: Rubber case storage battery in glass 
container with hydrometer and syringe for testing. 

“B” Battery: Three-unit, adjustable type dry-cell 
battery. 

Charger: Polarized vibrating type, with extension 
cord to electric light circuit; switch for charging. 


Price $300 complete, except vacuum tubes 


There’s a big holiday trade just ahead of you now. 


Write TODAY for full description, territory agree- 


ment and discount sheet, 


RISHELL PHONOGRAPH COMPANY 


WILLIAMSPORT, PENNA. 
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ATLANTA to CHICAGO 


with Loop Aerial and 


ERLA Transformers 


The ability of Erla 
transformers to bring 
in Atlanta through a 
loud speaker, using a 
loop aerial and the 
hook-up shown be- 
low, resulted in their 
adoption as standard 
equipment by the 
Ferry Radio Labora- 
tories of Chicago, in 
all FRL receiving sets. 
Direct comparative 
tests proved the su- 
periority of Erla 
transformers for one, 
two or three stages of 
amplification. Sell the 
best and profit by the 
business that follows. 





Now $4.00 


Economies resulting 
from large scale pro- 
duction, based on in- 
creased sales, are re- 
sponsible for the new 
price of $4.00. Peak 
performance and peak 
value are now equally 
embodied in Erla 
transformers, effective- 
ly stimulating dealer 
sales and profits. 


ELECTRICAL RESEARCH LABORATORIES 
Dept. C, 2515 Michigan Ave., Chicago 





LOOP, THREE STAGES RADIO, DETECTOR AND TWO AUDIO 


Cisasaaaaaaaa 
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Genuine 
Condensite- Dial 


The dial that runs true. 


Numerals engraved on bevel and knob so shaped 
that fingers do not hide them. Thin edge with 
clear graduation to make reading easy. Con- 
cealed set screw in metal insert. Will not warp 
or chip. Finish and enamel permanent. 
_ _3-inch dial, 35c. 
2-inch dial for rheostat potentiometer 
_ use, 35c. 
3%-inch dial, 75c. 
Send stamps for catalog. 


ALDEN-NAPIER CO. 
52 Willow St., Springfield, Mass. 
Dept. D 











THE ESSENTIAL GRID LEAK 
FOR TUBE SETS 





The ELECTRAD grid leak has been proven by 


actual test to be the ideal resistance unit for 
better receiving. 
Tubular glass-enclosed. Guaranteed resistance 


value. 
USE ELECTRAD GRID LEAKS FOR PERFECT 
RECEPTION. é 
Attractive discounts to jobbers. 
Write for prices. 
THE ELECTRAD CORPORATION 
of America 
239 Wooster Street, New York City. 
BRANCH OFFICES 


Atlanta, Ga. Chicago, Ill. 
San Francisco, Cal. Washington, D. C. 
Pittsburgh, Pa. 


r 


you fellows help us out. You know 
there’s a clause in your contract that 
states that the agent shall be respon- 
sible for breakage while the lamps are 
in his stock, so it’s your responsibil- 
ity to see that whoever handles the 
lamps in your stock is more careful 
in the way they handle them. Also 
it’s part of your responsibility to see 
that the express company handles 
lamp shipments more carefully. If 
no one ever bawls the drivers out, 
they'll continue to be careless. Now 
it’s pretty hard to figure out just how 
much of the breakage you're respon- 
sible for, but the question of break- 
age is getting serious and our agents 
have got to help us a little. You 
can do that by making your clerks 
and expressmen more careful when 


‘handling lamps, and it’s a good idea 


to start that now, because it won’t be 
long till the agent will have to stand 
part of the breakage if it continues to 
increase the way it has been.” 

AG: “Well, I guess we could all 
be a little more careful.” 

DR: “Sure we could. And I hope 
the next time that expressman comes 
in here with lamps you'll tell him to 
be a little more careful.” 

MLD: “Tom, I guess we'll be go- 
ing along; we don’t want to take up 
all your time today.” 

AG: “That’s all right; glad you 
came down.” 


MLD: “Well, I'll tell you why we 


did. First of all, your stock was get- 
ting clogged up with dead stuff and 
we wanted to explain to you person- 
ally why you ought to return some 
slow stuff. That’s a help to you, be 
cause you won't have to inventory 
them every month, and then price and 
extend them on your report. 

“Then we wanted to explain this 
new plan of having your customers 
order a little in advance; that’s a help 
to you, too, because you won't have 
any customers calling you down be- 
cause you haven’t got in stock every 
little thing they want. It'll help you 
further, too, through that card sys 
tem we spoke about because you'll 
keep in closer touch with your trad: 
and will have a chance to ‘Ask ’Em 
to Buy’ and ‘Sell "Em Something 
More.’ Besides, this will further sim- 
plify your stock and inventories and 
reports. 

“Then we wanted to explain our 
advertising policy so you'd get the 
most out of it. Concentrate on the 
carton with five lamps and the word 
‘Mazda.’ Keep your shelves lined up 
neatly with the blue cartons, use the 
posters in your frame for window dis 
plays every month, use the tin signs 
we'll send you, and you can’t help 
but cash in on the national advertising 
the lamp manufacturer does. 

“Then you get up your mailing list 
we spoke about and send it to me, and 
we'll get started On ta campaign to 
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Twenty-six years ago Eugene A. Rumsey and his brother started the Rumsey Elec- 
tric Co. in Philadelphia on nerve and with grit and courage as.capital. If any of our 
readers remember the company’s store then, they will notice that the above photo of 
their store today little resembles the one of a quarter of a century ago. This repre- 


sents the very “latest” in jobbers’ showrooms and stores. 
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JUST ENOUGH TIME 
for CHRISTMAS PROFITS with 


USALITE Outfits 


i ag > ~~ a 
“The Outfit that Radiates Satisfaction”’ 


The last spurt often wins the race. Right now— 
we're on the last lap to Christmas sales and profits 
—You have just enough time to get your share. 


Order USALITE Christmas Tree Outfits—they’re 
the better kind that have given satisfaction year 
after year. We manufacture all types at a popu- 
lar range of list prices. 


Send for Sample Outfit 


UNITED STATES ELEC. MFG. CORP. 


476 Broadway, New York 


“BEST” Electrical Specialties 


INCREASE 
DEALERS’ PROFITS 


To sell “BEST” Electrical Spe- 
cialties is to win a reputation for 


QUALITY. 


You can make attractive profits 
by selling “BEST” products 


~which include: 


“Best” Heater Plugs 

“Best” Duplex Plugs 

“Best” Switch Plates 

“Best” Key and Keyless Sockets 
“Best”? Candle Sockets, etc. 


Catalog of the complete “BEST” 


line will be sent upon request. 


HENRY HYMAN & CO. 


Inc. 
Manufacturers 


No. 1150 Executive Offices Branch 
Best Heater 212 W. Austin 
Switch Plug 476 Broadway, Ave., 

SS lad, ab ee $.80 New York Chicago, Ill. 





WIRELESS 


Wy 


Increase Christmas Sales 
WITH 


BESTONE 
RADIO SETS 


Everyone will want a Radio Set for Christmas— 
Everyone will give a Radio Set. Translated into 
terms of demand and profit this will create an un- 
usual opportunity for those Jobbers and Dealers 
who distribute quality Wireless Apparatus. 


Bestone No. 707 Combination Crystal and Vacuum Tube Set 


With tube connection this set has a receiving 
capacity of 300 miles. Crystal Detector mounted 
on Bakelite panel eliminates use of “A” or “B” 
Batteries. All apparatus enclosed in beautiful 
mahogany finished cabinet. Wave length—600 
meters. Dimensions 714” x 53%” x 514”. List 
price (including Bestone 2200 Ohm Headset) — 
$25.00. 


We manufacture a comprehensive line of Crystal 
and Vacuum Tube Receiving Sets at popular list 


prices. 


Send for Illustrated Catalog. 


HENRY HYMAN & CO., Inc. 


Manufacturers 


Branch: 
Executive Offices: 212-216 W. Austin Ave., 
476 Broadway, New York. Chicago, Ill. 
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HIGH EFFICIENCY 


HEAD SETS 


Army and Navy Type: 
2500 ohm, per pair.......-.0+45- $10.00 


$200 ohm, per pair..........0.0% 12.00 
Swedish-American Type. 
2200 ohm, per pair..........+e6. 8.00 
Victor Type: 
Single coil, double magnet...... 6.00 
Jacks, Plugs, Microphones and other 
radio parts. 


Ask for our liberal trade prices. 


COMPANY 
CHICAGO, U. 8. A. 




















GANAERITE 


Detector Crystals 


Twenty years of practical mineralogy 
gave us the material to produce the 
highest quality crystal. 

We are now undertaking the largest 
single order for mounted crystals in 
the market. 

We individually test and guarantee to 
replace or refund on any unsatisfac- 
tory Ganaerite crystal. 


The Harris Laboratory 


26 Cortlandt Street, New York City 




























De Luxe 


V. T. Socket 


Contact strips of 
laminated phosphor bronze press. firmly 
against contact pins, regardless of variation 
in length. No open current trouble possible. 
Socket mouded from genuine Condensite. 
Practically unbreakable. Special protected 
slot, with exterior reinforcement. Un- 
affected by heat of bulbs or soldering iron. 





All excess metal eliminated, aiding recep- 


tion. May be used for 5 Watt power tube. 
Highest quality throughout. Price 75c. 


Special proposition to dealers and jobbers. 
ALDEN-NAPIER CO. 


52 Willow St., Springfield, Mass. 
Dept. D 














rustle up some new business besides 
getting your name before the custo- 
mers in this town. 

“And don’t forget to try and sell 
every customer a carton of five lamps. 
Now, say, I think we’ve given you 
some ideas that are worth more than 
folders and blotters and a flock of 
750-watt lamps.” 

AG: “Well, I’ll give it a whirl any- 
way. I guess I haven’t gone after 
the business the way I should, and 
these ideas ought to help some.” 

DR: “And don’t forget about that 
cash sale record and to give that ex- 
pressman hell, will you?” 

AG: “T’ll say I won't. 
obliged to you fellows.” 

Glad I metchyu, etc., and exeunt. 

SCENE III.—Same agent’s store 
two months later, with shelves neatly 
stocked with lamps, window trimmed 
with three-wing frame, cash sale ma- 
chine on the counter, the place all 
cleaned up, ete. Agent, neatly dressed, 
is at phone, and is giving a number to 
central. 


AG: 


Much 


“Hello, Acme Manufacturing 
Co? Let me talk to Mr. Buyer, will 
you? Hello, Mr. Buyer, this is the 
Live Wire Electric Co. You bought 
some 750-watt ‘Mazda’ lamps from 
me about three months ago and I just 
called up to see if it wasn’t about 
time for you to order some more so 
you'd have plenty for renewals. 
Alright, I'll have a case shipped di- 
rect to you. Thanks, very much. Say, 
how about your other electrical stock; 
need any wire, switches, loom, con- 
duit sockets? What’s that? 
Alright, you look up your stock and 
I’ll call you up this afternoon.” 

During this conversation MLD 
comes in. They greet each other. 
MLD: “Well, how’s things going?” 

AG: “Fine. I got those ‘group 
business’ customers eating out of my 
hand. You birds were about right 
when you said that would be a help. 
And it’s getting me other business, 
too.” 

MLD: “That’s fine. How’s the 
mail campaign working out?” 

AG: “Very good. I got two $150 
E contracts, and a wiring and re- 
flector job already. And I haven't 
finished up with my follow-up either. 
Want to go around with me a bit this 


_afternoon?” 


MLD: “Sure.” 
Just then a customer comes in and 
wants some kind of a bulb. Agent 


shows white ‘Mazda’ and sells five, 
writing up a cash sale ticket. 

MLD: “Well, I see you're selling 
them some by the carton now.” 

AG: “Say, that’s good stuff. 
Why, we sell five to nearly every cus- 
tomer. You know you birds didn’t do 
such a bad job with me that time you 
and DR came down here. I suppose 
you notice the cash sale record, too, 
don’t you?” 

MLD: 
agent.” 

Just then the expressman comes in 
carrying a case of lamps and setting 
it down like it was a package of fresh 
eggs. Expressman grins and says: 

“‘Haven’t had many broken lamps 
lately, have you, Tom?” 

AG: “No, and I better not have, 
or you and I’ll go to the mat again.” 

Expressman (leaving): “Well, 
you won’t have any more trouble out 
of us, I guess.” Leaves. 

MLD: “Well, let’s go and have 
lunch and talk it over.” 

AG: “I’m with you, and not only 
that, I’ll do the buying this time.” 

Curtain. 


“T’ll say. You're some 














Standing side by side in the center are 
R. H. Winters, Sr.. and R. H. Winters, 
Jr., of the Winters Electrical Materia! 
Co., Toledo, of which Jr. is president. 
At the left is Miss Gerard, who keeps 
close watch of the coffers, and Norman 
Christy, who sales manages in his own 
particular efficient fashion. On the right 
are Russell McCown and J. J. Sullivan, 
who—well, orders and service are their 
fortes. 
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Claims Power Can Be Trans- 
mitted by Radio 

According to an announcement by 
Wallace F. Vail, president of the 
United States Radio Corp., San Fran- 
cisco, tests have been made of the 
sending of electric power direct by the 
means of a radio transmitter upon 
which the engineers of the company 
have been working for the past six 
months. 

“The first experiments of this 
nature were held after the engineers 
employed by the corporation noticed 
that an electric lamp lighted without 
apparently any reason, while they 
were doing regular broadcasting,” said 
Mr. Vail. 

“The men at once recorded the 
hook-up of the set that they were 
using to transmit and commenced an 
investigation. Later, an electric bell 
was rung in the city of Berkeley, 8 
miles away, by means of the same 
equipment. The engineers were able 
also to light an electric light at a dis- 
tance of 1,000 ft. entirely by the 
transmitted power.” 

The power waves, according to Mr. 
Vail, are of such a high frequency that 
instead of going over or around ob- 
stacles, as do the waves of radio tele- 
graph and the radiophone, they go 
through all obstructions. It is pos- 
sible to carry the complete device in 
the tonneau of a small automobile 
when it is desired to transport it. The 
possibilities of this invention in the 
future as a weapon of defense or one 
of offense in wartime may be imagined 
somewhat when it is known that the 
transmitted waves can heat the metal- 
lic filament in an incandescent light 
until the former is melted. 





Quick Turnover and Safety 


An American abroad, who has prob- 
ably done as much as any single man 
of these days to make the American 
name and the American method 
respected, H. Gordon Selfridge, offers 
a lesson to American business men 
generally. Last year was a crucial 
time for merchants anywhere, for the 
buying power of the public had enor 
mously decreased, inventories for the 
previous year were high, money was 
dear and credit was both hard to ob- 
tain and harder to extend. 

In spite of what seems a smal! 
volume compared with our great cor- 
porations, the annual report of the 
Selfridge concern, with its central de- 








WIMCO ANNOUNCES 





The Wimco Variable Condenser 


After months of experimentation to produce a really good Variable Condenser, we 
take pleasure in introducing to the trade The WIMCO Variable Condenser, which 
will be furnished in 43, 23 and 3 plate type. Tests conducted by the Washington 


Radio 


Laboratory show that The WIMCO Variable Condenser of the 43 plate type has 


a resistance, at maximum capacity, of but .018 ohms, and the capacity at zero on 
the scale is but 15 micro-microfarads. These values, we believe, are lower than in 
any other condenser manufactured for general amateur use. 


The 


WIMCO Variable Condenser is now in production and your orders will have 


our best attention. . 


We 
Write 


have a very attractive proposition for the Jobber, and solicit your inquiries. 
for complete price list and discount sheet. 
THE WIRELESS MANUFACTURING CO., CANTON, OHIO 
Manufacturers—Distributors. 











THOUSANDS OF 
EXTRA SALES 


TERMINAL INDICATORS—to 
go under binding posts on new or 
used instruments. They are neat 
little stampings, attractively let- 
tered. Every owner wants them 
on hi set; they add distinction. 
Dealer demand created. As easy 
to carry a sample as to carry a 
dime. Every sample shown ought 
to be good for an order. 

JOBBERS—This product is to be 
merchandized through you. Write 
for samples, prices and discounts. 











SOMERVILLE 
TERMINALS 


Standardized on two 
models after 5 years’ 
experience in_ radio. 
Constant supply in any 
quantities assured. 





Somerville Radio Laboratory 
43 Cornhill BOSTON, MASS. 
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Show the Facts «= 


Jobbers and their 
Salesmen can use 
our test reports 
to good advantage. 


Electrical Testing 
Laboratories 
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Small Space 
V.T. Socket 


35c each, 3 for $1.00 


Moulded genuine Condensite. Requires but small 
space for mounting. Readily accessible binding 
posts. No excess metal to interfere with effi- 
ciency. Unaffected by heat of bulbs or soldering 
iron. Phosphor bronze contacts; nickel plated 
brass binding screws. Slash-cut slot. 


Saag possible only because of enormous produc- 
ion. 





Special proposition for dealers and jobbers. 


ALDEN-NAPIER CO. 
52 Willow St., Springfield, Mass. 
Dept. D 








YOUR TRADE IS ASKING FOR 


E B BINDING 


POSTS 





Ensign “‘H”’ Ace 


Buddy 
Lay in a stock of these live sellers. 
Sold through jobbers at attractive discounts. 
Write for bulletin 10. 
THE H. H. EBY MFG. CO., PHILA. PA 

















partment store in Oxford Street, Lon- 
don, is an example of how business 
should be conducted. In face of con- 
tracting public purchasing: power 
there was an actual increase of 1,700,- 
000 sales made in the Selfridge stores 
in 1921. The entire stock of the 
stores was turned over no less than 
eight times in twelve months. A quick 
turnover, with small but, certain 
profits, was responsible for liberal 
dividends to the stockholders, a sub- 
stantial bonus to the staff and a high 
rating in the money market. 

It is noteworthy that Selfridge did 
not postpone the scaling down of his 
inventories until 1921, as so many 
American merchants, both wholesale 
and retail, and so many industrial cor- 
porations did. As early as April- 
May, 1920, it was certain that prices 
must come down and these London 
stores started cutting prices immedi- 
ately. They discarded all theory of a 
title to at least the cost of what they 
had in stock. They sold out, re- 
stocked and sold out again on the fall- 
ing market. The consequence was 
that they were, as their balance sheet 
shows, on a firm basis of real prices 
when other merchants, in Europe and 
America, were hoping against hope 
for an impossible return of war infla- 
tion to make inventory prices look 
plausible. 

This is only old-fashioned common 
sense. Industrial corporations which 
looked facts in the face can enter 
the coming rally in business and take 


full advantage of it with high heart, 
well justified hope and a clear con- 
science. There is no evidence that 
Selfridge had embarked on a price- 
cutting campaign to put his competi- 
tors out of business. The profits in 
his balance sheet make any such 
charge ridiculous. He wrote off his 
dead horse to profit and loss, as soon 
as it was dead. But some of his com- 
petitors and some American merchants 
lacked the courage to do this until it 
was too late. Our mail order houses 
in Chicago largely failed to learn the 
lesson in time. 

This is the way business should be 
done. It is not a matter of govern- 
ment regulation or of eternal “‘confer- 
ences” with the staff, or of price-fix- 
ing. It is a matter of a small but cer- 
tain profit and a quick turnover. The 
guaranteed certainties of the war 
period are gone forever. The Ameri- 
can merchant who refuses to recognize 
the fact will not long survive them. 
—Wall Street Journal. 





_ Quick Service 
Siam has electricity now and the 
thoughtful electric light people are 
doing their best. In every room in a 
Bankok hotel is posted a notice in 
various languages. Its English version 
reads: “Sir: For the case that your 
electric light should fail, we beg to 
send you enclosed a postcard, which 
please send us at once when you find 
your light out. The company will then 

send you another postcard.” 

















Frank A. D. Andrea, manufacturer of “Fada” radio equipment, has completed his 
new factory at 1581-H Jerome avenue, New York City, which makes available over 
10,000 sq. ft. of floor space equipped with modern machinery and facilities for the pro- 
duction of “Fada” receiving sets, rheostats, variometers, tube sockets, etc. He states 
that the company’s policy of distributing only through recognized jobbers is being 
strictly maintained, and that all production, advertising and sales activities are being 


planned with that end in view. 











APEX-ROTAREX 
MONTHLY SALES LETTER 


NOVEMBER, 1922 


Straight from the Shoulder Talks to Jobbers’ Salesmen. issued Monthly by 
The Apex Electrical Distributing Company, Cleveland, Ohio 


SUBJECT: Selling Profitable Merchandise 


To All Jobber’s Salesmen: 
I was much interested in a recent letter written by the President of one of our 
Eastern jobbers to his supply salesmen in which he said: 


“We are going to sell APEX-ROTAREX 
Appliances and it is up to you to do it.” 


Every executive—every sales manager realizes that Appliances comprise the 
most profitable line of merchandise in the electrical business. The men who deal 
in figures, who reckon the turn over, the margin of profit, the sales expense and 
similar items are “sold” on the big opportunities in these products. The “big boss” 
wants his salesmen to push Appliances because he knows that the pushing of these 
essential home devices cannot fail to increase the firm’s profits. Therefore, if the 
best interests of your firm are of any concern to you, whether you sell the APE X- 
ROTAREX products or some other make, you should lose no opportunity to sell 
Appliances but you may ask how this will benefit you as a supply salesman. 


You are ambitious. You want to succeed. What is the best way to success quick- 
ly? It is not necessarily the salesman who sells the largest volume of staple mer- 
chandise who is most valuable to his organization. Advancement and promo- 
tion is much more certain to come to the man who earns for his firm the greatest 
amount of NET PROFIT and who develops the most new business, both by sell- 
ing new customers and by selling new lines of merchandise to old customers. 
‘There may be a great deal of personal satisfaction in closing an order for a million 
feet of fol-de-rol, but if the total NET profit on that transaction is only $100.00, 
the salesman who has closed a small order for a dozen housekeeping Appliances at 
a NET profit of $200.00 to his firm has done the better day’s work. And in many 
cases it is possible to accomplish both. 

Moreover, it is acknowledged that the highest paid man in the selling profession 
today is the specialty salesman. Appliances are SPECIALTIES. I know of 
one supply salesman who distinguished himself as a leader in three of our national 
prize sales contests and who now holds a big paying position with an Appliance 
manufacturer. You simply can’t hold the successful specialty salesman down. 

The Appliance industry is destined to become within a very few years the great- 
est of all industries. Babson says it will surpass the automobile industry. 

Why not train yourself now to sell electrical Appliances? Study the best 
methods for selling them. Get our literature and educational literature of other 


manufacturers and educate yourself to become a leader in this wonderful busi- 
ness. 


It can be done. 


Helpfully yours, 
THE APEX ELECTRICAL DISTRIBUTING CO. 


R. J. Strittmatter: K. Sales Manager. 


















































UNSHI 


Electric Cleaner 


; ou Ou To 
C) See It Clean’ 





S 


Christmas Time 


Electric Cleaner Time! 
























The few weeks before Christmas 
abounds with opportunities for an 
unusual volume of Electric Cleaner 
Sales. Christmas time is giving 
time; dealers will feel the inclina- 
tion of the buying public; their 
sales will increase surprisingly; their stocks will 
be entirely depleted and many 11th hour buyers 
will be unable to obtain The Sunshine—their 


choice of Electric Cleaners. ii, 
at Zio0t/ler” 
Your dealers should be solicited NOW for DN): oe 
replenishment of their stocks in anticipation of tseMcLlung 
the holiday trade. fe 
Loduct’ 
Take advantage of this seasonable trade—big es a 
sales and big profits await you. Get your share Tis Guarantee of Quality 


of this business—GET IT NOW! 


SUNSHINE SALES CO. 


410 Seventh St=NewPhiladelphia,0. 





Cutouts 


“Edison Plug” Cutouts: Com- 
plete line for all service require- 
ments ranging from our No. 
2569 1-Wire Main Cutout to 
No. 2185, 3-Wire Double 
Branch Cutout. Highest grade 
materials and construction 
throughout conforming with N. 
EK. Code Standard. These cut- 
outs are rated up to 30 amperes 
at 125 volts. 


Enclosed Fuse Cutouts: Line in- 
cludes equipment for all usual wir- 
ing systems and conditions. Made 
in 10 types having a capacity up to 
30 amperes at 250 volts; and 6 types 
for 31-60 ampere service at 250 volts. 
Design conforms to N. E. Code 
Standard. 


All “Paiste” 3-Wire Cutouts of both 
Edison Plug and Enclosed Fuse 
styles will be furnished with solid 
neutral without extra charge if so 
desired. 


Paiste 


Outlet Box Receptacles 


Made in fifteen styles and 
twenty-three types. Ca- 
pacity, 660 watts at 250 
volts. 


Perfectly finished to please 
property owners. 


Cleverly designed for easy, 
quick installation — saves 
money for contractors. 


Electrically correct in ac- 
cordance with N. E. Code 
Standards. 


A complete line covering 
every usual need. 


When you specify or purchase 
“PAISTE” Wiring Material 
you are sure of material that 
combines in its design and con- 
struction careful consideration 
of the needs of both contractor 
and user. From the standpoint 
of the man who sells wiring ma- 
terial, or installs it, or uses it, 
“PAISTE” products pay. 


The Hart & Hegeman Manufacturing Company, Hartford, Conn. 





Botn hot and cold air blasts, 
Detachable heating unit. 


Type F. R. Motor 

1-25 H. P. Jeweler’s 
lathe motor with rheo- 
stat foot control. 


Hair Dryer 


Model 4 Mixer 
A handy, sturdy, efficient 
drink mixer. Counterbalanced. 
All heavily nickeled except base 
which is hard glazed porcelain 
enamel. 


Dental Engine (with stand) 
Equipped with S. S. White 
flexible shaft, sheath, hand 
piece and slip joint. Six speed 
foot rheostat. Motor has re- 
versing switch and three step 
pulley. Height of stand 48”. 


Dental Engine (with hace) 


Same as stand model above 
except for highly polished 
heavily nickeled base. 


Billiard Table Cleaner 


Cleans thoroughly without 
affecting nap of cloth. 


Upholstery Cleaner 


Dumore motor, operat- 
ing on direct or alter- 
S nating current. Two 
leather bound China 
bristle brushes. 10 feet 


 & 


Type A. Motor 


1-25 H. P. Smallest 
size for laboratory work. 


A with nickel finish. Universal type. 


DUMORE No. 3 
Multi-speed Grinder 


HE marked preference for DUMORE No. 3 

Multi-speed Grinders for use in industries 

where grinding requirements are of a high 
standard and equally varied, is based on three 
points which every jobber and dealer recognize. 
First, the national reputation of the Wisconsin 
Electric Company for building dependable electrical 
tools and appliances. Second, the known ability of 
W-E engineers to create a device that will accom- 
plish, most satisfactorily, the purposes for which it 
is intended. Third, the public's unhesitating ac- 
ceptance of the DUMORE trade mark on a product 
as a sign of a long life of service with untroubled 
performance. 


Such are the basic influencing factors behind the 
growing demand for all DUMORE products. The 
house that stocks the diversified DUMORE line is 
assured a profitable year ‘round business and offers 
its salesmen a greater opportunity to increase both 
income and number of satisfied customers. Ask 
your sales manager to find out more about this 
quick-selling line—we'll be glad to explain fully. 


Wisconsin Electric Company 
1614 Sixteenth St., 


Racine, Wisconsin. 
Manufacturers of 


DUMO 


ELECTRICAL TOOLS 
qnd APPLIANCES 


Model 2 A. D. Drill 
Capacity %”. Stroke 
38%. Drills to cen- 
of 7%”. Ad- 
justable table. 


special vacuum cleaner Model 1 A. D. Drill 
hose. 25 ft. portable Capacity %”. Length 


cord. 


Model 2-B D Drill 
Capacity 4”. Stroke 
38%”. Drills to cen- 
ter of 8” piece. Ad- 
justable table. 
Height 2914”, 


Helical gears. 


Type C Motor 
1-16 H. P. Medium 
Type B same as Type size laboratory motor. 





Type D Motor 
% H. P. Best size for all 
kinds of dental laboratory and 
jeweler’s motor work. 


No. 1 J. G. Grinder 
% H. P. motor. 15,000 R. 
P. M. Reach of arm 414”. Ex. 
tension 2”. Complete equip- 
ment. 


No. 2 O. G. Grinder 
1-6 H. P. Motor. 10,000 R. 
P. M. Motor spindle reach 
2%”. Ball bearings. Complete 
equipment. 


No. 2 A. G. Grinder 
1-6 H. P. motor. Motor spin- 
dle speed 10,000 R. P. M. In- 
ternal spindle 30,000 R. P. M. 
Internal spindle reach 3”, Com- 
plete equipment. 


No. 2 B. G. Grinder 


1-6 H. P. Motor. 10,000 R. 
P. M. Reach of arm 10”. 
Complete equipment. 


No. 2 C. G. Grinder 


1-6 H. P. Motor. Motor spin- 
dle speed 10000 R. P. M. At- 
tachment spindle speed 50,000 
R. P. M. Complete equipment. 


No. 3 Multi-speed Grinder 


% H. P. motor. Six interchangeable spin 
dles and seven quick-change pulleys. ater 
speeds 3600 to 50,000 R. P. M. A remarkable 


Model 2 A. D. Drill 
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Clear Conduits by Explosion of 
Cartridge 

An ingenious and simple method of 
blowing obstructions out of pipes and 
conduits has just been patented by 
E. Georges Cheuvreux, Jr., of New 
York. Such pipes are often placed 
within the walls of a building and can- 
not be got at without cutting through 
plaster or cement. When closing such 
pipes—conduits for electric wires, for 
instance—plugs of wood or rags are 
often put in the ends, and the plugs 
often are forced so far into the tubes 
that these are obstructed, and there is 
no tool in the kit that is effective in 
extracting the obstruction. 

Mr. Cheuvreux’s invention is a cap 
that is screwed on the end of the tube 
and has a hole through the middle. 
The hole is closed with a firing pin 
which looks like a small knob on the 
outside. When it is desired to blow 
out the tube a blank cartridge of .32 
caliber is inserted and a blow of a 
hammer on the knob will explode it. 

In tests it has been found that a 
single cartridge cleared a length of 
200 ft. of pipe of all obstructions. 
Sometimes it is necessary to repeat the 
explosion, and in cases of exceptional 
obstruction it may be necessary to use 
three cartridges one after the other in 
order to make certain that the pipe is 
quite clear, but in most cases one 
cartridge does the trick. 





McKeever Company 

Incorporates 
The George McKeever Co., Colum- 
bus, Ohio, was recently incorporated 
with a capital of $35,000, Mr. Mc- 
Keever being president and R. S. 
Wolfe secretary and treasurer. The 
company has also added to its space 
and now occupies the stores at 185 

and 189 East Long street. 





Dunning at Columbus 


Ray P. Dunning, formerly with the 
General Electric Co. at Cincinnati as 
industrial heating specialist, recently 
joined the sales department of the 
Western Electric Co.’s branch in 


Columbus, Ohio. 


Shocking 
J. S.’s wife (to incoming spouse) : 
“Watt’s the meter? Wire you 
insulate?” 
J. S.: “Sh! Couple ’a vamperes, 
m’dear.” 





GUARANTEED 


Not for Merely ONE Year, but 


For the Life of the Clock! 


Which Is Many, Many Years 


The 
Mercury 


Automatic 
Time Switch 


Is the simplest device of its kind 
ever produced, 
A MERCURY CONTACT 
IS THE SECRET 


It eliminates all friction, arcing and corrosion. 
Many strong selling points, and we protect the jobber always. 
Prompt Service—Liberal Discounts. 
Send for Literature. 


Mercury Time Switch Co. 


31 E. Woodbridge St. 
Detroit, Mich. 


Eastern Representatives 
Manufacturers’ Distributing Co., 291 Broadway, New York City 


“Sell "Em Something More” 








Bob Says It’s Creat 
Declares SELFBLO is a Wonderful Torch 


Read What He Says: 


After reading your ad in Popular Mechanics I bought a 
SELFBLO Alcohol Torch, and it sure does all you said 
it would. Some different from blowing your head off 
on a@ rubber tube. I was surprised to see how quick it 
blew such a hot flame. I believe it is hot enough for 
brazing. At least I’m going to try it some day. I’m 
glad to know that such a good tool has a trade mark 
name, because I can tell my friends about it and know 
they will be sure to get SELFBLO. I wouldn’t swap it 
for any tool in my kit if I couldn’t get another. 


Yours truly, Bob Mason. 


There’s a reason for what Bob says. Get your dealer 
to order six SELFBLOS. You can do that with almost 
every dealer you see. They come packed in a hand- 
some three-color counter display container, Explain 
to him the advantages of the trade mark name 
SELFBLO. Our guarantee is your protection. 


66 Willow St., Lynn, Mass. 


Successors to the good will, trade names, trade marks, formulae, 
ete., of the Federal Mfg. Co., of Boston, Mass, 





Southern representatives: . ee ry! ee: etnies 
Wetherbce Bros., 1405 Engle- rat 6S aios a : 
wood Ave., Dallas, Texas. ee Bidg., San Francisco, 

° Canadian representatives: 
Middle West representatives: = wanticy-Moncur Co., Ltd., 416 
L, W. Stewart Sales Co., 327 St. James St., Montreal, Can- 
Dixie Terminal, Cincinnati, O. ada. 
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Tue Jouns-Pratr Co., Hartford, 
Conn., manufacturer of ““Noark” fuses 
and protective devices, ‘““Vulcabeston” 
packing and insulation, and Johns- 
Pratt molded products, has announced 
the appointment of George W. Ma- 
pother as New York district sales 
manager for the electrical division. 
He will make his headquarters at the 
New York office of the company, lo- 
cated at 41 East 42nd street. 


A BooKLeT emphasizing the advan- 
tages and the desirability of perma- 
nent and substantial overhead con- 
struction of electric transmission and 
communication lines has _ recently 
been issued by the publicity depart- 
ment of the Western Electric Co., 
195 Broadway, New York City. The 
booklet brings out the importance of 
central-station service and the part 
that the transmission line plays in 
making the service available. The 
method of manufacturing and treating 
poles, crossarms, brackets and pins 
is illustrated and described, along 
with illustrations of the factories of 
R. Thomas & Sons Co., Phillips & 
Co., Hubbard & Co., Mathias Kline 
& Sons, R. H. Buhrke Co. and the 
Oshkosh Manufacturing Co., whose 
products the Western Electric Co. 
distributes. 


Tue Trumputt Evecrric Manv- 
FactTuRING Co., Plainville, Conn., has 
completed a wide distribution of its 
new bulletin No. 4, which illustrates 
and describes the entire line of 
“Circle T” safety and_ externally 
operated |switches. The bulletin is 
divided into four sections, the first of 
which deals with type “A” switches 
of all classes, these being machine- 
made switches with boxes of the in- 
terlocking safety type. Section 2 
covers type “C’’ switches, these which 
punched-clip, 30-200-ampere 
switches, externally operated, but 
without interlocking features. Sec- 
tion 3 covers entrance switches for 
use with or without meter trims, and 
also a complete line of 30-ampere 


are 





low-priced “Kappa” switches, exter- 
nally operated. Section 4 covers me- 
tex service switches of the standard- 
ized type as specified by such large 
central-station companies as_ the 
Boston Edison Co., Brooklyn Edison 
Co., Commonwealth Edison Co., Pub- 
lie Service Corp. of N. J., Consumers 
Power Co., etc. The bulletin is pub- 
lished in two forms, a pocket edition 
4.75 by 6.75 in., and a_ loose-leaf 
form punched to fit jobbers’ data 
books. Those interested who have 
not received a copy may obtain one 
by addressing the Trumbull company. 


HAVING DEMONSTRATED in a mid- 
summer sales contest that selling en- 
thusiasm can defeat the summer 
slump bugaboo, the P. A. Geier Co., 
Cleveland, now follows up this suc- 
cess by the announcement of a “Now- 
to-Christmas” competition to stimulate 
“Royal” cleaner sales in the best sea- 








Some of you ex-devildogs may recognize 
the above as a fairly good picture of John 
S. Gulledge. If you should happen to 
meet him some time, ask him how he spent 
his first night in St. Louis and he may 
tell you. Gulledge was recently appointed 
resident engineer of the National X-Ray 
Reflecter Co. in St. Louis, and is as- 
sisting H. O. Bourkard, the company’s 
southern district manager. 








son of the year.. The company offers 
$5360 in prizes, and, on the basis of 
pest experience, expects record-break- 
ing results. Besides the cash awards, 
a “Royal” cleaner will be given away 
free to each man who qualifies by 
selling 25 machines during the period 
of the contest, Oct. 23 to Dec. 23. 


A NEW METHOD of listing outlet 
boxes and covers for the convenience 
of dealers and users of this material 
is embodied in catalog No. 250 re- 
cently issued by the National Metal 
Molding Co., Pittsburgh. The method 
consists of grouping the similar items 
tegether, regardless of shape or size, 
in a condensed way, which enables 
one to find the items desired with a 
minimum turning of pages. 


Tue Signat Enoineertne & Man- 
UFACTURING Co., 533 Canal street, 
New York City, has announced that it 
is the policy of the organization now 
to sell its single-stroke alternating and 
direct-current bells, alternating-cur- 
rent horns, telephone extensions, and 
alternating and direct current power 
relays through jobbers only. None of 
these items in the future will be sold 
directly to electrical supply dealers, 
contractors or users. 


Georce Ricuarps & Co., 557 West 
Monroe street, Chicago, announces the 
removal of their New York office to 
the Blickman building, Nelson and 
Mount streets, Long Island City. This 
office is in charge of A. R. Macy. 


Tue Apex Exectricat Distrisvu- 
rine Co., Cleveland, has appointed 
the North Coast Electric Co. as dis- 
tributor for its products in the states 
of Oregon and Washington. The 
North Coast company maintains 
houses at Seattle, Spokane and Port- 
land, and it will distribute the com- 
plete line of the Apex company, con- 
sisting of the “Apex” electric suc- 
tion cleaner, “Rotarex” home double- 
roll ironer. The company also an- 
nounces that it has moved its Phila- 
delphia office from the Perry building 
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to 204 Empire building. The H. C. 
Roberts Electric Supply Co., Phila- 
delphia, has been appointed distribu- 
tor for the products of the Apex 
company in the territory of eastern 
Pennsylvania, Delaware and southern 
New Jersey. 


IN oRDER to give greater attention 
to Cutler-Hammer business in western 
New York and the province of 
Ontario, a branch office has been 
opened by the New York office of the 
Cutler-Hammer Manufacturing Co., 
manufacturers of controllers, clutches, 
brakes and other electrical equipment. 
This office is located at 358 Ellicott 
Square, Buffalo, and B. A. Hansen, 
formerly located in New York, has 
been placed in charge. 


Tue Sarety Insutratep Wire & 
Caste Co., 114 Liberty street, New 
York City, has announced that it has 
moved its Boston office from 18 Post- 
office square to 185 Devonshire street, 
rooms 806 and 807. 


Data SHEETs covering a short line 
of accessory fixtures for use in con- 
nection with “Red Spot’ commercial 
lighting hangers have just been is- 
sued by the F. W. Wakefleld Brass 
Company, of Vermilion, Ohio, the 
purpose being to supply fixtures of 
identical design for supplementary 


and small-space illumination in in- 
stallations where the standard “Red 
Spot” hangers are employed for the 
high-powered units. 


Tue Ivannor-Recent Works oF 
GeneraL Exectric Co., Cleveland, 
has issued a new catalog on its or- 
namental glassware for lighting pur- 
poses, bowls, shades and enclosing 
units being illustrated in their actual 
colors. The company has also issued 
a supplement illustrating and describ- 
ing decorative “Trojan” and “Keldon” 
units for commercial illumination. 


Tue Sevare D Co., Detroit, man- 
ufacturer of safety devices, announces 
that it has appointed R. J. Parisian as 
district sales manager in the Cleveland 
territory. The Cleveland district 
office serves not only the Cleveland 
territory, but Pittsburgh, Buffalo and 
Syracuse territories as well. 


THE CONTROLLING INTEREST in the 
1900 Washer Co., Binghamton, N. 
Y., manufacturer of electric washing 
machines, has just been acquired by 
the Binghamton Washing Machine 
Corp., organized under state laws 
with a capital of $800,000. The new 
owner will take immediate possession 
of the plant and proposes to increase 
the output. The purchasing firm is 
controlled by the Maynard H. Murch 











What is believed to be the first complete window set to be offered to radio 
dealers by a manufacturer has been made available to “Tungar” battery-charger 
dealers by the General Electric Co. This set consists of large strip to be attached 
to the glass or background of the window, together with two smaller strips for like 


use. There 


are two cutouts to be placed in the lower corners of the glass, and 


two window cards; these are in four colors and make a brilliant window display. 


In addition 
the subject, 





to the window set, dealers are supplied with magazine articles on 
lantern slides and other campaign material 























“AMERICAN BraND’® 


WEATHERPROOF WIRE AND CABLES 
HAS NO EQUAL 


“AMERICAN 
BRAND’ 


Weatherproof and 
Bare Copper Wire 
and Cables 


Honesty 


of Purpose! 


—in manufacturing “American 
Brand” Weatherproof Wire and 
Cable has produced a uniformity of 
quality unexcelled by other manu- 
facturers. 


The continuous high standard of 
this quality has been instrumental 


in establishing its recognized 
superiority. 
The fact is evident that a jobber’s 


salesman calling on discriminating buyers 
should recommend “American Brand” 
Weatherproof Wire and Cable. 


A sample lends force to sales argu- 


ments. Send for yours today. 


American Insulated 
Wire & Cable Co. 


CHICAGO 











“AMERICAN BRAND” 
WEATHERPROOF WIRE AND CABLES 
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Your Golden 
Opportunity Is Here! 


= NOW is 

Your Golden Opportunity to get 
real big easy profits. Anylite Prod- 
ucts, especially the Regulator shown 
here, are wonderful holiday sellers. 
Every dealer should have a supply 








Co., Union National Bank Building, 
Cleveland, dealer in investment secur- 
ities, and Walter S. Quinlan, vice- 
president and secretary of this com- 
pany, will be president of the new 
organization. T. W. Behan, formerly 
general manager of the 1900 Washer 
Co., will be vice-president, and Paul 
J. Bickel secretary. 








INCREASED BUSINESS, necessitating 
greater production and more adequate 
fecilities, has resulted in the transfer 
of the Krantz works of the Westing- 
house Electric & Manufacturing Co. 





TAKE ADVANTAGE of our 


Direct Mail Advertising, which is making Anylite Products 
known to every dealer in your territory. Thus it is easier for 
your salesmen to sell Anylite Products, for the sale has been 








partly made before his call. 
it so easy to display Anylite Products. 


ORDER YOUR STOCK NOW 
ANYLITE ELECTRIC CO., Ft. Wayne, Ind. 


for every customer will see in the 


Regulator a service which makes it 
an ideal gift. 


The display boxes and cards make 
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Electrical Appliances That are 
Timely and Useful Christmas Sellers 


Upright Toaster 


No. 450 With self-adjusti 
bracket. Price or het: 2 lesa 


Duplex Kitchenette and Toaster 


No. 209 Two heat regulation. Tested 
and approved by Good House- 
keeping Institute. Price........... $9.50 


Stove and Toaster 
No. 104 


Price $6.25 


Aluminum Cooker Set. 

Pric®:-ceccieetiaeae ine $1.50 
With this combination, you can 

grill, boil, fry and toast. Two opera- 

tions at same time. Tested and ap- 

proved by Good Housekeeping In- 

stitute. 








Three Heat Iron 
No. 324 High, Low and Medium. 
Mery wiry pprewese by N. Y. Tribune 
an 00 ousekeeping In- 
stitutes _ $7.50 
Sole Manufacturers of the Fitzall Plug. 
poe oP 
REDTOP ELECTRIC CO., INC. 
8 West 19th Street, New York 




















from Brooklyn, N. Y., to Mansfield, 
Ohio. The transfer offers better fa- 
cilities for production and gives the 
works a location in the central part 
of the country, with easy access to a 
lerge number of railroads and to both 
the middle western and eastern of- 
fices of the Westinghouse company. 


Tue Brown InstruMENT Co., of 
Philadelphia, has announced the 
opening of a New England branch 
sales office at 185 Devonshire street, 
Boston, George Goodman being in 
charge. The company also announces 
the opening of a_ southern district 
branch sales office in the Brown- 
Marx building, Birmingham, Ala., 
Charles L. Saunders being in charge. 


ANNOUNCEMENT has been made by 
the Naco Radio Co., 47 Vesey street, 
New York City, that it has secured 
the exclusive distribution of “Master 
Baldwin” head sets and “Claro- 
phones” for the following states: 
New York, New Jersey, Pennsyl- 
venia, Maryland, Virginia, West 
Virginia, North Carolina, South Car- 
olina, Florida, Alabama, Kentucky, 
Tennessee, Georgia and Delaware. 


THe Havirwett Exectric Co., 
New York City, manufacturer of 
hair dryers, has moved from 305 East 
43rd street to 115 Fourth avenue, 
where larger quarters are available 
for the company’s increased business. 


Frank ApaM, chairman of the board 
of the Frank Adam Electric Co., who 
died in St. Louis on Sept. 13, was 
one of the pioneers of the electrical 
industry. He was born in 1838, and 
engaged in the electrical business in 
St. Louis in 1870 under the firm 
name of Blattner & Adam, one of the 
first electrical concerns in St. Louis. 
This partnership was dissolved in 
1890, at which time he organized the 
Frank Adam Electric Co., which 
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through his efforts enlarged its scope 
until it now engages not only in con- 
tracting but operates a retail elec- 
tric shop, and in addition conducts an 
electrical manufacturing business 
which has now grown to be the largest 
in its line in the Middle West. Kind- 
ly and courteous always, with a most 
pleasing and interesting personality, 
he made a legion of staunch friends. 


Orpers RECEIVED by the General 
Electric Co. for the three months 
ended Sept. 30 amounted to $58,- 
914,620, an increase of 42 per cent 
over the similar period in 1921, ac- 
cording to a statement just made by 
President Gerard Swope. For the 
nine months ended Sept. 30 orders 
were $176,171,194, or an increase of 
30 per cent over the same period in 
1921. 


A. M. Bounenrt, for the past three 
years high-tension sales engineer for 
the Ohio Brass Co. in the East, has 
been appointed representative of that 
company in the intermountain district, 
with headquarters in Salt Lake City. 
Before his connection with the Ohio 
Brass Co., Mr. Bohnert was in the 
engineering department of the Pacific 
Gas & Electric Co. 


Tue Launpryette Co., Cleveland, 
has added a number of new dis- 
tributors within the last few months, 
among which are the William Hall 
Electric Co., Dayton, Ohio; the Hayes 
Electric Stores, Toledo, Ohio; the 
Robertson Supply Co., Orlando, Fla., 
and the Perry-Mann Electric Co., 
Charleston, S. C. 


Tue PranstieH~t Rapio Service 
Co., Highland Park, Ill., which was 
originally organized to act as a dis- 
tributing company for manufacturers 
of radio apparatus, is now manufac- 
turing honeycomb coils and will soon 
produce variometers and _ variocou- 
plers. 


Frank E, Dyson, formerly with 
the Universal Winding Co., Provi- 
dence, R. I., has resigned to devote 
his attention to the business of the 
Electrical Products Manufacturing 
Co. of the same city, of which he is 
president. 


Tue Rome Wire Co., with plants 
in Rome and Buffalo, N. Y., has re- 
cently opened a sales office in the 
Little Building, Boston, in charge of 
C. G. Miller. 

















A Real Salesman 


Never Overlooks 
An Opportunity. 


We have just placed our 


Bulletin No. 2 on 


New Glass Insulators 


for 


Power Lines 


in the hands of many 
Central Stations and 
Power Companies. 
The resultant orders 
and inquiries have 
shown that a market 
for these insulators 
does exist. 


Why not grasp this 
opportunity ? 


Send for this New 
Bulletin No. 2. 


HEMINGRAY GLASS 
COMPANY 


MUNCIE, INDIANA, 


U.S. A. 
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New Electrical Products, Illustrated 








The Plainville Electrical Products Co., Plainville, Conn., 
has placed on the market a device designed to keep. all 
switches uniform in size with the correct fuse protection and 
to provide for future increases in load without sacrificing this 
protection. The manufacturer states that it is possible to 
provide a 200-ampere, 100-ampere, or a 60-ampere fuse gap 
and fuse it down to 80 amperes. The fuse reducer for 250 
volts is made in three sizes: 200 to 100 amperes, 100 to 60 
amperes, and 60 to 30 amperes, while the 600-volt size can be 
furnished in 100 to 60 amperes and 60 to 30 amperes. 




















The “Sta-Lit” Christmas tree-lighting outfit manufactured 
by the Diamond Electric Specialties Corp., 101 South Orange 
avenue, Newark, N. J., is made so that if one or more of 
the lamps burn out the remainder of the series of eight stay 
lit. The lamps are wired in series-multiple, eight 15-volt 
miniature lamps being run on each circuit. 








The above illustration shows an installation of the “Safety” 
meter box recently developed by the Safety Meter Box Co, 
4149 East 79th street, Cleveland. With the box, it is not 
necessary for the meter reader to enter the house. The 
meter may be disconnected from the inside without danger 
of contact with live parts. Its fireproof construction is 
one of the main features claimed for this new device. 











Having a clear crystal top, the new 








A spotlight designed especially for 





The Ingersoll Electrical 


“Type H_ Reflectolyte” developed by 
the Reflectolyte Co, 914 Pine street, 


Products, | St. Louis, functions with the ceiling in 



































use in connection with decorative light- 
ing of window displays is being made 
by the Pittsburgh Reflector & Illumi- 
nating Co., and distributed by the Re- 
flector & Illuminating Co., 565 West 
Washington street, Chicago. It is called 
the “Spot-O-Lite” and uses a concen- 
trated filament lamp, ranging from 
100 to 400 watts, depending upon the 
intensity desired. The area of the spot 
is controlled by moving the lamp 
socket. Ample air circulation is pro- 
vided through light-tight openings. 








109 West Austin avenue, Chicago, is 
marketing an electric humidifier such 
as shown in the above illustration. it 
is operated by a small motor which 


projects the water in jets. No water 
connection is needed, the same water 
being used over and over; it can be 
perfumed or deodorized if desired. 
The device uses about the same amount 
of energy as a 60-watt lamp, weighs 
15 lb., has an ivory-tinted dome, splash 
bowl 20 in. in diameter, and is guar- 
anteed for one year. 





distributing the light. The urn is 
blown in one piece of crystal glass, the 
top of the neck remaining crystal, 
lightly frosted, and the lower part 
beng opal enameled. The light is 
transmitted to the ceiling, there to be 
reflected and diffused. These units 
are made in four sizes, in close or sus- 
pended types, with plain or ornamented 
parts. They are designed for hospitals, 
hotel rooms, apartment and office 
buildings, schools, stores, banks and 
churches. 

















November, 1922 


THE JOBBER’S(IJSALESMAN 











New Electrical Products, Illustrated 




















linia isd 

The General Electric Co, Schenec- 
tady, N. Y., has placed on the market 
a new tumbler switch equipped with 
wide mounting ears to simplify in- 
stallation and to prevent the loosening 
of the switch from the wall which some- 
times results when the switch is not 
rigidly fastened to the outlet box. 
Outlet boxes are often improperly in- 
stalled below the plaster line, and it is 
customary to use washers, blocks and 
other makeshifts to build the switch 
up to proper alignment with the wall. 
The wide mounting ears insure align- 
ment regardless of the location of the 
box, because they rest directly against 
the wall surface and are held there by 
mounting screws threaded into the 
outlet box. These switches are made 
with durable dust-proof casings of 
porcelain and also of compound. They 
incorporate the quick make-and-break 
and positive start action, giving free- 
dom from short-circuits or the “freez- 
ing” of operating parts. 








A unique and beautiful dining-room 
unit, supplying a combination of abun- 
dant light, soft color tints desirable in 
illuminating other parts of the room, 
and giving a delicate and exquisite 
ornamentaton is the “Ivandine” dining- 
room light recently placed on_ the 
market by the Ivanhoe-Regent Works 
of the General Electric Co., Cleveland, 














Of interest to dry battery users and 
to the trade is the announcement re- 
cently made by the National Carbon 
Co., Long Island City, N. Y., that its 
most popular type of “Columbia Hot 
Shot Battery,” namely—No. 1461—a 
four cellpower six volt battery, which 
up to the present time has had a fibre 
container is now being manufactured 
with a steel container. Among the ad- 
vantages claimed by the manufacturer, 
is that the steel case is constructed to 
withstand the roughest service, is un- 
affected by exposure to the elements, is 
thoroughly insulated to prevent inter- 
nal short circuits, and full service and 
life of the batterv is assured through 
the protection afforded by the steel 
case, a new woven fabric handle is pro- 
vided. The new steel container is litho- 
graphed in colors to present an attrac- 
tive appearance, and the materials used 
in lithogravhing also serve as an elec- 
trical insulation for the outer surface. 
The manufacturer states that produc- 
tion has been placed on the basis that 
permits the sale of the batterv equip- 
ment with the new steel container at 
the same price as the fibre container. 
Other standard tvpnes of “Columbia Hot 
Shot Batteries” are to be made with 
stee] containers, and will be announced 
as fast as they are brought out. 











I 


| 


The illustration shows a flashlight 
which operates without a battery, and 
which was invented in France. The 
American patent rights have been pur- 
chased by the Powerlite Co., Cleve- 
land, and the device will be marketed 
under the trade name of “Powerlite.” 
It consists of a hand-operated dynamo 
which generates energy for the flash- 
light. 











A cut-out and lowering device by 
means of which cleaning and re-lamp- 
ing of electric light fixtures can be 
done in absolute safety is being manu- 
factured by tne Westinghouse Electric 
& Manufacturing Co., East Pittsburgh, 
Pa. The device, which is called a pul- 
ley-socket, is so arranged that a pull 
on a rope disconnects the electrical 
parts and the entire fixture comes down 
“dead.” The disconnection can be made 
without first switching off the circuit, 
for within the pulley-socket wiping con- 
tacts are provided of sufficient capac- 
ity to make and break the current 
of a 1,000-watt lamp. A second pull 
resets the fixture in place. Some of 
the advantages claimed for the use of 
this pulley-socket are that it saves 
time in cleaning, eliminates the dan- 
gerous use of ladders, makes possible 
a more thorough cleaning of fixtures 
with less effort, and eliminates the 
danger of short-circuits and accidental 
contact with live parts. 








An electric lantern called the “Dia- 
mond” searchlight has been developed 
by the Diamond Electric Specialties 
Corp., 101 South Orange avenue, 
Newark, N. J. It can be focused to a 
sharp beam of light 1 yd. to 100 yd. by 
a slight turn of an adjusting button. 
The contact switch locks in the “off” 
position, and a positive spring release 
prevents battery waste when the lan- 
tern is not in use. The hinged front 
makes all interior parts instantly ac- 
cessible, and lamps can be replaced 
without taking the case apart. 
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New Electrical Products, Illustrated 
























































The “Pep” vibrator recently devel- 
oped by the N. E. Norstrom Electric 
Manufacturing -Co., 2587 Sheffield ave 
nue, Chicago, employs a method of 
operation which differs greatly from 
that generally used, in that vibration 
is produced by means of an electro- 
magnet operating on a 110-volt alter- 
nating current circuit. The latter pro- 
duces a lateral motion which will no* 
injure the most delicate nerves, and 
the machine is thoroughly insulated, so 
that all danger from shocks is elim- 
inated, even when the vibrator is used 
with wet hands. As there are few wear- 
ing parts and none to get out of order 
the machine is guaranteed to last in- 
definitely. The list price for the com- 
plete set, including applicators, is 
$12.50. 








A new line of shallow flush switches 
with porcelain cup but 1 in, deep has 
bec= brought out by the Arrow Elec- 
tric Co., Hartford, Conn. Although 
these switches are made especially for 
metal-lath and shallow-partition work 
they are adaptable for general work, 
the manufacturer claiming that the de- 
sign is such that there is no loss in 
mechanical service or electrical safety. 
The shallow switch is made in all the 
regular Arrow styles in both push-but- 
ton and toggle types, and the list 
prices are the same as those for the 
standard types. 











= USE STaNDA 
notben ron 
YOUR SHADE 














The Benjamin Electric Manufactur- 
ing Co. has brought out its No. 1080 
“Tap-Lite,” one of the features of which 
is that the plug part can be turned to 
any position. In designing the slots, 
which take standard parallel blade 
caps, the company has anticipated the 
trend of parallel blade construction, 
and has made the slots of two sizes 
for polarizing purposes. The “Tap- 
Lite” is put upon cards for counter 
display, 10 cards making a cartoon. 
The list price is $0.75. : 








The Holophane Glass Co., 324 Madi- 
son avenue, New York City, has placed 
on the market a new lighting unit de- 
signed for use in schools, offices and 
stores. This new unit is of the enclos- 
ing type and illuminates from the top 
instead of the bottom. The upper por- 
tion has accurately formed reflecting 
prisms designed to redirect the light 
downward. The lower portion has com- 
bined horizontal refracting prisms and 
vertical diffusing flutes. The function 
of these combination refracting prisms 
and diffusing flutes is to give the 
proper distribution of light and to dif- 
fuse the light so that the unit has uni- 
form low brightness. An important 
feature of the unit is that it can not 
be overlamped, as the opening in the 
top will pass only lamps of the proper 
size. There are two sizes of this unit, 
No. 2170 for the 100 to 150-watt lamps, 
and No. 2180 for the 200-watt lamps. 
A unit is supplied as a reflector globe 
only, complete chain pendant, or com- 
plete ceiling type fixture. For average 
conditions, the high utilization efficiency 
of 58 per cent is obtained. The overall 
efficiency is 84 per cent. 












DIFFUSER 


P al 
1S OR 25 WaTT 
ROUND (618% BULB 
FROSTED LAMPS 
SwircH TO 


SMALL SIDE 
LAMPS 


The National X-Ray Reflector Co., 
Chicago, has put on the market an art 
lamp adapter (No. 3000) which can be 
mounted on any base or pedestal and 
serve both as a luminaire to light the 
entire room, and for local lighting such 
as is given by an ordinary table lamp. 
When the indirect lighting is used the 
small auxiliary lamps can be turned out, 
and the shade is amply illuminated 
from the diffuser, through which a very 
small percentage of the light from the 
large lamp is allowed to escape. An- 
other feature of this adapter is that it 
is adjustable for use with a 75, 100, 150 
or 200-watt gas-filled lamp, the size 
being determined by the size and char- 
acter of the room in which the art lamp 
is used. The manufacturer supplies 
wire frames and various suggestions 
for designs of shades to use with this 
adapter. 








A hot plate designed to meet the 
demand for more substantial low- 
priced appliances has recently been 
placed on the market by the Liberty 
Gauge & Instrument Co, Cleveland 
It is called the “Liberty High-Heat” 
hot plate and has a capacity of 600 
watts at 110 volts. The frame is of 
cast aluminum alloy and has a com- 
position base which is claimed to have 
superior heat-holding characteristics. 
The list price is $5.95; west of the 
Rockies, $6.25, 
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Emerson Motors 
Prompt Shipments 





Immediate Shipment 
of more than a hun- 
dred different 
types, speeds, and 
voltages of motors 
2 hp. and smaller. 
Direct Current 32, 
110, and 220 volts; 
Alternating Current 
110 and 220 volts; 60 
and 25 cycles single— 
phase, 220 volts 60 
cycle multi-phase. 


See Price Book 55 
for complete variety 
of other types. 


Be ready to quote 
your dealers prices 
and data on Emerson 
motors by carrying 
the "Red Covered" 
motor price book 
with you. 1923 motor 
dealers contracts 
now ready. 





The Emerson Electric 
Mfg. Co. 
St. 


Louis New York 














Manufacturers’ News 


Accorpine to M. L. Spaulding, 
manager of the Chicago branch of 
the Trumbull Electric Manufacturing 
Co., building and other activities have 
created a very satisfactory demand 
for safety switches and similar spe- 
cialties manufactured by his company. 
E. J. Piper has joined the “Circle 
T”’ organization and will sell in the 
Chicago territory. 


THe Muttt Execrrican Manv- 
FACTURING Co., Chicago, has moved 
its New York office to 155 West 21st 
street, where it will carry a stock of 
“Powerlet” fittings, “Multi” porce- 
lain bushings, fuse cutouts and acces- 
sories. The office is in charge of A. 
C. Walton, who has been selling in 
the Metropolitan district for the past 
year and a half. 


Howarp C. Hakes has joined the 
Betts & Betts Corp., 511 West 42nd 
street, New York City, and will work 
in the state of New York and New 
York City as special representative. 
Formerly he was with the Charles R. 
Ablett Co., New York City, and pre- 
vious to that he was with the United 
States Navy Department. Mr. Hakes 
has a wide acquaintance among the 
jobbers and large buyers of electrical 
apparatus. 


Tue Automatic Execrricat De- 
vices Co., Cincinnati, manufacturer of 
the “Homcharger,’ has been com- 
pelled to} add a third plant to take 
care of the unprecedented demand for 
this device. These three factories, all 
located in Cincinnati, have a capacity 
of over 1,000 “Homchargers” a day, 
which, it is expected, will enable deal- 
ers and jobbers to obtain prompt 
shipments on their orders. The “Hom- 
charger” is considered one of the most 
popular battery chargers in the radio 


field. 


ANNOUNCEMENT has been made by 
C. I. Hayes, manufacturer of indus- 
trial electric heating apparatus, that 
he has opened a new office at 194 
Friendship street, Providence, R. I. 
In addition to various types of elec- 
tric furnaces, ovens and special in- 
dustrial heating appliances of his own 
production, he has arranged to mar- 
ket the following equipment: The 
“Berwick” electric metal heater, man- 
ufactured by the American Car & 
Foundry Co., Berwick, Pa.; heavy 
duty, high-temperature furnaces, man- 





WHEREVER 


there is a show 
window or— 

an electric sign 
to be illuminated 
—if a storage 
battery is to be 
recharged, 

when street lights 
or a burglar alarm 
system is to be 
controlled 


SELL 
YOUR CUSTOMER 


HARTFORD 





TIME 
SWITCH 


You can give him a 
Hartford 

in just the right type 
and capacity which 
will be the best 
automatic time switch 
he can possibly get 
for his purpose. 
Positively — 

The new Hartford 
Price List provides 
good profit for 

you! 


HARTFORD 
TIME SWITCH CO. 
A. HALL BERRY 


General Sales Agent 


71-73 Murray St., New York, N. Y. 
U. S. A. 
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NATIONAL PRODUCTS 


‘All You Require When You Wire” 


Not Only 
“Sell ’em 


Something More” u LA vz Something Better” 


That’s Why National Products Sell Everywhere 


National Metal Molding © 


PITTSBURGH 



















The Brighter Light of 


Lower Current Cost 


When you sell Signlites you are assured that your 
customers will keep on coming back for more. 

The concentrated filament that gives brighter light, 
the rugged construction that insures longer life and the 
10-watt guaranteed consumption all make for a lamp 
that gives absolute satisfaction. Order your fall stock 
now and be prepared for the renewals needed for the 
longer fall evenings. 

Write today for discounts and full details 


Manufactured Exclusively for 
Save Sales Company 


261 Broadway 
New York City 








Signlite with clear bulb 


Signlite with blue bulb 











ufactured by the Hoskins Manufac- 
turing Co., Detroit; electric ovens 
manufactured by the Oven Equipment 
Co., New Haven, Conn.; General 
Electric Co., industrial heating ap- 
paratus; Leeds & Northup pyrometer 
and other industrial equipment. 


A NEW PORTABLE POWER STAND has 
been developed by the Westinghouse 
Electric & Manufacturing Co. to sup- 
ply motive power for the various ap- 
pliances found in every day use on 
farms and in stores, garages and 
small machine shops. The stand :con- 
sists of a 0.25-hp. back-geared motor 
mounted on a tripod stand. The rotor 
speed of the motor is 1,750 r.p.m. 
and the speed of the back-geared shaft 
is 210 r. p. m. Four power pulleys 
are supplied, two for flat and two for 
round belts, thus affording a wide 
range of speeds. The stand weighs 
only 55 lb., but is sturdy and tempo- 
rarily stationary when placed at work, 
for an adjustable, telescopic rod, 
which may be used either as a brace 
or as a tension anchoring device, is 
used to anchor it. Ten feet of ex- 
tension cord is provided. 


Tue CutTiter-HamMEer MaNvurac- 
TURING Co., Milwaukee, has standard- 
ized a motor drive and automatic 
economy switch for typesetting ma- 
chines. Motors of 1/3 hp. of either 
direct or alternating-current design 
are furnished and are controlled by 
the automatic switch for cutting off 
the current and stopping the motor 
after a predetermined time, or from 
1 to 3 minutes, if no work is being 
done on the machine. Performance 
records kept in plants using the 
equipment show a saving in current 
for the typesetting machines as high 
as 44 per cent. The equipment may 
be secured for either new or old ma- 
chines. 


Tue Generat Exxctric Co. has 
purchased a tract of 175 acres of land 
at Parsippany, N. J., for the estab- 
lishment of a recreation center and 
summer camp for employes at_ its 
works at Newark, Harrison, Ampere, 
Belleville and Waverly. The camp 
now owned and operated by the com- 
pany at Lake George, N. Y., has been 
found too far distant from the New 
Jersey plants to bring about the de- 
sired advantages. Arrangements will 
be made on the Parsippany tract for 
outdoor sports of all kinds, summer 
and winter, and it is proposed to con- 
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struct a log cabin in the near future 
to accommodate engineers of the com- 
pany at technical conferences and to 
make available a suitable hall for lec- 
tures and addresses now being con- 
ducted at the Harrison works. A 
building will also be constructed for 
a general clubhouse. 


Tue Unitrep Exvecrric Co., Can- 
ton, Ohio, manufacturer of electric 
cleaners, has announced the resigna- 
tion of J. F. Kinder, formerly west- 
ern sales manager. In the future the 
company will distribute its products, 
which include “Ohio Tuec’’ electric 
portable cleaners and ““Tuec” station- 
ary cleaners, through jobbers. 


Construction of the first unit of 
the proposed plant and additions of 
the Westinghouse Lamp Co., near 
Bloomfield, N. J., will soon be started, 
it is announced by that company. 


A NEW CONDUIT-BENDING DEVICE 
has been developed and placed on 
the market by the Silvey Pipe Bender 
Co., 2215 Brighton avenue, Kansas 
City, Mo., under the trade name of 








F, J. Gottron of the P. A. Geier Co, 
Cleveland, spent straw-hat time this year 
in marshalling his forces in a midsummer 
sales contest which completely defeated 
the long accepted myth about a summer 
sales slump. “Purely mental,” is the way 
he characterizes the accustomed drop dur- 
ing the dog days. “The higher the mer- 
cury, the more anxious are housewives to 
let electricity do their work for them,” 
and he’s got the contest fever so bad that 
now he’s starting a new one. 











DUNCAN 





A. C. WATTHOUR METER 


MODEL M2 





Duncan meters have now been on the market since 1894. 
and during these twenty-eight years they have worked their 
way into every civilized country on the globe. No improve- 
ment in the meter art has escaped them, and at no time have 
they failed to represent the acme of efficiency and 
dependability. 


The history of Duncan Meters has played a prominent part 
in the art of meter building since its inception, and has kept 
pace with every modern requirement of the time. 


Consequently, jobbers’ salesmen find prospective dealers 


possess an intimate knowledge of their qualifications and are 
susceptible to quantity purchasing. 


DUNCAN ELECTRIC MFG. Co. 


LAFAYETTE INDIANA 
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615-623 Front Street 
TOLEDO, OHIO 











The only thing you need 
know about the quality 


of lamps, is the name 


m-SAVE 


It symbolizes the stand- 
ard of perfection in lamp 


making. 





SAVE ELECTRIC CORPORATION 


220-254 36th Street 
BROOKLYN, N. Y. 


Executive Offices: Toledo, Ohio 


























the “Silvey Hickey.” Paul W. Herbst, 
404 North Wells street, Chicago, has 
been appointed sales representative 
for the Chicago district. 


Tue Freeman Evectric Co., Tren- 
ton, N. J., is perfecting plans for ex- 
tensions in its plant to include a new 
building on Prince street, and the re- 
moval of the present works on East 
State street to the new location. 
Equipment will be provided for the 
manufacture of switches, metal-jacket- 
ed sockets, cut-outs and kindred spe- 
cialties. Edgar H. Freeman is head 
of the company. 


THAT THE ELECTRICAL INDUSTRY 
has witnessed a gradual improvement, 
marked by an increasing volume of 
business, without any great change in 
prices during the eight months just 
ended is the statement made in a bul- 
letin recently issued by the Mitchell- 
Rand Manufacturing Co., 18 Vesey 
street, New York City. 


ANNOUNCEMENT has been made by 
the King Electric Manufacturing Co., 
Tonawanda, N. Y., that it will soon 
commence operations at its new plant, 
1671 Fillmore avenue, Buffalo. This 
plant was recently acquired from the 
Linde Air Products Co. The King 
company manufactures battery-charg- 
ing apparatus. 


Tue Paut Manuracrurine Co. has 
purchased the business of the James 
Washing Machine Co., 5243 Western 
avenue, Detroit, and is continuing the 
manufacture of the washer formerly 
made by the latter company. Plans 
are being made to build a new factory 
which will be ready for occupancy 
early next spring. 


Tue Western Exectric Co. has 
awarded a contract for the construc- 
tion of a five-story building at 910-14 
Cherry street, Philadelphia, estimated 
to cost $200,000, to be used for local 
headquarters and factory branch. 


Rosert C. Coxe, who was recently 
appointed sales manager of the elec- 
trical division of the Johns-Pratt Co., 
Hartford, Conn., is widely known in 
eastern electrical manufacturing cir- 
cles and has frequently been con- 
sulted as an expert upon electrical 
protection problems by utilities in 
different parts of the country. Mr. 
Cole was born at New Haven in 1881, 
and as early as 1892 became asso- 
ciated with Ralph W. Pope, secre- 
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tury of the A. I. E. E., assisting him 
in connection with the World’s Colum- 
bian Exposition in Chicago in 1893. 
His acquaintance at that time with 
prominent electrical men influenced 
him to become associated with the 
industry, and about 1900 he joined 
the engineering department of the 
John-Pratt Co. In 1905 he was ap- 
pointed electrical engineer, and has 
continued in that post until his re- 
cent appointment as sales manager of 
the electrical division. 


MANUFACTURING 
manufacturer of “Perfeclite” 
commercial lighting units, formerly lo- 
cated at 1599 St. Clair avenue, Cleve- 
land, is now located at 5518 Euclid 
avenue, where increased floor space 
will assist in taking care of the com- 
pany’s growth, and facilitate expan- 
sion and increased production. J. L. 
Jaffe is general manager of the com- 
pany. 


THe PeErFECLITE 


Co., 


Tue Jouns-Pratr Co., Hartford, 
Conn., manufacturer of “Noark’’ fuses 
and protective devices, “Vulcabeston” 
packing and insulation, and Johns- 
Pratt molded products, has announced 
the appointment of George V. W. 
Ingham as eastern sales manager for 
the electrical division. He will make 
his headquarters at the New York 
office of the company in the Liggett 








“Shucks, that’s no order,” said “Al” B. 
Hanson, Hardware & Supply Co., Akron, 
Ohio, as he held up his right hand, “wait 
until you see the one I’ve got lined up.” 
‘Al” had just returned from his vacation 
full of wim, wigor and witality, and he’s 
got R. F. Wetter sort of crestfallen. 
Well, let him go to it. 














“Guardians of Electric Service” 


‘a 


a Sa PT Ms F 


Safe To Use—Easy To Sell! 


Safe to use and easy to sell—that typifies Trumbull Circle T Type 
A Safety Switches. 


The operator cannot open the box until the switch is in “off” posi- 
tion. He must throw it to that position first. 


Live parts cannot be touched by the operator as a shield covers the 
upper contact. Only fuses are exposed. 


The operator cannot close the switch when the cover is open. He 
must close the box. (Yet an expert can manipulate the interlocking 
catch when necessary.) 


These points and others covered in Bulletin No. 4, which you ought to 
have, make selling Trumbull Circle T Type A Safety Switches a com- 
paratively easy job. 


Push Circle T Type A Safety Switches—they’re safest to use and 
easiest to sell. 


Tue Trumpu.tt Evectric Merc. Co., 
PLAINVILLE, CONN. 


New York Chicago Philadelphia San Francisco 
114 Liberty St. 40 S. Clinton St. Boston 595 Mission St. 
aR NICS 











“Guardians of Electric Service’”’ 
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Dongan Electric Manufacturing Co 


BELL RINGING & RADIO TRANSFORMERS 
Detroit Mick 














YAGER’S 


Soldering Flux 


Standard for 
nearly halfa 
century. Keeps 
diy and granular 
in new style con 
tainer. Non-cor 
rosive. See that 
your dealer has 
sufficient stock. 


ALEX. R. 
BENSON 
COMPANY 
HUDSON, N. Y. 
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The Valentine- 
Clark Co. 


can > Pus 


New York Toledo Chicago 


Minneapolis Spokane 


HE secret of wood preser- 


vation is simple: Poison 
your wood so it will not be at- 
tacked by fungi at the ground 
line, by using a HIGH-BOIL- 
ING OIL OF COAL TAR. 
This will forever hold the poison 
and not leach out. Results are 


permanent if properly applied. 


Specify V-C Butt Preservation. This 
guarantees you a perfect Process of 


Pole Butt Preservation. 














Building, 41 East 42nd street. Mr. 
Ingham is well known in the electrical 
wiring device field, having held until 
recently the position of eastern sales 
manager of the Bryant Electric Co., 
with which he was associated for 11 
years. Prior to that he was associated 
with Pass & Seymour, as western 
sales agent, so he brings to his new 
association a country-wide experience 
and acquaintance with the trade. 


Tue Generar Execrric Co., 
through its president, Gerard Swope, 
has announced that a bonus of 5 per 
cent in cash or securities redeemable in 
cash will be paid to each employe re- 
ceiving compensation of $4,000 or less 
annually who has completed five years 
or more of continuous service at 
January 1 or July 1 of each year. 


Mark C. Situ, formerly associ- 
ated with the Westinghouse Electric 
& Manufacturing Co., Cleveland, has 
been appointed Chicago district sales 
manager of the motor department of 
the Ohio Electric & Controller Co., 
effective Oct. 1. Mr. Smith’s office 
will be at 53 West Jackson boule- 
vard, Chicago. 


Tue Boarp or UNperwrirers has 
approved the “Ducon” device manu- 
factured by the Dublier Condenser & 
Radio Corp., New York City. This 
device is designed to be attached to an 
ordinary lighting socket for the 
utilization of the wiring system as an 
antenna. 


E. H. Fiscuer has been assigned 
to supervise the manufacture of the 
high-tension line insulators of the 
Illinois Electric Porcelain Co., Ma- 
comb, Ill. Mr. Fischer has been en- 
gaged in this work with some of the 
largest manufacturers for more than 
ten years. 


Jouns-Manvitte, Inc., New York 
City, has announced that it has been 
appointed a selling agent by the 
H. H. Robertson Co., Ambridge, Pa., 
for the distribution of asbestos-pro- 
tected metal products. 


Tue pant of the Carbon Products 
Co. at Lancaster, Ohio, was destroyed 
by fire recently, the total damage 
amounting to about $150,000. 


Tue Epison Exrectrric APPLIANCE 
Co., Los Angeles, has announced the 
appointment of Mires F. Size, for- 
merly with the Martin Electric Co., 
Denver, agent-jobber for the Edison 








PHILLIPS WIRE COMPANY 


PAWTUCKET, R. I. 








CEDAR POLES 


Northern 
White Cedar 


Western 
Red Cedar 


Plain or 
Butt Treated 


T. M. Partridge 
Lumber Company 


Minneapolis, Minnesota 

















POLES 


PLAIN OR TREATED 


NATIONAL POLE C0. 


Escanaba, Mich. 
220 Broadway, 2844 Summit St., 
New York Toledo, O. 


Rialto Bldg., 
San Francisco, Calif. 














AORTHERN WHITE 
WESTERN RED 
GUARANTEED GRADES 
24Hour Service 


BUTT TREATING 
ANY SPECIFICATION 
Let Us Show You How 

To CashInOn BELL Poles 


SJ SEND FOR BOOKLET CONTAINING” 
< VALUABLE 
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“Central Black” 
“Central White’’ 


Rigid Steel 
CONDUIT 


Large stocks of Conduit, Elbows 
and Fittings for quick deliveries. 


“Central” 
Conduit 


may be bent 

and_ kinked 

like this with- 

out flatten- 
ing, buckling, cracking or flaking. 
The ductility and finish are exclu- 
sively “Central.”” ‘Central Black”’ 
is enameled; “‘Central White’’ is 
galvanized. 


Central Pabe Co. 


PITTSBURGH, PA. 








Electric Appliance Co. in Colorado, 
as a heavy-duty specialist and in 
charge of the heating-appliance cam- 
paign in southern California. 


Tue Lapp Insutator Co., Le Roy, 
N. Y. manufacturer of high-voltage 
insulators, has appointed the O. H. 
Davidson Equipment Co., 1633 Tre- 
mont street, Denver, its representative 
for Utah, Colorado, southern Wyo- 
ming and northern New Mexico. 


Tue Liserty Gauce & INstruMENT 
Co., Cleveland, has prepared sheets 
illustrating, describing and pricing the 
four types of hot-plates made by that 
company. These sheets are designed 
especially for use in jobber salesmen’s 
price books. 


ANNOUNCEMENT has been made by 
the Beacon Lamp Co., Peabody, 
Mass., that it has leased a building at 
Lowell and Foster streets, and will 
equip the structure for the manufac- 
ture of incandescent electric lamps. 


Tue Century Evectric Co., St. 
Louis has appointed E. T. Kenney dis- 
trict sales manager at Rochester, N.Y. 
He was formerly with the Cleveland 
office. 




















White Frosting Solution 


Produces a smooth white frosted 
surface on any clear electric lamp 
by dipping the lamp in the solution 
and washing in water. Five or more 
lamps can be frosted in five min- 
utes, at a cost of a fraction of a 
cent each. Etch-O-Lite is clean, 
rapid and economical. Safe to use 
—no harmful or acid effect on hands 
or clothing. 


Guaranteed 
Permanent - Heat Proof 





Distributors of Factory Output: 
UNION ELECTRIC COMPANY 
Pittsburgh, Pa. 

Canada: Northern Electric Company. 























Here is Marion A. Smith, salesman for 
the Hardware & Supply Co., Akron, Ohio, 
hand on the door lever, ready to jump into 
his trusty coupe, step on the accelerator, 


and run down a few big orders. As a 
matter of fact, M. A. craved food, and 
was on his way to put the feed bag on, 
He says, “You can call me anything, but 
don’t call me late for dinner.” 























Hydro-Proof 
BLACK TAPE 


Dependable and 
Permanent for Outside 


Insulation 


The tape which builds up 
the jobber’s reputation by 
giving real service to his cus- 
tomers. 


Sold only in wholesale quan- 
tities to distributors. 


Elkhart Rubber Works 


Elkhart 


Indiana 














BRUNT 
Guay PORCELAIN 





Our goods 

marketed 

through the 
obber. 


Drive-Ilt Knob 
Knobs, Tubes, Cleats 
and Specialties 


THE BRUNT PORCELAIN COMPANY 


COLUMBUS, OHIO 
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+» PARANITE "=" 


Whether the product be heater cord or special cable, 
standard type or something new, the PARANITE 
label identifies wire of a fixed standard of excellence, above 
the average. 


In PARANITE heater cord, for instance, the extra 
flexibility which insures long life and satisfactory service 
is the result of a detail of manufacture not apparent 
from a casual inspection. The stranded conductor of ; 
PARANITE heater cord is of No. 34 gauge copper, Z 
where the average is No. 30. The large number of strands 4 
of finer gauge gives unusual service. iy 


You can be quite certain of getting the maximum 


service from wire by specifying PARANITE. a 


Indiana Rubber & Insulated Wire Co., 


Jonesboro, Indiana 


Chicago Office, 210 South Desplaines St. New York, The Thomas & Betts Co., 63 Vesey St. 





EVEREADY 
eee Its going to be an) 


oe Eveready Flashlight] 
Christmas this year!) 


Convince your dealers that the investment 
in a complete Christmas stock is insig- 
nificant, and the loss of profits through 
failure to stock up early is considerable. 
Emphasize the following points— 


From now on is the peak period of Eveready 
Flashlight and Battery sales, because — 


The use of Eveready Flashlights is an established habit 
Eveready Flashlights are a recognized necessity 


Eveready advertising has educated the people away from 
unsafe flaming lights to the safest portable lights in the 


world— electric lights without wiring —sparkless, flameless 


Eveready Flashlights are within range of everybody’s 


purse 


Magazines, newspapers, and farm papers are now carry- 
ing the emphatic urge— “Give Eveready Flashlights this 
Christmas!” 


This will be the biggest Eveready Flashlight 
Christmas in the history of the industry. This 
month is the big time for you to cash in on it 


NATIONAL CARBON COMPANY, Inc. 
Long Island City, N. Y. 
Atlanta Chicago Cleveland Kansas City San Francisco 
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Eveready Flashlights 
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Obbins & Myers Mot 


‘HE workman on premium or piecework, the factory superintendent, 


* the production manager, the plant engineer—all find R & M motor 


reliability an important factor in their work. The low temperature 


rating, large overload capacity and rugged construction of the motors 
reduce maintenance expenses and keep the wheels turning during periods 
of forced production and heavy overloads as well as during times of 
normal demand. Every man in the plant who is responsible for produc- 


tion and operating costs will usually say a good word for the R & M 
motor when new equipment is needed. 


And every factor in the distribution of R & M motors, contractor, 
dealer, jobber, finds this attitude of the factory men who use the 


motors, an influence which makes for a steadily increasing motor 
business. 


THE ROBBINS & MYERS COMPANY 
SPRINGFIELD, OHIO BRANTFORD, ONTARIO 
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